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Within the Door Js Home 


“I am the door.”—John 10:9. 


Jesus spoke with wonderful clearness in the language 
of common people. No teacher in all the race ever made 
his meanings so plain. Even though He spoke on the 
deepest things of human life and of God, He is never 
unclear in His purpose or exposition. Fascinating are the 
figures He uses and they all singularly focus on Himself. 
They are all simple, illuminat- 


At night he comes back wearied with the day’s toil 
and care, assured that within the door are welcome, rest 
and love. The strife and cares of the world are left on 
the outside of his door, and within he is at home in quiet 
content in the midst of his loved ones. The children go 
merrily through the door to schoo! or to business, and 
at night, leaving the whirl of affairs and people, come 

back again with the certain con- 





ing and comprehensive. They 
show how essential to men’s 
well-being Jesus regards Him- 
self. 

For example, He says, “I am 
the door.” A very common- 
place figure is this, but strange- 
ly significant. A door turns on 
its hinges many times a day. 
It shuts in and it shuts out. It 
is set between the outside 
world and the dear household 
in the home. It shuts out the 
noise, the dust and the clamor 
of the street. It shuts out the 
rough speech, the blasphemies, 
the fightings, the enmities, the 
selfishnesses of the striving 
crowd. It shuts out the thief, 
the evil-doer, the adulterer and 
the murderer. If these are in- 
side the door, then it is not a 
home, but is a hell. 

It shuts in peace, love, gen- 





fidence that within the door is 
home. No wonder that John 
Howard Payne, that homeless 
wanderer in many lands, sang 
with a vast pathos— 


“Home, home, sweet, sweet home! 


Be it ever so humble, there’s no 
place like home.” 


Without the door is not 
home. Within the door is 
home. We invite our friends 


to share our hospitality. We 
do not invite them merely to 
sit in our easy chairs, eat the 
food on our tables and look © : 
the fine furnishings in our 
beautiful houses. We ask them 
to share with us the atmosphere 
of our home and to share in 
our lives. We invite them to 
come in and sit with us in the 
inner house of our souls and 





tleness, security and all the 
dear atmosphere which makes 
ahome. The husband goes out 


door . 





“Strife and care are left on the outside of the 
within is quiet content.’’ 


partake of our thoughts, our 
ideas, our character and all the 
real inner riches of ourselves. 
The ‘door shuts out all the 








through the door in the morn- 
ing with a kiss of love into the rushing, busy world and 
carries in his heart a sense of security for his household 


behind his closed door. 


This excerpt from a Christmas article specially written for the AMERICAN 
LuMBERMAN by Nathan E. Wood, D.D., Boston, Mass., and originally 
appearing in this paper's issue of Dec. 27, 1919, is now reprinted in response 
to requests from many readers. 


world of the uninvited and 
shuts in ourselves and our welcomed guests. When Jesus 
calls Himself the door, He uses a wonderful figure. He 
is the opening into what lies beyond. Without the door 
is homelessness for the soul. Within the door are riches 
of the divine home. He is the door into a great friend- 
ship and life. He invites us to enter in and to share all 
that He has and is. 
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2.780 Ft. Long 


A High Pressure, Positive 


PNEUMATIC CONVEYOR 


In operation for 
over sixteen years 


We design, manufacture and install reliable equip- 
ment, and have done so for forty-three years. 
Positive long distance conveyor systems. 

Wood-fuel furnace stokers. 

Dust-collecting systems. 

Storage vaults and unloaders. 

All for shavings, sawdust, hogged wood chips and 
similar materials. 


THE ALLINGTON & CURTIS 


Organized 


= MEG. CO. tn 


Factories and Offices: Saginaw, Mich. Boston, Mass. 
Offices: Chicago, Ill. _New York, N. Y. 
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This system handles 20,000 Ibs. of shavings and sawdust per hour. (100 tons 
per day) from a lumber mill to a cotton mill power house, a distance of 
over half a mile. * 

















A POPULAR BUSINESS BUILDER 





U.S. PAT. (3-4-24) 
(12-11-28) (2-30-29) 





Exclusive Storm Sash Feature 


An extra profit for dealers who sell Vento Putty- 
less Steel Basement Windows! With every order 
sell Vento Storm Windows—easily attached. No 
need to remove frame in the spring—glass is held 
in frame with Vento Puttyless Clips and in the 
spring glass can be removed and pane sized screens 
put in, making it an outside screen. Vento fur- 
nishes the pane-size screens with all storm sash. 
This is only one of many features that make the 
Vento proposition so profitable to dealers. 








VENTO, Steel Sash j CO. 


BASEMENT iInNpDe 
(OAL CHUTES W 









Junior Lumber 
Trimmer 


MILLS - EDGERS - BOLTERS - SHINGLE LATH, 
CRATE AND WOODWORKING MACHINERY 








A one man machine for mills up to 
30,000 feet per day capacity. Handy... 
convenient . . . dependable. Self-oiling 
mandrel boxes. Comes equipped with two 
18” special trimmer saws. Staunchly con- 
structed for long years of uninterrupted 


service. Write for our special bulletin. 


AMERICAN SAW Mitt Macuinery Co. 
55 Main St., Hackettstown, N. J. 


American Products Are the National Standard 
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Machinery and 
Miscellaneous .. 
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Accurate and Uniform Lumber Grading 


expressive of quality, which in 

turn is the basis of value. There 
can be no accurate comparison of values 
without accuracy and uniformity of 
grades. As a consequence, where or 
when there is laxity or vagueness of grad- 
ing there is apt to be demoralization of 
markets. All lumbermen are aware of 
the importance of accurate and uniform 
grading, and most of them probably aim 
to produce and sell according to estab- 
lished association grades. Yet there is 
still enough deviation from standards 
to make a serious problem for the in- 


Gow in the lumber industry is 


dustry. 

One aspect of the grading problem for 
the softwood industry is presented by 
the small mills in the South, and the 
Southern Pine Association has been 
striving for several years to devise a 
means of either bringing the small mills 
into the organization or at least to pro- 


vide grading and inspection service for 
the small operators. Discussion at the 
recent meeting of the association indi- 
cates that considerable progress has heen 
made. The smaller operators are not 
unaware of nor indifferent to the advan- 
tages of uniformity of grading, and in 
this fact is to be found the greatest as- 
surance of success of the co-operative 
arrangement, whatever form it may take. 

Grading lumber is unavoidably techni- 
cal and at best something is left to the 
judgment or discretion of the inspector, 
though the aim is to narrow the latitude 
as much as possible. Sometimes, differ- 
ences of viewpoint between producer and 
user, particularly the manufacturing con- 
sumer of hardwoods, for example, ne- 
cessitate concession and compromise in 
order to harmonize conflicting views. 
For several years the National Hardwood 
Lumber Association has been working 
toward a better understanding between 





Sought by Industry 


its members and the hardwood consum- 


ing trade with respect to methods of: 


grading. The situation and the control- 
ling principles to be observed in altering 
grading rules were set forth in last 
week’s AMERICAN LUMBERMAN, page 5], 
by O. M. Krebs, of Memphis, Tenn, 
member of the rules committee of the 
association. 

While it is true that the matter of grad- 
ing is primarily the concern of producers 
and users, it has a somewhat wider im- 
plication in relation to the use of substi- 
tutes for wood, particularly in manufac- 
ture. In a sense the individuality and di- 
versity of wood give it advantages over 
commodities that show greater uniform- 
ity, but it is also true that standards of 
quality and value are essential in wood. 
Therefore, a serious and sincere effort 
is being made so to shape the grading 
rules as to make them an effective agency 
in the marketing of lumber. 





Home Remodeling and Repairing as 


OWADAYS the biggest crowds 
N are in the five’s and ten’s; which 
indicates that if the people haven’t 
the money to spend in large amounts they 
can at least spend it in small sums. To 
the retailer of lumber and other building 
materials the current reluctance to buy 
new houses and other structures suggests 
the necessity of going after smaller or- 
ders. If the owner of an old home can 
not be induced to build a new one he 
may be persuaded of the wisdom of re- 
modeling or otherwise improving the old 
one. While it is true that low prices of 
materials and plentiful labor offer in- 
ducements to build immediately, still 
many who might build are so under the 
spell of the times that it may seem to the 
dealer to be a waste of effort to try to 
sell complete house bills to some of them. 
The alternative is small sales-for repairs 
and remodeling. 

One of the most promising of the mod- 
ernizing and repairing campaigns that 
have come to the attention of the AMER- 
ICAN LUMBERMAN is that of the indus- 
trial relations committee of the city coun- 
cil of Akron, Ohio, of which C. V. 
Gough, president of the Gough Lumber 
Co., is chairman. The methods of the 


committee are explained in some detail 
elsewhere in this paper. The committee 
is described as “a citizens’ committee on 
employment relief,” and it is significant 
that its aim is to give work to those who 
need it and not of necessity to dispense 
funds to the destitute. However, the 
committee did its work largely through 
the schools and churches, which distrib- 
uted circulars urging the advisability of 
remodeling and repairing old homes, be- 
cause “due to idleness, excessive compe- 
tition of lumbermen, plumbers, plasterers 
—in fact all tradesmen connected with 
building—labor and material can now be 
had for 65 cents on the dollar.” 

There may be those who may consider 
this method of advertising open to some 
objections ; but it is believed that from a 
broad viewpoint work is the most effec- 
tive relief that can be given, and there is 
certainly no valid objection to using the 
schools and churches as agencies for pro- 
viding effective relief to the unemployed 
and the needy. Under normal conditions, 
of course, such an appeal for business 
would not be desirable and probably 
would not be effective; but in view of 
the immediate aims of the committee it 
would appear to be the quickest method 


Relief Measures 


of bringing home to all the people the 
necessity of relieving unemployment and 
the special advantages offered by build- 
ing and repairing for providing work. 
It is believed that the circular distrib- 
uted by the Akron committee is an effec- 
tive piece of advertising literature. It 
lists about a dozen jobs about the house 
and gives estimates of the costs of labor 
and material in each case. That is ex- 
actly the kind of information that every 
prospective buyer wants, and it is al- 
together too often the hardest kind of 
information to get when building or re- 
pairing is contemplated. While it is not 
always easy for the lumberman to say in 
advance just how much material and la- 
bor will be required for a given job, there 
can be no doubt that to supply a definite 
and accurate estimate is a powerful in- 
fluence in promoting sales. The esti- 
mates given by the Akron committee have 
wide ranges in some instances, and they 
are hardly to be avoided when the ac- 
tual material and work are not specified ; 
but even such estimates give better no- 
tions than the average home owner other- 
wise might have of costs. The Akron 
plan would work well in any similar com- 
munity and is worth trying in many. 
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Translating Lumber Sales Into Employment for Labor 


NDER normal conditions expecta- 

tion of profit is thought to afford 

ample stimulus to sales effort. In 
fact, the desire for profit is the force 
that ordinarily keeps the wheels of in- 
dustry in motion. In times like the pres- 
ent, however, everyone is brought to a 
realization of the fact that the benefit 
produced by each sale of merchandise 
extends far beyond the buyer and seller. 
The price paid by the user is a com- 
pound of employment for labor and capi- 
tal that may have ramifications through- 
out all classes of society and may extend 
from one part of the country to another. 
Recognition of this fact is implied in 
practically all of the measures proposed 
for bringing a return of prosperity. 

It is believed that few industries affect 
all the people in so many ways and con- 
tribute so much to the welfare of society 
generally as does the construction indus- 
try, of which the lumber business is a 
part. A striking illustration of the rela- 
tion of lumber sales to general prosperity 


is given in a recent letter to salesmen 
sent out by Phil W. Pratt, of Potlatch, 
Idaho, district sales manager Weyer- 
haeuser Sales Co., in part as follows: 
“Four men are employed one day to 
manufacture one thousand feet of lum- 
ber. Therefore, the purchase of one car- 
load of lumber provides employment for 
one day for over one hundred men at the 
mill and in the woods. This does not 
include the freight, which on an average 
carload of lumber provides employment 
for over forty railroad men for one day. 
If we consider the supplies which the 
mills and railroads buy, and which fur- 
nish employment for thousands of others, 
and also the money paid to the lumber 
and railroad workers, which practically 
all goes into food and clothing and 
thereby into the channels of trade, we 
can. partly realize the full effect on busi- 
ness conditions which results from the 
purchase of just one carload of lumber.” 
Elsewhere in his letter Mr. Pratt re- 
minds salesmen of the seriousness of the 


employment situation, which affects the 
retail lumber dealer and industrial con- 
sumer as well as the lumber manufac- 
turer. He directs attention also to the 
fact that prices are low and the service 
excellent, so that these are added induce- 
ments to immediate buying. “This,” he 
says, “is the critical time and the pur- 
chase of a car of lumber now is the duty 
of every buyer of lumber who can pay 
for it.” 

Nobody hitherto has thought of the 
purchase of a car of lumber as an act of 
charity, and it is not today. But it is 
an excellent substitute for charity, and 
giving employment in this way to many 
persons who otherwise would be idle may 
make charity unnecessary. It is a means 
also of bringing back normal buying ; for 
it is the general belief that prosperity will 
be brought back by the slow and steady 
return of confidence as exemplified in 
making purchases of necessary merchan- 
dise as well as labor and service when 
there is real economy in doing SO. 





Railroads Launch Equipment 
Building Programs 


St. Paut, Minn., Dec. 15.—The railroads of 
St. Paul, Minneapolis and the Northwest are 
contributing to the extent of more than $30,000,- 
000 to the relief of unemployment and consequent 
better business conditions in their territories by 
the purchase, building or rebuilding of equip- 
ment in emergency programs that are provid- 
ing work in their own shops or at car and 
locomotive works, while also improving their 
facilities for handling traffic. 

Five of the roads have announced and are 
engaged in programs aggregating more than 
$15,000,000 for new cars and engines, and 
reconstructing present equipment. These opera- 
tions are furnishing employment for at least 
2,000 men. 

Five other roads serving this section of the 
country have not announced detailed plans for 
emergency work, but are expected to do so 
later this month, in connection with their gen- 
eral improvement and maintenance programs 
for 1931. Their expenditures are expected to 
add another $15,000,000 or more to the sums 
that the railways have set up for work to keep 
extra shop crews busy and minimize, to as great 
a degree as they can, the unemployment situa- 
tion. 

The Minneapolis & St. Louis Railroad is just 
receiving the last of 500 new box cars, costing 
$2,200 each, or a total of $1,100,000, and re- 
cently put into service four new and modern 
gasoline-electric cars at a cost of $65,000 each. 

The Great Western Railroad recently re- 
ceived 500 box cars of 50 tons capacity each 
and now has placed an order for 300 steel coal 
cars of 70 tons each. Altogether, this new 
rolling stock will cost nearly $2,000,000 and 
will go into service this winter on the lines in 
Minnesota, Iowa, Illinois and Missouri. The 
Great Western during the last year has pur- 
chased more than 30 locomotives costing around 
$100,000 each, in its program of modernizing 
motive power. 

In addition to expenditures for equipment on 


other sections of its 10,000-mile system, the 
Burlington Railroad is placing in service on its 
Minneapolis-Chicago line twelve great new 
locomotives, built for high speed passenger 
service and costing around $125,000 apiece. 
The Burlington also has set aside some $300,000 
for improvement work on its tracks in Minne- 
sota and Wisconsin during late fall and early 
winter. 

In addition to its usual improvement and 
maintenance operations and regular purchases 
of cars and motive power, the Northern Pa- 
cific Railway has launched a program of emer- 
gency employment which involves the rebuild- 
ing of 3,000 freight cars in its own shops. The 
road plans to spend $4,500,000 on this project, 
including $1,000,000 in wages to some 600 work- 
men. 

The Great Northern Railway, which in pre- 
vious years has gone in more extensively for 
car building and rebuilding than most other 
roads, has begun the reconstruction of 2,300 
freight cars. This work will be finished this 


winter and is outside the Great Northern’s regu- 
lar program of shop work, which in the first 
nine months of 1930 included $2,000,000 for 
building new cars and engines. The road is 
spending $2,760,000 for reconstruction of the 
cars and another $300,000 for rebuilding twelve 
locomotives, bringing its total for this work 
to more than $3,000,000. 





Incoming Cargoes Decrease 


[Special telegram to AMERICAN LUMBERMAN] 


Los ANGELES, Cauir., Dec. 17.—Incoming 
cargoes here last week showed a decrease, with 
a total of 8,262,000 board feet. Ten cargoes 
were of fir with 7,857,000 board feet, and two 
of redwood, with 405,000 board feet. Unsold 
lumber at the harbor was reported at 10,252,- 
000 board feet. Fifty-four vessels are laid up 
and one operating off shore. Building permits 
for the first thirteen days of the month were 
valued at $2,272,278. 





Bookings 13 Percent Above Cut 


[Special telegram to AMERICAN LUMBERMAN] 


Wasuincton, D. C., Dec. 18.—Six hundred and twenty-eight softwood mills of eight asso- 
ciations for the week ended Dec. 13 reported to the National Lumber Manufacturers’ Associa- 
tion production aggregating 204,854,000 feet, shipments, 194,178,000 feet, and orders, 232,257,- 


000 feet. 

Softwoods— 

Southern Pine Association...........+:+ eee 

West Coast Lumbermen’s Association.......... 

Western Pine Manufacturers’ Association...... 

California White & Sugar Pine Mfrs.’ Assn.... 

Northern Pine Manufacturers’ Association..... 

Northern Hemlock & Hardwood Mfrs.’ Assn.... 

North Carolina Pine Association.........see.. 

California Redwood Association.......... at See 
Totals, softwoods........ Rereey Tee waLalieks 

Hardwoods— 
Hardwood Manufacturers’ Institute........... 


Northern Hemlock & Hardwood Mfrs.’ Assn.... 


Totals, hardwoods 


e* 


The week’s figures for production, shipments and orders follow: 











No. of 
Mills Production Shipments Orders 
147 41,956,000 36,582,000 38,031,000 
228 115,393,000 106,481,000 138,587,000 
92 24,615,000 21,082,000 29,428,000 
24 8,271,000 13,310,000 12,476,000 
7 191,000 2,442,000 1,631,000 
18 1,460,000 923,000 760,000 
100 7,248,000 8,064,000 6,436,000 
12 5,720,000 5,294,000 4,908,000 
628 204,854,000 194,178,000 232,257,000 
‘4 220 21,040,000 19,202,000 19,342,000 
ae 18 1,828,000 1,558,000 1,026,000 
ok 238 22,868,000 20,760,000 20,368,000 
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Size of Sassafras Tree 


I have a sassafras tree which I think is 
very large for this species of timber. It is 
10% feet in circumference, but has a very 
short body of 7 or 8 feet and extra large 
limbs which are sound but the body is oblong 
and has a few seams which show sound on 
the outside. It is, I suppose, unsound on 
the inside. I'll be glad to know what you 
think of this tree.—INQuiRY No. 2,559. 

[This inquiry comes from Missouri. The 
inquirer evidently wishes to know how the tree 
ranks in size. Evidently it is a little more than 
3 feet in diameter. Charles S. Sargent, the 
great American authority on trees, says of sas- 
safras in his “Manual of the Trees of North 
America,” that it is “a tree occasionally from 
80 to 90 feet high, with a trunk nearly 6 feet 
in diameter.” In describing the tree further 
he says that it is “frequently not more than 
40 to 50 feet tall; and at the North generally 
smaller and often shrubby.” Persons familiar 
with colonial history will remember that the 
settlers attributed miraculous healing powers 
to sassafras and the wood was shipped to Eng- 
land in one of the first cargoes leaving the 
English colonies. In some sections it is still 
believed that sassafras has peculiar powers. 
For instance, bedsteads made of the wood are 
supposed to drive away unpleasant night vis- 
itors, or at least the beds are supposed to pro- 
mote sound sleep. It is said that the negroes 
in some of the southern States use sassafras for 
the floors of their cabins because of some 
superstitious belief. Mountaineers in some sec- 
tions use a sassafras stick to stir the soap in 
order to insure good quality, and in West 
Virginia farmers use sassafras poles for hen 
roosts in the belief that they serve as protec- 
tion. In times past at least, the roots of sas- 
safras were dug out in quantities and distilled 
for the production of oil. The wood is arom- 
atic, and is quite resistant to decay when ex- 
posed to the soil. In some sections, it is a 
good deal of a weed tree, fairly taking pos- 
session of neglected spots. The leaves of the 
sassafras tree are peculiar in that they are 
varied in outline —Eprror.] 


ge e . 
Piling of Molding and Finish 

Will you kindly give us what data you may 
have in hand in regard to piling moldines? 
What is the exnerience of some of the other 
lumber comnanies? Do they find it more prac- 
tical to pile on ends or lay flat in racks?— 
INquirY No. 2,556. 


[The foregoing inquiry is made by a Vir- 
ginia lumber company. Numerous articles have 
appeared in the AMERICAN LUMBERMAN de- 
scribing methods of piling moldings and fin- 
ish, some of them describing end and some 
flat piling. One of the best schemes for end 
piling is that used by an Indiana dealer. At- 
tached to the wall in the molding room are 
three horizontal rows of brackets, the rows 
being placed about 2 feet apart, at varying 
heights. The first row of brackets is 6 feet, 
the second 10 feet and the third 14 feet above 
the floor. All lengths of each pattern of mold- 
ing are stacked in vertical position in one of 
the spaces between the brackets. In order to 
find quickly, say, a 10-foot piece, one that to 
the eye appears to be about that length is 
stood against the brackets and if it reaches 
the second one from the floor it is shown to 
be the right length. If a 12-foot strip is de- 
sired one reaching half-way between the second 
and third bracket is secured. 

A great many lumber dealers stack their 
moldings flat, but use various devices for indi- 
cating the lengths. For example, some have 
devised codes of colors and they mark each 
length of molding with the color of chalk that 
indicates its length. A considerable number of 


dealers evidently stack interior finish as well 
as molding on end and use the same scheme 
for indicating lengths that is used for mold- 
ing. End piling doubtless affords a better 
opportunity to see the stock, which at the same 
time occupies less space. In end piling also 
the short pieces and the dirt work to the bot- 
tom and to the front, both dirt and shorts be- 
ing got rid of more readily in this way because 
they are always in view. When moldings are 
piled flat the shorts tend to get to the back 
of the bin and they are not likely to be dis- 
posed of as quickly as in end piling. 

Lumbermen who have piled their moldings 
and finish in ways that they think are espe- 
cially advantageous are invited to respond to 
this inquiry.—EbiTor. } 


Would Adopt Perpetual Inventory 

We are expecting to put into operation 
some sort of perpetual inventory at the be- 
ginning of the year, and would appreciate it 
very much if you would tell us of any firms 
reasonably close to us who are using such a 
system successfully. We would like to go 
over such a layout before we start, to avoid 
some of the mistakes a beginner is sure to 
make. Any information that you may be 
able to give will be greatly appreciated.— 
INQUIRY No. 2,552. 


[This inquiry comes from the headquarters 
of a lumber concern operating yards in Ohio. 
In response to the request, the names of several 
concerns whose systems have been described in 
the pages of the AMERICAN LUMBERMAN have 
been given. Also a booklet of articles reprinted 
from the AMERICAN LUMBERMAN has been sent. 
This inquiry is published with the hope that it 
will come to the attention of retail yards that 


are using perpetual inventory systems and that 
will make the particulars of their methods 
available for the information of this inquirer 
and others. The name of the inquirer will be 
supplied on request.—Eb1Tor. ] 


Designs of Vegetable Crates 


Can you advise us if such a thing is pub- 
lished as a book, showing the various designs, 
sizes etc. of vegetable crates, containers, ham- 
pers, baskets etc.? 

We find a great many crate manufacturers 
in the southern territory are constantly ipn- 
quiring if such data are available, and on in- 
numerable items of this kind it is necessary 
to submit sample crates for quotation, espe- 
cially on any deviations from standard prod- 
ucts of such manufacturers, 

Any information you can give along this 
line will be very much appreciated.— Inquiry 
No. 2,557. 

[The foregoing request comes from a lum- 
ber purchasing company in the South. There 
is considerable information in various forms 
available on the subject of baskets, hampers 
etc. The United States Department of Agri- 
culture has published Farmers’ Bulletin No. 
1,434 entitled “Standard Baskets for Fruits and 
Vegetables,” in which are discussed the lack of 
standards, their importance, and certain sizes 
as standards are proposed. The bureau of 
agricultural economics of the Department of 
Agriculture has also prepared a schedule of 
specifications for fruits and vegetable crates 
and boxes in common use in the United States. 
Also the Standard Container Manufacturers, 
of Jacksonville, Fla., have issued some cir- 
culars on bushel hampers and perhaps other 
containers.—EDITOoR. } 
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Last week we noted the prev-| there were 29 sawmills in the 
alence of epizooty in the Ot-| township and in 1851 the first 
We have since | steam whistle sounded in Port 


tawa district. 
learned that 75 percent of the | Burwell. 


Many of the mills) They 
horses are affected, many have | would cut 40,000 feet a day. 
died and it is feared that the There is now not a single saw- 
disease may seriously interfere | mill at the Port, nor six in the 


Cobbs & Mitchell, Cadillac, 
Mich., report 14,718,836 feet of 
lumber and 500,000 bed slats. 
have 6,000,000 feet of 
lumber on hand. A new boiler 
and smoke stack are being 


with lumbering operations. 
eo 8 @ 


W. J. Young & Co. and the | 
Clinton Lumber Co., of Clin- 





ton, Iowa, have been cutting | 
the logs from the ice in order | 
to keep their mills running. | 
* # *# | 


In days gone by the town- 
ship of Bayham, Ont., was 
known as “saw-log Bayham” 
for the reason that from 1840- 
55 lumbering was the interest 
of the municipality. During 
the early part of that period 
oak trees were put under con- 
tribution and the business was 
staving. The shipments to 
Quebec markets were about 
100,000 pipe and 400,000 to 
600,000 West Indian staves per 
year. The pines, however, 
greatly out-numbered the oaks, 
and although an extensive raid 
was organized against them, 
they furnished much employ- 
ment until about 1872. In 1849 


| the waters of Lake Erie to the 





township, but their teeth of 
steel, in their time, cut untold 
millions of feet of excellent 
lumber that found its way over 


busy marts of the world. From 
200 to 400 vessel loads were 
sent per year. Much also was 
sent uncut in rafts, sometimes 
two miles long. At the present 
time the Otter Creek, which 
yielded in those days from 
60,800,000 to 100,000,000 feet 
yearly of lumber, has not over 
30,000,000 feet of pine timber 
left contiguous to its waters 
while the oak and other hard- 
woods which remain are not 
sufficient to supply a local de- 
mand. 
* # @ 

Senator Price of Wisconsin 
has five camps in the vicinity of 
Phillips. He is interested in 
logging operations in other 
portions of the State and will 
handle fully 75,000,000 feet of 





logs the coming winter. 


added to their mill. 
* + * 


R. Connor & Co.’s will, 
Auburndale, Wis., has sawed 
9,000,000 feet of pine, 200,000 
feet of hardwood and 600,000 
shingles. At the mill are 
2,500,000 feet of lumber and 
100,000 shingles. Improvement 
before another season’s sawing 
will increase the capacity of 
the mill one-half. 

* *# @ 

The logging outlook at Du- 
luth for the coming season is 
very good. There will be at 
least 100,000,000 feet put in for 
the Duluth mills during the 
winter of 1880-81, an increase 
of at least 400 percent over 
last year’s product. Late 
snows have improved the roads 
and sledding has _ generally 
commenced. The snow varies 
from four to twelve inches ac- 
cording to distance from the 
lake shore. The weather is fine, 
clear and cold enough to 
freeze the swamps solid. 
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Buyers Keep Close Tab on Southern Pine Quotations 


Southern pine bookings were about 10 percent less than 
production in the week ended Dec. 13, but exceeded ship- 
ments. Retailers in all territories are inclined to hold back 
until after inventories, but a good number show interest in 
purchasing at present prices for spring needs. Important 
industrial users, however, are keeping an even closer watch 
on the market, and some specifications are being submitted 
for prices. Buyers in general appear to be feeling for the 
bottom of the market, and fair evidence that it has been 
reached is given by the firmer attitude of some mills, which 
are turning down unattractive offers. Low grades, how- 
ever, are not nearly as strong as uppers. More strength 
is expected to develop in commons as rains curtail small- 
mill operations. Export trade is fair. 


Western Pine Bookings Greatly Exceed the Output 


As large a volume as for the corresponding week of last 
year was sold by identical Inland Empire mills during the 
week ended Dec. 13, and total bookings exceeded produc- 
tion by almost 20 percent. Shipments were about a third 
less than bookings, and total unfilled orders were well 
above last year’s level at the same mills. While total 
stocks are about 10 percent larger than last year’s, the sur- 
plus is mostly in the lowest grades, and some shippers re- 
port shortages in selects, while a number have marked up 
their lists on these. In the period ended Dec. 17, Nos. 2 
and 3 in Pondosa held better than the same grades in Idaho 
pine. The mills are confident that buyers will soon decide 
to enter the market for spring needs. 

California pine production has been about 30 percent less 
than last year’s. Orders for the week ended Dec. 13 were 
about 50 percent in excess of the output. Dec. 6 reports 
showed stocks 9.3 percent lower than last year’s. 


Fir Mills Report Big Increase in Intercoastal Orders 


_ Bookings of West Coast fir mills showed a large gain 
in the week ended Dec. 13, practically all of it in the inter- 
coastal trade. There were, however, minor increases in 


the rail and export divisions, but business in both these . 


is rather slow. Production was at 44 percent of capacity, 
compared with 43% percent the preceding week, and 
orders exceeded it by 20 percent. 

The fact that intercoastal steamship conference rates are 
scheduled to advance $1.50 in February is undoubtedly 
encouraging the making of arrangements for January ship- 
ment, though January rate is 50 cents higher than Decem- 
ber. There have been doubts as to the ability of the car- 
riers to make the higher rates stick, and in fact a report 
comes from Boston that a contractor there has been offered 
shipment at $7 by an independent line. Eastern trade is 
slow, but wholesalers expect that retail distributers, whose 
stocks are very low, will begin stocking up early in the new 
year, and considerable industrial business is to be placed. 
Current buying in the East is for immediate needs only. 
Southern California arrivals have shown a decrease, and 
there has been no change in the amount of unsold stock 
there. California prospects are encouraging. 

Some large buyers in the rail trade are reported to be 
seeking placement of blocks of cars at today’s prices for 
delivery in the early part of 1931, but this business is not 
attractive to the mills. While Dec. 1 inventories were 7.40 
larger than on that date last year, they include a large 
amount of lowers, and assortments of items wanted for 
mixed-cars are said to be low and broken. 

The export markets continue slow, Europe being the best 


Lumber Statistics Appear on Pages 36 and 37 


- Market Prices and Reports on Pages 56 to 60 





buyer, at unsatisfactory prices. Ocean rates to Europe 
retain their recent gain, but Oriental rates are weak. 

Average rail sales prices of flooring gained about 15 cents 
in the period ended Dec. 15, and No. 1 boards gained 25 
cents, but No. 1 2x4-inch dimension average was 60 cents 
lower. Average of November prices on 162 rail and water 
items was 26 cents lower than October. 


Carolina Pine and Roofers Dull; Stocks Depleted 


Carolina pine trade continues slow, and prices remain at 
an unsatisfactory level. But producers are deriving some 
encouragement from the inquiry from retail yards, and 
from large industrial users of low grades. The large kiln 
drying mills have been cutting about 40 percent less than 
at this time last year, and as in the first 48 weeks of this 
year their shipments exceeded their cut by 4 percent, stocks 
are depleted. Wholesalers, retailers and industrial buyers 
have reduced their holdings to the minimum. One report 
says that wholesalers have begun to visit the mills to get 
a line on assortments, as it is increasingly difficult to get 
some items they want. West Coast water shipments of 
low grades still offer severe competition for industrial 
uses. The larger Carolina mills believe that as winter 
weather curtails output of smaller mills, there should be 
an improvement in the market. 

Georgia roofer manufacturers find demand slack and 
prices unsatisfactory, and few of them are operating. 


Cypress Assortments Broken; Redwood Exports Small 


Southern cypress mills report that a large proportion of 
present orders is for low grades, for use by truck growers, 
and a lull is expected in their buying over the year-end. 
Recently a slight improvement has been noted in buying 
of factory grades for Florida and northern millwork plants, 
but it is done mostly at low and unsatisfactory prices. 
Practically all the finish sold is of lower grades. Fair sales 
of thick tank and FAS to northern and eastern territories 
are reported, but they seem to be characterized by a good 
deal of dickering over prices. Distributers and industrial 
users are said to have low stocks, and while mills have been 
increasing stocks, these are in somewhat poor assortment, 
with some items scarce. 

California redwood mills in the first 48 weeks of the year 
sold 92 percent of their cut, and recently production has 
been about 60 percent of last year’s. Order files Dec. 6 
were about one-third below normal. California and eastern 
trade has made a fair showing this year, but export demand 
so far has been less than half last year’s. 


Hardwood Mill Assortments Are Becoming Broken 


Hardwood trade is slow, southern mills having sold 92 
percent and northern 60 percent of their output in the week 
ended Dec. 13. There is a lot of inquiry going the rounds, 
and while, as usual at this time of year, much of it is made 
for pricing inventories, some fair-sized orders result. Large 
consumers are inclined to buy at present prices for future 
delivery, and are occasionally successful in obtaining bar- 
gains. Demand for export is better than that from any divi- 
sion of the domestic market, but furniture makers are 
steadily buying small lots, and some orders are coming 
from automotive plants. Millwork and flooring factories 
and retail yards are taking only their day-to-day needs. 
Mill stocks are large, but with total production down to 57 
percent of last year’s, breaks in assortments are now being 
reported, so that more strength may be expected in items 
that are in short supply. 
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Wood Home for a College Fraternity 


CorvaALiis, Ore., Dec. 13.—The beauties of 
wood will be widely advertised among many of 
the future business leaders of the Northwest, 
as a result of the completion of a building at 
the Oregon State College of Agriculture here 
last October. It is the new home of Oregon 
Beta chapter of Phi Delta Theta fraternity, 
and has living accommodations for forty 
young men. An outstanding feature of the 
building is the way the architects, Morris 
H. Whitehouse and Associates, of Portland, 
used certain characteristics of wood to achieve 
the results desired at a comparatively small 
cost. 


In explaining why wood was selected for this 
building, aside from the very potent reason that 
most of Oregon’s payroll comes, directly or 
indirectly, from the State’s forests, Walter E. 
Church of the architectural firm said: 


Wood (combined with brick on the lower 
floor) fitted our needs ideally. The problem 
was to make a three-story house look low 
and rambling and to give an atmosphere of 
informality and comfort, and that homelike 
quality which we felt desirable for a boy’s 
fraternity house. The contrast in materials, 
the horizontal lines of the siding, the hori- 
zontal breaks, and the quality of the stained 
wood itself, all helped to create this desired 
impression. 

The cost of wood is less than other mate- 
rials which might have been chosen but 
which were not appropriate for this job. 

Wood was chosen for interior finish be- 
cause of its beauty and low cost. 


The accompanying illustration, a reproduction 
of the architect’s drawing, will give an idea of 
the appearance of the new “frat house,” and 
will let one realize why it compares so favor- 
ably with others on the Oregon campus and 
elsewhere, for number of men accommodated, 
layout, fufilling of purposes for which it was 
built, and cost (which was only $45,000 com- 
plete). The picture also shows how the 4,600 
feet of %x12-inch Surety Bond Protect-Wrapt 
red cedar bungalow siding was used to produce 
the effect mentioned by Mr. Church. This siding 
is manufactured by the Bratlie Bros. Mill Co., 
of Ridgefield, Wash. 


The house is located at Thirteenth and Mon- 
roe streets, Corvallis, just across the street from 


Norro_k, Va., Dec. 15.—After a careful and 
painstaking study of the sales reports and sta- 
tistical records of mills affiliated with that or- 
ganization, Gilbert Hume, secretary of the 
North Carolina Pine Association, has compiled 
a weighted cost list on rough and dressed items 
of North Carolina pine, f. o. b. cars, Norfolk, 
which is believed to be the first list of the kind 
ever prepared in the lumber industry. This 
list has just recently been submitted to the as- 
sociation mills and has aroused much interest. 
As indicated, the list is based on actual produc- 
tion cost at the mills, plus stumpage, and freight 
to Norfolk. A study of the sales reports over a 
period of two years made it possible to develop 
accurate information as to grade out-turn, and 
the differentials on various sizes and grades in 
accordance with customary trade practice. In 
submitting this weighted cost list to the mills, 
Mr. Hume sent with it a letter of explanation 
showing how he arrived at the figures, as fol- 
lows: 

As stated thereon, the cost figure used in 
making up the list was the actual average 
cost at the mills for a period from Jan. 1, 
1929, to date, for manufacturing and dressing, 
including overhead and selling expenses, plus 
$5 stumpage, also freight to Norfolk. 

This average figure showed the average cost 
of the average mill for its entire output as 


the lower end of the campus and near the down- 
town business section. A feature which one 
notices when he enters is the arrangement of 
the living room, hall and dining room on the 
first floor, which are joined directly, to provide 
an exceptionally large area for dances and en- 
tertaining when desired. From the street one 
enters the hall; to the right is the dining room 
and at the left is the living room, while straight 
ahead is the library and adjoining it the man- 
ager’s office and its vault. Another hall, at 
right angles to the first, admits one to the 
guest room. The kitchen is at the right, be- 
yond the dining room. A lounge in the base- 
ment, for cards etc., saves “wear” on the living 
room. On the second floor are the studies and 
the baths, and sleeping quarters (with four 
sleeping porches so placed as to be invisible 
from the street) and the chapter room are on 
the third floor. 

Despite the fact that it contains all these 
different “departments” the Phi Delta Theta 
house presents the long, low, rambling appear- 
ance which was desired, because of the clever 
way in which the architects used wood and 


other materials. From the concrete foundation 
to the head of the first floor windows is brick 
veneer on wooden framing, and above this js 
the Surety Bond red cedar siding to the eaves, 
where the three-to-two shingles start. Wood 
sash add just the required touch to the ap- 
pearance of the exterior. 

Inside, one sees more wood, most of it Doug- 
las fir from the forests of this region. All 
door panels are fir, and other panels are to be 
seen on the stair walls in the main hall. Part 
of the living room is paneled in vertical-grain 
fir, and this room has exposed beams of the 
same material on the ceiling. The basement 
lounge is entirely paneled in wood, and in the 
chapter room are wood wainscoting and exposed 
decorative trusses. In the kitchen and baths 
the woodwork is painted, but all other interior 
woodwork, including the built-in dressers in 
the studies, is stained. The floors are: First 
floor, oak; second floor, linoleum over fir; and 
third floor, vertical grain fir. On those parts 
of the walls and ceilings where there is no 
wood paneling, plaster is used, but on the sleep- 
ing porches is V-matched ceiling. 




















Architect’s drawing of the new home of Oregon Beta chapter of Phi Delta Theta, at the Oregon 
State College of Agriculture at Corvallis; wood helped greatly to give this “frat house” the 
beauty and utility for which it is becoming known 


Weighted Costs of North Carolina Pine 


$29.25 a thousand f. o. b., Norfolk. Using the 
total sales for a like period from Jan. 1, 1929, 
to date, it gave us the actual customary trade 
practice differentials on the various sizes and 
grades from a total volume of nearly two 
years’ sales. These sales reflected the fact 
that mills actually received for their lumber 
an average price of $28.33 a thousand feet f. o. 
b. Norfolk, Va., from Jan. 1, 1929, to date, and 
that the actual grade out-turn on this volume 
of sales is as follows: B&better, 15 percent; 
No. 1 common, 10 percent; No. 2 common or 
No. 1 box, 50 percent; No. 3 common or No. 2 
box, 21.3 percent; and box bark strips, 3.7 per- 
cent. 


Taking the actual sales for this period item 
by item, and ‘applying the prices shown on 
this list, we arrived at a net average price of 
$29.24 a thousand feet f. o. b. Norfolk, as 
against the actual cost of $29.25 per thousand 
feet f. o. b. Norfolk. 

To apply this list to your own mill, take 
your own cost figures including stumpage, and 
add your freight to Norfolk, and then see how 
the total compares with $29.24. If it shows 
$2 less than $29.24, this list will reflect a $2 
a thousand feet profit to you; if $2 more than 
$29.24, it will reflect a $2 loss. Some allow- 
ances would have to be made in your calcu- 
lation for the variation in your percentage of 
grades, from that given in this letter as the 
average percentage of grades. 


The weighted cost list on the various items 


of rough and dressed stock f. o. b. Norfolk, is 
as follows: 


— /4x12 Poros 
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Contest to Stimulate Farm Home Improvement 


National Association to Co-operate With Farm Bureau and Help Create Mar- 
ket for Product Needed by Contestants + Plans for Farm Bungalow Ready 


HOME IMPROVEMENT CONTEST 


Farm Bureau Co-operating With National 
Manufacturers—Interior and Exterior 
Beautification Covered 


A Home Improvement Contest, to be formally 
announced in the January issue of the “Bureau 
Farmer,’ published by the American Farm 
Bureau Federation, Chicago, is being developed 
by the federation in co-operation with the Na- 
tional Lumber Manufacturers’ Association and 
other trade associations. The purpose behind 
the contest is to stimulate farm home improve- 
ment and create a market for those products 
needed by the contestants. The contest is ex- 
pected to prove highly beneficial to local lumber 
dealers in rural districts. 

The contest, subdivided into four groups, will 
embrace all phases of farm home improvement 
—exteriors, interiors, construction, and im- 
provement through personal achievement. 

Exterior improvement will include beautifica- 
tion of the farm yard, repainting the farm 
house, putting on a new roof where needed, 
eliminating unsightly groups of flowers, shrubs 
and trees, and in any way improving the ex- 
terior of the farm home. 

The interior improvement will cover every- 
thing that goes into beautifying the inside of the 
home—new decorations, new furnishings, floor 
coverings, draperies, the rearrangement of the 
kitchen etc. Installation of water and electric 
light systems likewise comes under this head. 

Construction will cover everything having to 
do with improving the farm home construction. 
For example, the cutting of new windows and 
doors, or the closing in of old ones, as the need 
may dictate; rearranging the floor plan of the 
house, remodeling it, adding rooms or a sun 
porch, changing the old fixtures in the bath- 
room or installing entirely new equipment. 

Everything the farm family does to improve 
the farm home and farm life through personal 
effort will come under the division of personal 
achievement. This division will cover a wide 
field, from making slip covers to painting 
shabby furniture or making new pieces, re- 
decorating the rooms with articles created by 
the family etc. 

The rule governing the contest will require 
all contestants to enroll by letter or post card, 
upon receipt of which they will be furnished 
with complete rules and regulations and blank 
forms on which to make reports. Upon receipt 
of these they must send in a definite plan of 
farm home improvement which they intend 
carrying out during 1931. This plan in order 
to be eligible must be received at headquarters 
before March 15. The contest will close at 
midnight Oct. 31, 1931, and at that time final 
reports on what has actually been accomplished, 
following the plan of improvement entered in 
the contest before March 15, must be submitted. 

The winners in each division will be chosen 
on the basis of the greatest amount of benefit 
derived from the home improvement to their 
particular farm home life, regardless of the 
amount of money expended. If one family 
Should spend only $15 or $20 it would have 
almost an equal chance with the farm family 
spending $1,000 or more. 

_ It is pointed out that a splendid opportunity 
is afforded organizations for co-operation in 
this nation-wide farm home improvement con- 
test. Every farm family joining the project 
automatically enters the contest and all of these 
will want information to assist them in the pur- 
chase and use of different products. The Na- 
tional Lumber Manufacturers’ Association has 
signified its intention to support the movement 





by furnishing booklets, pamphlets and general 
information on lumber and its uses to inquir- 
ing contestants. County agents, home demon- 
stration agents, project leaders, Farm Bureau 
leaders and the entire educational force of the 
federation will support the contest 100 percent. 

As the plans are entered and the division 
given in which the entry is made, the names and 
addresses of the contestants will be forwarded 
to all co-operators in order that they may 
supply the contestants twith information that 
will be of assistance to them. Each contestant 





Manufacturer Wants to Know If 
Knowledge Is Power-- 
In Selling 


A prominent lumber manufacturer re- 
cently, in decrying the lack of knowledge 
on the part of distributers regarding 
lumber, said that generally the sales- 
man can not answer questions about load 
carrying strength, modulus of elasticity, 
and many other questions which an en 
gineer or buyer wanting lumber for va- 
rious uses might ask. On the other hand 
if a prospective buyer were to ask for 
similar information regarding the prod- 
uct of the distributer of automobiles or 
steel building material, or anything of 
the kind, he would find that the dis- 
tributer had the figures at his fingertips 
and could quete him reels of informa- 
tion. 

This lumber manufacturer went on 
further and said that the manufacturers 
of lumber do not know the answers to 
these questions. They have not consid- 
ered their product from that standpoint, 
and they do not inform the distributers 
or educate them in such a way that they 
can talk intelligently from the standpoint 
of the technical buyer. 

When asked if the solution of this 
problem would be the forming to cen- 
tral selling agencies, he said, “No, a sell- 
ing agency would be of no use unless 
each mill in it was willing to guarantee 
the product of every other mill in it. 
Not many of them would want to do 
that.” He said that a solution would 
come by individual effort and by indi- 
vidual study. 





will be advised that certain companies will 
—— certain literature that may prove help- 
ul. 

There will be one grand prize of $200. The 
division prizes will be: First, $50; Second, $25; 
Third, $15; Fourth, $10, and twenty additional 
prizes of $5 each. In other words, there will 
be a total of 97 cash prizes, aggregating $1,000. 

* * * . 


“Best Price” Plan Commended 


WasuineoTon, D. C., Dec. 15.—George Sel- 
lers, president of the G. I. Sellers & Sons Co., 
Elwood, Ind., has been here discussing with 
Secretary of Commerce Lamont his widely 
commended suggestion that buying by retailers 
and consumers be stimulated by manufacturers 
seeing that adequate credit is extended and a 
pledge given that they will be given the benefit 


of any recession in prices after purchases are 
made. 

Mr. Sellers started this suggestion on its way 
several weeks ago and has received from busi- 
ness men in different sections of the country, and 
from Government officials many commendations. 

The suggestion is timely in view of the fact 
that many concerns are carrying scant inven- 
tories on the theory that when prices once begin 
to recede the tendency is to drop further. Many 
are said to be delaying the placing of orders in 
the expectation that they will be able to buy at 
still lower prices. 

Mr. Sellers would meet this situation with a 
pledge that purchasers would be given the bene- 
fit of any further drop in prices after purchases 
are made. Under such an arrangement the dis- 
tributer and consumer would be assured of the 
“best” price and need no longer keep out of 
the market for fear that prices may go down 
and catch them «with heavy stocks acquired at 
higher figures. 

a 
Design for Bungalow Farm Home 


Wasuincton, D. C., Dec. 16.—Local lumber 
dealers now have available for their farm cus- 
tomers two additional designs for the eco- 
nomical construction of farm buildings. One 
covers a new and comparatively inexpensive 
type of farm bungalow and the other gives 
design and detail for an open-face type of 
implement shed. 

These designs were prepared from authori- 
tative farm research data by the National Lum- 
ber Manufacturers’ Association. They consti- 
tute an addition to helpful farm building pub- 
lications already in the hands of local dealers. 

The floor plan and.text for the farm bunga- 
low folder were prépared after special study by 
Prof. J. L. Smith, of the agricultural engi- 
neering department of the State of Washington. 
The design can be utilized in almost every sec- 
tion of the country. An unusual feature is the 
location of the kitchen, which takes into ac- 
count the human element of farm life. It is at 
the front of the house, commanding a view of 
the highway so that those who must spend 
much time in the kitchen can observe travel 
along the road. Similarly, the entrance is on 
the side of the house and paths lead to the barn 
and other farm buildings from this side of the 
house so as to give those doing chores the 
same view of the highway. 

As planned, this bungalow requires lot space 
29%4 by 40 feet. It is so designed, however, 
that it can be built to include one double and 
one single bedroom, a combination dining and 
living room, a large kitchen and a toilet on a 
lot 2914 by 28% feet. It can be originally built 
to these smaller dimensions and later enlarged 
to give an extra double bedroom and a much 
enlarged living-dining room as called for in 
the full plan. Such additions could be made 
at a minimum of expense, the change requiring 
readjustment of only one partition. 

The plan for an open-face implement shed is 
another economical feature adapted from de- 
signs by the Washington State College spe- 
cialists. It includes construction drawings and 
shows a design that can be built practically on 
a sectional basis so that allowance can be made 
in the length of the shed both for the limita- 
tions of lot space and for adequate housing for 
the implements to be protected. A lay-out plan 
is included for the housing of the implements. 

—_—_—__ 


Do It 1n VERSE 
“Can you write me an article on how to live 
on a dollar a day?” 
“No, you want a poet.” 
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“From where I sit,” began the postmaster in a somber 
voice, “it looks as though Christmas isn’t going to be 
so merry.” 

“Says which?” inquired the Elder absently as he signed 
a check and mailed it to the Good Fellows. “Christmas? 
What about Christmas?” 

“I was saying,” repeated the postmaster patiently, “that 
the holidays this year don’t look to be so gladsome.” 

The Elder leaned back and stared across the desk at 
his old friend with a monitory appraisal that caused the 
postmaster to stir uncomfortably. 

“Now listen, old settler,” said the Elder, “while I 
insult you for your own good; and if I get some fun out 
of it, that'll be just extra velvet. Still, I don’t know. 
Maybe it ain’t your fault. There must be a reason in 
nature for all you perpetual pessimists, as I reckon 
there is for poison ivy and fleas and blow-outs; else there 
wouldn’t be so many of you. But sufficient unto the day 
is the initial swat in the neck, and after a feller’s been 
reminded a few dozen times that all flesh is grass he 
feels like shooing the reminder out to pasture to fatten 
up in solitude.” 

“But, Elder,” said the postmaster earnestly, “with 
things as they are—” 

“All right, all right,” said the Elder. ‘“‘We’ll just say 
you can’t help it. Ever since election you’ve acted as 
though you had a slow leak. But the well known perfidy 
and ingratitude of the American voter shouldn’t surprise 
a seasoned politician. It must be two other tacks. Go 
ahead and tell me all, and then we'll try and vulcanize 
your inner tube.” 

“Really, Elder,” said the postmaster, “you surprise me 
very much. One doesn’t expect levity from a thoughtful 
man at a time of uncertainty and apprehension. At 
Christmas we’re supposed to sing and make good cheer; 
but how is one to sing in times like these?” 

“There, there,” said the Elder, “and hush-a-by. Let’s 
get this straightened out. I plead guilty to the levity 
all right, but if you think I’m amused at other people’s 
troubles you’re wetter than Chicago on New Year’s Eve. 
If I ain’t forgot all my childhood education, levity is a 
kind of first cousin to the idea of lifting. Me, I can’t see 
that singin’ the national blues has much to do with lifting 
the old Land of Liberty back on to the highway. If you’re 
bound to sing, turn over a couple of pages to something 
that ain’t compounded of goose flesh and cyclone cellars.” 

“Of course,” said the postmaster hastily, “I realize that 
cheerfulness in public has its uses.” 








Fake Optimism Does Not Help 


“There you go again, doggone it,” said the Elder. “I 
get discouraged with you. If there’s one thing worse than 
an out-and-out despondent person with a face so long he 
has to walk bowlegged, it’s another despondent person 
who pretends to be bright and fair without meaning it. 
He’s the sort of broadcasting station who‘says that while 
he tells everybody things are just dandy, his private 
opinion is that the world’s going to be broke for the 
next thirty-seven years. Everybody of course hears his 
private opinion, and his fake optimism just earns him 
the reputation of having Ananias licked three ways from 
the jack. 

“No, sir. This phoney stuff don’t mean so much in our 





a Thought 
for Christmas 


The Elder Believes Co-operative 
Spirit Will Be Carried Over 
Into a Revival of Trade 





aging republic. It’s just politicians’ hoey. Of course 
we need our politicians in this country, but at the 
moment I forget what for. If something was done to 
them so they couldn’t point with pride at things any 
normal person would bury in the back yard in the dark 
of the moon, or view with alarm when a neighbor boy 
sticks a pumpkin lantern up at the window and says 
boo a couple of times, well, we’d just simply be out of 
politicians. And then wouldn’t we be sorry! Probably 
not. Of course you understand there ain’t anything 
personal in these remarks.” 


Not Pity, but Co-operation Is Present Need 


“Oh, certainly,” said the postmaster with a bleak 
smile. “That’s as plain as the nose on your face.” 

“Huh?” said the Elder. “I guess I’ll have to think 
that one over.” 

There was a short silence while the Elder loaded and 
fired the old cob. 

“But surely,” persisted the postmaster, mildly nettled 
but certain of his point; “it’s only common sense to 
expect a quiet Christmas. Cheerfulness comes of se- 
curity and comfort. I guess the country’s safely around 
the corner; but the winter’s ahead of us, and some people 
have little to go on. It seems to me a time for pity and 
not for fun.” 

“Now,” said the Elder, “we’re beginning to understand 
each other. I always said that if you gave a public 
servant time and a few pokes with a sharp stick he’d 
generally arrive. If this pity of yours keeps its health 
until it grows into codperation it’ll be a stout fella in 
the Holidays parade. Don’t let it run out of gas when 
it’s dropped a quarter in a Salvation Army kettle, either. 
That kind of thing is good, and in an emergency it has 
the first call. But I reckon the people of this country, 
including clod-hoppers and sod-busters like you and me, 
have got a few things to think out; and a combination 
of a hard winter and the holidays is about the right time 
to do it. 

“If you or I get a hot gizzard we have somebody tear 
the telephone off the wall, getting hold of our favorite 
medicine man. He gets around, after what seems about a 
year, and dopes us with materia medica that would make 
us sick if we were well, but that may mako us well if 
we're sick. After the pains have backed off we have a seri- 
ous talk with the Doc about what caused the earthquake 
and what to do to stave off a return engagement. It’s 
a safe bet that he won’t prescribe the same herbs and 
lotions that were useful during the crisis. He’ll probably 
tell us to sleep once in a while and quit supporting so 
many bootleggers and maybe take the work cure. It’s 
funny how we jump up and down and yowl just because 
an M. D. tells us to stop acting like something that should 
have been pushed off the Ark in the first place, before 
Noah set out to sea. 

“IT hope we’re about through with the calomel for our 
current fiscal ache in the stummick and are about ready 
for some hygiene. That’s going to be too big a thing 
for you and me to fix up before supper. But don’t you 
forget about it. If the material rewards help to make 
us human worms happy, and I guess we haven’t much 
doubt that they do, there’s a real reason for tinkering 
the old steering gear so the machine won’t land in the 
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ditch again. I’ve got a fair idea that it’ll take all of 
us to do it. 

“Some of the big tops get real impatient with large 
ideas that can’t be put up as collateral at the bank. A 
general idea, as they see it, ain’t even a thing you can 
send around to the Salvation Army. What they want is 
action. Start the wheels going, and they’ll do their stuff 
all right. Yeah! they’ll do it just the way they did before, 
and look where it put us. 

“This idea of mine is so old and so simple I’m ’most 
ashamed to tell you what it is. It’s the idea of faith. 
Now don’t get me wrong. It’s not that thing I whanged 
you on the ear about; saying the wind is in the South 
when it’s whooping a blizzard out of the Northwest. 
It’s not resignation; just sitting around and waiting for 
something to turn up. It’s something a whole lot different. 

“This world has drawn pretty close together these late 
years. We’re getting a mite crowded for anybody to 
live along by himself. Nobody’s self-sufficient any more. 
I’ve got to have customers, or my little old lumber yard 
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“We're getting a mite too crowded for anybody to live along by himself. My customers can’t 


KEEP FAITH 


except laws and regulations, the business world would 
smash to flinders in ten hours. No, sir. We've got to 
have faith in those fellows over the horizon who are con- 
trolling the biggest part of our own private business 
enterprises. But in our turn we are controlling their 
business enterprises, and we’ve got to keep faith with 
them. 

“The thing works out in a thousand ways; between 
individuals and between industries. You’ve carried a 
good deal of pressure now and then because some of my 
country customers and their neighbors have hollered for 
legislative farm relief. You’ve worked it out, as I remem- 
ber, as a raid on the Treasury. Well, I don’t go bail for 
all the farm-reliefers, but I’m sure enough that the rank 
and file haven’t any idea of sneaking up on Uncle Andy 
Mellon with a lead pipe. They don’t want to bust the 
Treasury, they want to keep it for use as a treasury. 
What they’ve got in mind is the fact that something 
seems to have slipped so that a hard-working farmer 
doesn’t get much for his labor. They simply want a 
chance to sell their hogs 
and their wheat and their 
cotton for enough to keep 
¥ some victuals in the pan- 
ag eee ee try and go to the movies 
——, two or three times and 

linn — maybe send Junior to the 
ne me farm college. They don’t 

i want to stick farm prices 
so high that nobody could 
afford a loaf of bread or 
a pork chop or a cotton 
shirt. They’d be just as 
bad off with high prices 
and no takers as they 
are with markets so low 
they have to give their 
labor away. The point 
is, it’s just as important 
to us as to them that 
they strike the middle 
line of efficiency and fair 
prices; for if they don’t 
get that fair profit it’s 
sure enough they’re not 
going to buy what we 
have to sell. 

“That’s just a sample 
of how it works out all 
along the line. There’s 
responsibility for fair 
play and team work from 
top to bottom. The effi- 
ciency of the American 
business army isn’t all 


buy from me unless I get them what they need, unless they get a fair market for the stuff they in the hands of the 


have to sell. The whole thing is an informal co-operative enterprise.” 


that’s kept me going for thirty years wouldn’t be worth 
anything to me but so much firewood. But my customers 
can’t buy from me unless I scare up enough enterprise 
and efficiency to get them what they want and need at 
fair prices. They can’t buy from me unless they’ve got 
a fair market for the stuff they have to sell. If they 
jockey my prices down until I don’t make anything, I 
can’t buy the things they’ve got to sell. 

“The whole thing is worked into an informal codpera- 
tive enterprise so delicately balanced that if it gets 
socked in one place the tremors are likely to break the 
windows of prosperity a thousand miles away. Did you 
ever think over the fact that every business man’s private 
prosperity is largely in the hands of people he can’t con- 
trol and probably never heard of? It’s a fact. We can 
do something with laws and codes and regulations, but 
these things are coarse sieves that strain out only a few 
of the worst bad actions. If there were no restraints 


generals at G. H. Q. 
It’s also in the hands 
of the staff and the line officers and the non-coms 
and the privates. Every day’s business is made up of 
millions of decisions; some of them big, most of them 
small. If they’re fair and efficient, the army wins; if 
they’re unfair and stupid, the army loses. When a re- 
verse comes along, like the one we’ve had this last year 
or so, it may mean a lot of things. It may mean that 
new situations have busted in on us that nobody knows 
how to handle; or it may mean that a lot of the officers 
have forgot about winning the campaign and have gone 
off on private horse-stealing expeditions. 

“Because the whole business world is so close together 
in these days, the public has taken to asking what 
happens to it when a man makes a private fortune. 
It used to be taken for granted that the public got it 
in the neck and that the neck had been provided by a 
bountiful nature for that purpose. But this isn’t true 
very often nowdays. Do you know why the public fails 
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to get hot over a fortune in the making? 
It’s because, in these times, when a man 
accumulates a dollar of private gain he 
generally creates a dollar or a hundred dol- 
lars of diffused wealth. As long that 
happens the old scow of American business 
is going to be a useful common carrier in 
general well-being. But it’s got to happen, 
and it’ll take efficiency and knowledge as 


as 


well as a garden variety of good will to 
do it. 

“That’s why I’m glad Christmas Is com- 
ing. If there wasn’t any Christmas this 


year, somebody would have to run right out 
and invent it. A newspaper boy threw a 
line the other day to the general effect that 
the depression was making the so-called 
human race act almost human again. And 
when we act human you can know that the 
old Christmas spirit is tuning up for the 
song of good will. 

“Some people seem to think that Christmas 





is a wash-out unless they can eat enough 
for four men and drink enough for six bar 
flles and generally slather around in con- 
spicuous waste. I wonder how that idea 
ever got started. You’re probably right that 
Christmas won’t be so merry this year in 
that sort of fashion. But ’less I’m much mis- 
taken it will be a cheerful season in the 
sense that it will be full of cheer. The turn 
which events have taken is reminding us 
in urgent ways that human and neighborly 
values come first, and numberless thousands 
will create cheer for themselves by provid- 
ing it for the less fortunate. I read in a 
book once that the person whose birthday 
started all the Christmas celebrations came 
not to be ministered unto but to minister. 
That, I reckon, is the real secret of Christ- 
mas cheer. 

“IT hope it’s not all going to stop with 
holiday charity, and I don’t believe it will. 
I have a high opinion of the mission of busi- 


New Series of Summer 


ness, and it seems fitting to hope that this 
cooperative spirit is going to be carried over 
into the revival of trade as a fresh desire 
to keep faith with the fellow over the 
horizon. It’s not a new idea, but it never 
was more important.” 

There was a short silence while the post- 
master watched the snowflakes fluff against 
the dusky window. 

“It’s odd,” he said with a musing half 
smile, “how an old phrase will take on a 
new meaning. Your comments about the 
faith and fraternity of commerce made me 
think of another sentence from that book 
of yours; one I never would have thought of 
in connection with business. But someway 
it seems to fit.” 

“Yes?” said the Elder. 

“All ye are brethren.” 

The Elder nodded. 

“Check and double check,” he said. 


“Let’s have it.” 


ottage Plans 





Winter is the season for selling 
summer cottages—or at least for 
making plans for an aggressive sell- 
ing campaign in the early spring. 
There are two types of summer 
home customers, one of these being 
the systematic, far-sighted sort of 
fellow who plans ahead, and the 
other the sort that makes decisions 
on the spur of the moment. Buyers 
of the first-named type already are 
thinking about next summer, and 
therefore can be more readily inter- 


ested during the winter months 
than when spring is actually at 
hand. On the other hand, the cus- 


tomer who acts upon impulse can 
be approached at any time. In or- 
der to assist retailers in interesting 
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both types of potential customers 
for summer homes, the AMERICAN 
LUMBERMAN this week begins a new 


series of photographs and_ floor 
plans of attractive and desirable 
summer cottages. Various types 


will be shown, and they will all be 
houses that can be built at moder- 
ate cost. The photographs —all 
taken last summer by an AMERICAN 
LUMBERMAN staff photographer— 
have never before been published. 
The floor plan accompanying each 
photograph has been prepared by 
the architectural department of this 
paper with a view to utilizing to 
best possible advantage the floor 
space available in a cottage of the 
type and size shown. 
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AN IDEA THAT WORKED 


Dealer Enlists Co-operaticn of Craftsmen— 
Gets Some Houses Built 


BeAvER Dam, Wis., Dec. 15.—A big con- 
tribution toward stabilization of the employ- 
ment situation in this city has been made by 
C. Starkweather & Son, builders of homes 
and dealers in building material, through the 
working out of an idea that perhaps can be 
adopted, at least in part, by retailers elsewhere. 

Realizing early in the present year that it 
looked as though 1930 would not develop very 
much home-building business unless something 
was done to stimulate and encourage such con- 
struction, the Starkweathers decided to build 
a few houses themselves, developing a small 
subdivision which they owned. Before any- 
thing could be done in the way of building, 
or getting other people to build homes of their 
own, a new street and other utilities had to be 
provided. By the first of August the street 
had been put through and other necessary im- 
provements made such as providing sewer, 
water, gas, curb, gutter, sidewalks and paved 
road. All the lots have been graded. 

The firm then put up to a mason, a carpenter, 
a painter and a plumber the following proposi- 
tion: “If each of you will take one lot and 
build a house thereon, to cost $4,000 to $5,000, 
we will build three more. That means seven 
houses. Each of us will be giving the other 
fellow a job. Anybody doing work on these 
jobs will be expected to wait until February or 
March for their money, but this proposition 
will give them work while they probably would 
not be able to find anything to do elsewhere, 
and within a few months they will have their 
money.” 

The proposition was accepted, and C. A. 
Starkweather, vice president and treasurer of 
the company, reports that the plan has worked 
out exceptionally well. All of the houses ex- 
cept one are under roof. It was understood 
between all the persons entering into the ar- 
rangement that each would help the other to 
make a sale, and when a house was sold an- 
other would immediately be started. 

_The Starkweather firm was able to provide 
financing for all of the other parties engaging 
in the plan, having on file a list of persons 
who have money to loan. The company’s own 
architect drew up suitable plans for the houses. 

Each house when completed will be furnished 
by local merchants and opened to the public for 
one week. Each house has been planned to in- 
clude all the special modern features which 
are such an attraction to the prospective home 
buyer, and it is proving a good publicity feature. 
_Mr. Starkweather and the others entering 
ito the plan are confident that, with the im- 
provement in business which may confidently 
be expected next year, each house built will 
not only sell readily but will yield a better profit 
because of having been built this year, when 
all materials are at a low level, rather than at 
the advanced prices that very likely will have 
to be paid next year. 

“There is no question,” said Mr. Stark- 
Weather, “that building of these homes has in- 
fluenced the construction of quite a few others 
that otherwise would not have been erected at 
this time. Of course, it required a little nerve 
‘0 put through a street, with all modern im- 
provements, and build seven homes, representing 
an investment of close to $50,000. However, 
it is a surer investment than stock market 
Speculation, and mighty good advertising. Even 
though up to now only one of the homes has 





been sold, we are so well satisfied with the re- 
sults that we are keeping it up through the 
winter, and unless there is business enough 
next spring to keep all our carpenters busy 
we will give them some more jobs ourselves.” 





Spoofing the Disciples of Gloom 


Feeling that one of the best ways of scat- 
tering a cloud of gloom is to laugh it away, 
especially when the silver edges of the cloud 
already are appearing, the Dultmeier Manufac- 
turing Co., Manning, Iowa, has been distribut- 
ing to its trade a timely novelty which has 
brought considerable favorable comment. 

This novelty is in the form of a sheet of 
white crepe paper about 13 inches square, on 
which is printed in big type “Crying Towel.” 
The “towel” also invites the recipient, the next 
time he feels like “weeping salty tears because 
of conditions,” to get into a huddle with himself 
and reflect on the volume and profit possibilities 
of handling the above company’s line. 

Another concern which has made effective 
use of the same idea is the Dierks Lumber & 
Coal Co., Kansas City, Mo. Its “towel” is em- 
bellished with a cut of a man weeping, while 
the message says in part: “Don’t let the Weep- 
ing Willies cry on your shoulder—hand them 
a towel and let them enjoy the so-called busi- 
ness depression by themselves.” 


CAMPAIGN TO CREATE JOBS 


Repair and Modernizing Work Is Developed 
—More in Prospect 


AKRON, OuHI0, Dec. 16—With a view to 
creating jobs for the unemployed, and stimu- 
lating business generally, a campaign has been 
launched in this city to induce people to do 
repairing, remodeling, reroofing, painting, 
papering etc. at this time. 

In initiating this campaign, the city council 
called a committee of citizens to provide ways 
and means for creating work. C. V. Gough, 
president of the Gough Lumber Co., was made 
chairman of the building division. 

As the first step, an attractive folder was 
issued headed “City of Akron—Industria! Re- 
lations Committee for Helping the Unemployed.” 
This circular pointed out that there are in the 
city approximately 6,500 old houses that are 
due for remodeling, and that due to idleness in 
the building trade, and bed-rock prices now 
prevailing for materials, the present is the most 
economical time to have this work done. On 
an inside page of the folder were suggested 
a number of kinds of jobs that almost any 
home owner could have done at this time. 
Each of these items was followed by an esti- 
mate of the approximate cost. The co-opera- 
tion of the merchants, school teachers and 











CASH CUSTOMERS 


Please do not ask us for “A 
FEW DAYS’ CREDIT.” 

It cost us quite a bit to learn 
that giving someone “TILL 
TOMORROW” or “IN A FEW 
DAYS” or “NEXT WEEK” to 
pay for a cash sale, is a bad 
policy. 

Therefore, we have cut out 
this bad habit and feel health 


ter. 


THANK YOU 














This Week’s 


Sign Forestalls Bothersome Requests 


City dealers, and perhaps others, who are troubled by cash custom- 
ers asking for short credits will note with interest the tip sent in for 
this week’s issue by the White Lumber Co. (Inc.), 2179 Amsterdam 
Avenue, New York. S. E. J. White, president of the company, ex- 
plains the plan in a letter to the American Lumberman as follows: 


“We have had considerable comment on a sign which we recently 








very bad habit.” 





reads as per copy herewith headed ‘Cash Customers.’ It is surprising 
to note the few calls we get now for one or two days credit. Before 
putting this sign up we were pestered with such requests daily, and 
as the sign states, it did cost us considerable to find out that it was a 


Timely Tip 


placed in our office. Several lum- 
ber dealer friends who drop in 
from time to time to say ‘hello,’ 
seem to have been quite im- 
pressed with the idea, and mer- 
chants in other lines who are 
customers of ours also have com- 
mented favorably upon it, and in 
some instances have taken a copy 
of it to have made up for their 
own use. We take it, therefore, 
that all this favorable comment 
must mean something, and inas- 
much as our neighboring mer- 
chants think they benefit by it, 
we thought we would pass the 
idea along to the American Lum- 
berman, thereby enabling other 
dealers to profit by it. The sign 
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clergymen of the city was enlisted in bringing 
this campaign to the attention of the public. 
Merchants were urged to advertise in the daily 
paper, listing goods used in the repairing or 


remodeling of buildings, while the teachers 
and ministers were requested to co-operate in 
giving these circulars widest possible distribu- 
tion. 

Mr. Gough stated today that while it is im- 
possible at this time to tell what the results 
from the campaign will be, a considerable num- 
ber of jobs have already developed. About 
half a dozen repair jobs have actually been 
started, exclusive of a number of basements 
being whitewashed, and a great many inquiries 
have come in asking about remodeling. One 
large real estate company is getting figures on 
the remodeling of twenty houses. Besides this, 
a dozen contractors are getting prices on mod- 
ernizing of old homes, and some of them state 
they will start this work after the first of the 
year. Mr. Gough is of the opinion that this 
campaign is going to develop considerable spring 
business. The banks have given assurance that 
they will finance these modernizing jobs pro- 
vided the work is thoroughly done and the val- 
ues warrant the loans. 

What is being done in Akron probably could 
be duplicated in many other cities of the coun- 
try, provided a good live lumberman took the 
initiative and pushed the idea as Mr. Gough 
and his committee have done here. No doubt 
Mr. Gough would be glad to send copies of 
the folder used in promoting this campaign to 
lumbermen in other cities who might contem- 
plate launching a similar movement. 

There are some encouraging signs of revival 
of business in this city. The rubber factories 
have begun to hire men, and the impression 
prevails that they will be running up to 90 
percent of normal by the first of February. 





Long Island Yard Changes Hands 


New York, Dec. 17.—Announcement is made 
that William H. Chapman, old-line lumber 
dealer of East Moriches, L. IL. has sold out*his 
lumber yard to the Southampton Lumber Co., 
of which S. Lewis Ham is manager. Mr. 
Champman established the business in 1908, and 
will relinquish possession on Jan. 1. He an- 
nounces that the same force of employees will 
be retained by the new owner. 

Mr. Ham said that the merger will be ad- 
vantageous to both concerns in view of the 
highly competitive conditions now existing on 
Long Island. 





Prepares for Coming Revival 

An inspiring example is being set by the 
Berwyn Lumber Co., of Berwyn, Ill, a suburb 
of Chicago, which concern has decided to pro- 
ceed immediately with an extensive building 
program which has been contemplated for some 
time. This company is engaged in both the 
wholesaling and retailing of lumber, being a 
large distributer of yellow pine and Pacific 
Coast lumber, car materials, oak etc., as well 
as operating a large retail yard. 

Believing that the soundest form of philan- 
thropy is to provide jobs for workmen, and also 
believing that from the business point of view 
this is an excellent time to build, the company 
is about to embark on an extensive building 
program. It has purchased from the Illinois 
Central Railroad Co. over three acres of addi- 
tional land, on which it will erect sheds, a 
planing mill and other equipment for the hand- 
ling of lumber for railroads and car companies. 
In addition, work has already been begun on a 
new shed at the company’s retail yard at 
Berwyn, thereby furnishing employment to a 
number of carpenters who have been out of 
work for some time. 

In an interview with W. B. Vanlandingham, 
vice president, he remarked that recently in 
conversation with a number of retailers, all said 
that their stocks were below normal. One of 
these dealers, who operates a suburban yard, 
said that it would take at least seventy-five 


cars of lumber to bring his stock up to normal. 
In view of the depleted stocks of most retailers, 


and the further fact that mill prices now act- 
ually are below the cost of production, it is a 
good time to place orders for lumber that 
will be needed next spring. 

“Undoubtedly,” said he, “if the retail yards 
of the United States ‘were to bring their stocks 
up to normal, there would be a tremendous 
demand for lumber, and probably a. shortage, 
with higher prices.” 





Rose From Yardman to Manager 


Sioux Ciry, Iowa, Dec. 17.—The intensely 
interesting series of articles now running in the 
AMERICAN LUMBERMAN, in which successful 
lumbermen are expressing their views as to the 
road that leads to success in the retail lumber 
business, based upon their own experiences, find 
a striking illustration in the business career of 
W. G. Lechner, vice president and manager of 
the Schoeneman Lumber 
Co., this city. His ex- 
perience well illustrates 
the axiom that ability, 
coupled with hard work, 
is bound to win. 

Mr. Lechner entered 
the employ of the 








W. G. LECHNER, 
Sioux City, Iowa; 
Vice President Schoene- 
man Lumber Co. 





Schoeneman Bros. Co., 
at Parker, S. D., at the 
age of about twenty, his 
salary being $35 per 
month. A year later he 
was married, this event 
being signalized by a 
raise in salary to $45 
per month. His duties at that time were many 
and varied, including waiting on customers, 
piling lumber, shoveling coal and functioning as 
bookkeeper. Many times during those years, as 
second man he returned to the yard after hours 
and unloaded cars of coal in order to earn $3 
a car extra. “In those days,” remarked Mr. 
Lechner, “a dollar looked bigger than a cart- 
wheel to me.” 

By the time the first baby had arrived his 
salary had reached the dizzy figure of $60 per 
month. A year later he moved to Canton, 
S. D., to become the manager of yards owned 
by the Schoeneman Bros. Co. 

In 1920 he was transferred to Sioux City, as 
assistant manager of the Schoeneman Lumber 














A glimpse of the Schoeneman sheds 


Co. yards, the Canton interests having been sold 
to the karmers Elevator Co. For the last four 
years Mr. Lechner has occupied the position of 
vice president and manager of the company. 

“Bill” Lechner, as he is known to his inti- 
mates, has a wide circle of friends and is in- 
terested in many activities, the chief of which— 
first, last and all the time—is serving the lum- 
ber company and its customers, apparently 
always having an abundant supply of pep to 
meet whatever demands arise. 

As might be expected, Mr. Lechner is a 
regular reader of the AMERICAN LUMBERMAN, 
to which journal the Schoeneman Lumber Co. 
has for many years been a subscriber. 








An Item Out of the Past 


Almost everyone connected with the lumber 
trade knows “the Wilburs,” whose extensive 
retail interests center in the general office at 
West Allis, Wis., but not so many of the pres- 
ent generation of lumbermen know of the be- 
ginnings of the Wilbur Lumber Co., whose 
history covers a span of fifty-four years, it 
having been founded at Burlington, Wis., by 
that fine gentleman and lumberman of the old 
school, George H. Wilbur, father of the men 
now active in the business, in association with 
the late Royal C. Houghton, in 1876. 

These reminiscences are brought to mind by 
a little item appearing in the Dec. 12 issue of 
the Standard-Democrat, published at Burling- 
ton, Wis., under its standing caption, “Burling- 
ton Happenings Years Ago,” with sub-heading, 
“December, 1891”: 

The Wilbur Lumber Co. of this cit 
does not believe in doing things by) 
halves. George H. Wilbur recently pur- 
chased 10,000,000 feet of sawed timbe 
from the John Arpin Lumber Co., o 
Grand Rapids, Wis., for $130,000. 

The late George H. Wilbur retained an active 
part in the management of the business which 
he helped to found until his death, which oc- 
curred in 1922, at the age of eighty-two years. 





Must Replenish Stocks Soon 

Boston, Mass., Dec. 16.—A_ representative 
of the AMERICAN LUMBERMAN during the last 
ten days has interviewed lumber dealers in vari- 
ous sections of New England and established 
by this survey that retail yard stocks generally 
are in a very low and broken condition. Those 
who furnished the information are almost unani- 
mous in the view that a quite substantial buying 
movement is certain to develop soon.  State- 
ments of some of the dealers follow: 

Our average yard stock is 350,000 feet. Dur- 
ing the building peak we increased to around 
600,000 feet. Right now we have not more 
than 150,000 feet. I suppose we must buy more 
soon to stay in business, but are holding off as 
long as possible. I think 1931 will show a big 
improvement over 1930.—N. B. RICHARDS, Man- 
chester Lumber Co., South Manchester, Conn. 

Lumber stocks are very low and_ broken. 
Dealers must buy soon if there is any improve- 
ment at all.—H. L. CorRNING, Swift & 
Lumber Co., New Britain, Conn. 


Upson 


Building is off considerably but things are 
bound to improve, and when the improvement 
comes there will have to be a lot of lumber buy- 
ing. Few yards have anything like a norma! 
stock of lumber.—FRANK H. WarRR, Seymour 
Commercial Co., Seymour, Conn. 

Our company has made a little money this 
year and handled a quite fair volume of busi- 
ness, much of it jobbing orders we have hustled 
after. In our territory we have twenty-six retail 
lumber yards in an eight-mile radius, and yet 
our company has for several years sold more 
new houses than any other lumber yard in New 
England. Yard stocks are low and there must 
be considerable buying when things begin to 
pick up.—ALBERT S. Eastwoop, Albert S. East- 
wood Lumber Co., Providence, R. I. 

I think we have touched bottom and are 
on the road to better business.—H. S. CLARK, 
Casper Ranger Lumber Co., Holyoke, Mass. 


Yard stocks are low and there will have to 
be quite a little replenishing as soon as things 
begin to pick up.—W. H. Fu.Luam, W. F. Fullam 
Co., North Brookfield, Mass. 

We have done a fairly even business in 193! 
and I am optimistic about 1931. Our trade is 
mostly industrial and the class of customers we 
supply have continued to use a fairly normal 
volume of lumber, hence we have carried about 
normal stocks.—FrRED D. STERRITT, F. D. Sterritt 
Lumber Co., Cambridge, Mass. 

Business has been good with us this year and 
I think it is going to be better. We have got 
out of the idea of big volume and are after the 
small jobbing where there’s a chance to make a 
little money. This class of trade is not spoiled 
yet and still has some appreciation of values 
Working on this basis we've done fairly well 
this year and we expect to do better next year 
—James L. BARNEY, Barney & Carey o., Mil 
ton, Mass. 








c, 
atte 
yes < 
dent 
ber 
visit 
Seat 
forir 
mall 
A 
distr 
Yor] 
twel 
to tl 
knov 
he 1: 
distr 
ity 
Mr. 
gath 
bern 
get-t 
lack 
get | 
A: 
Ame 
Lane 
the 
ment 





mani 
have 
M 
polic 
ture 
whol 
price 
lieve 
even 
prod 
hadl: 
argu 
little 
a pr 
tor 
comy 
the 
that 
sona 
not 
his | 
buy 
it ne 
tors. 
in, 
supp 
talki 
O; 
Lane 
seen 
busi 


ch 
iC- 
rs. 


ive 
ast 
ri- 
1ed 
lly 
OSE 
ni- 
ing 
ite- 


‘ur- 
ind 
ore 
ore 
as 
big 
an- 
1. 
cen, 
ve- 


Son 


are 
lent 
yuy- 
mal 
iour 


this 
yUSI- 
stled 
etail 
yet 
nore 
New 
nust 
1 to 


yast- 


are 
ARK, 
‘re to 
1ings 
am 


1939 
je is 
Ss we 
mal 
rbout 
prritt 


> and 
e got 
r the 
ake a 
yoiled 
alues 
well 
year 
Mil- 








December 20, 1930 


AMERICAN LUMBERMAN 


83 





Gives Talk From Wholesaler’s 
Viewpoint 


SEATTLE, WAsH., Dec. 13.—Local lumbermen 
attended a luncheon at the Olympic Hotel here 
yesterday in honor of Arthur E. Lane, presi- 
dent of the National-American Wholesale Lum- 
ber Association, New York, who was on a 
visit to this section. Max Wyman, well known 
Seattle wholesaler, presided, and briefly and in- 
formally presented Mr. Lane to the lumber 
manufacturers and wholesalers present. 

Arthur E. Lane has been prominent in the 
distribution of West Coast lumber in the New 
York and New England territory for the last 
twenty years. He has been a frequent visitor 
to the Pacific coast, where he is almost as well 
known as he is in his home territory, and where 
he is recognized as one of the most important 
distributers of western lumber products. 

ln his informal talk to the local lumbermen 
Mr. Lane expressed his pleasure at seeing this 
gathering, and having learned that Seattle lum- 
bermen, who formerly had regular and frequent 
get-together luncheons, lately have shown a 
lack of interest, suggested that they should 
get back to the regular lumber meetings. 

As this year’s president of the National- 
American Wholesale Lumber Association, Mr. 
Lane did not forget to tell the lumbermen of 
the work of this organization, its accomplish- 
ments, and the need that the wholesalers, and 


low point and there had been a trend for the 
better ever since. He forecast an improvement 
in the situation. However, he put in a word of 
caution, particularly pointed to the manufac- 
turer, stressing the need for continuing the re- 
duced scale of production. He said that the 
danger lies in a condition that would arise if 
the manufacturer, as soon as there was an in- 
creased business, began to increase his produc- 
tion. He said the curtailment program must 
be kept up and the relationship between supply 
and demand maintained. 





Company Celebrates Twentieth 
Anniversary 


Iron Mountain, Micw., Dec. 15.—Special 
emphasis is given in the Dec. 11 issue of the 
Iron Monutain News to the fact that twenty 
years ago that date the blowing of the factory 
whistle indicated that the G. Von Platen Lum- 
ber Co.’s sawmill in Iron Mountain had started 
operation. For this many years there has been 
no let-up in this operation, a record which is 
believed to be held by few concerns of its size. 

The credit for the success of the Von Platen- 
lox Co. (as it has been known since 1920) has 
been given to M. J. Fox, president and general 
manager, who came to this city twenty years 
ago and selected the site for what Mr. Fox 
refers to as “the little red sawmill.” Far from 








Bree Wood POR cli 












TMAS UGNATEU 





is 


uX 






er ee ao os 


r NAVY + ~ 273 





Two navy lighters were used to transport 50,000 cords of firewood, salvaged from the demolish- 

ment of temporary U. S. Marine barracks at Quantico, Va., to Salvation Army headquarters at 

Washington, D. C., for distribution among the needy poor there. This will evidently be cheer- 
fully received at Christmas-time by the poor 





manufacturers selling through 
have for such an organization. 

Mr. Lane highly commended the firm price 
policy recently established by lumber manufac- 
turers throughout the West. He urged the 
wholesalers wholeheartedly to support the firm 
price policy. He said as a result of it he be- 
lieved it would be possible for manufacturers 
eventually to get a little more money for their 
product, which everybody conceded they needed 
badly: and from the wholesaler’s standpoint he 
argued that if the manufacturer could get a 
little more money for his lumber so there was 
a profit in it for him, it would become possible 
lor the wholesaler to secure a little greater 
compensation for selling his product. From 
the retailer’s standpoint Mr. Lane pointed out 
that dealers are favorable toward paying a rea- 
sonable price for lumber products. They are 
not interested in having the manufacturer sell 
his lumber at cost, or below. Their efforts to 
buy lumber cheaply are based on their feeling 
it necessary to buy as cheaply as their competi- 
tors. That is what they are mainly interested 
in. Mr. Lane told the wholesalers to continue 
supporting the firm price policy and keep on 
talking for an 8 percent margin. 

On the subject of business conditions Mr. 
Lane stated that October and November had 
seen considerable improvement in the lumber 
business in his district. He said July was the 


wholesalers, 


being a little mill, however, its annual output is 
between 35,000,000 and 40,000,000 feet, produced 
at the rate of 150,000 feet in a 24-hour day. 
The company also operates a small mill at Lloyd 
Spur, employing 20 men, the output there be- 
ing 2,000,000 feet a year. 

Reference is made to the fact that when 
Mr. Fox chose Iron Mountain for the site of the 
mill, he was 34 years old and had been as- 
signed this task by Godfrey Von Platen, with 
whom Mr. Fox had been associated in the 
operation of a small mill at Boyne City. At 
the time the Von Platen-Fox Co. was organized 
in 1920, Mr. Von Platen was president, with 
Mr. Foy as secretary-treasurer, but on the 
death of the former in 1924, Mr. Fox became 
president and general manager. 

In speaking about the location of the fac- 
tory in Iron Mountain, Mr. Fox is quoted as 
follows: 


We are glad we came to Iron Mountain. 
We were born in Michigan, expect to live in 
Michigan and want to continue to operate in 
Iron Mountain as long as the timber supply 
will permit us to stay. We appreciate the 
many courtesies of the public and want to 
do our full share to help maintain the 
friendly, progressive and happy spirit in our 
community. The depression we are now in 
we believe will soon terminate. We believe 
there is a better feeling today, and a spirit of 
live and let live such as never existed before. 


California Company Manufactur- 
ing Hardwood Panels 


Westwoop, Catir., Dec. 13.—Announcement 
is being made jointly this week by the Red 
River Lumber Co., of this place, and the United 
States Plywood Co. (Inc.), of New York City, 
that the plant at Westwood is now manufactur- 
ing hardwood panels faced with birch, ma- 
hogany, oak, walnut, gum and other fine woods. 
The large manufacturing facilities of the Red 
River Lumber Co., backed by its extensive hold- 
ings of California white and sugar pine, are 
thus allied with the distributing organization 
of the United States Plywood Co. (Inc.), which 
has warehouses in New York, Boston, Phila- 
delphia, Detroit, Jamestown (N. Y.), Roches- 
ter, Baltimore and Los Angeles. Both com- 
panies have established high standards in their 
respective fields and the new product is the 
result of an exhaustive search for improved 
quality. 

The United States Plywood Co., it is stated, 
for the last five years has used Red River Cali- 
fornia white and sugar pine cores and cross 
banding for its best hardwood panels. This 
preference was based upon its own experience 
and that of its customers, with all kinds of 
woods. 

The announcement also states that this im- 
provement in quality will not be accompanied 
by an increase in price. The manufacturing and 
distributing facilities of the two companies ‘will 
permit many economies and assure efficient serv- 
ice to the trade. 

The Red River Lumber Co. is so situated 
with respect to its logging and milling opera- 
tions that it is going into the winter prepared 
to continue the present rate of production or 
to increase it on short notice. The sawmill has 
been operated at 45 percent of capacity during 
1930, cutting around 300,000 feet a day. The 
box factory is running one-half of one shift at 
present; the sash and door factory at 60 percent 
of capacity, and the molding department at 50 
percent. The plywood factory is cutting 200,000 
feet of '4-inch veneer daily. 

With its own railroad and special logging 
equipment, including a number of 60-ton 
“Caterpillar” tractors, the logging output since 
Oct. 1 has been increased and a surplus of logs 
over the daily mill requirements is being decked 
for use during the period of heavy snow. With 
the use of this railroad to carry loggers back 
and forth between the operations and with 50 
tractors in reserve, the Red River company is 
so situated that its logging operations can be 
extended on short notice. 





Recommends Investigation of 
National Resource Laws 


PortTLAND, Ore., Dec. 13.—A resolution rec- 
ommending investigation by the United States 
Chamber of Commerce of laws as they affect 
the natural resource industries of the nation, 
was adopted at the closing session here this 
week of the eighth western divisional meeting 
of the United States Chamber of Commerce. 
Adoption of the resolution followed consider- 
able discussion of mergers, antitrust laws and 
other trade regulations. 

Another resolution emphasized the necessity 
for early and continuing appropriations by Con- 
gress for control of white pine blister rust, 
forest insects and forest fires. Recommenda- 
tion was made that the forest purchase policy 
of Federal and State governments be directed 
in such way as to promote sustained yield man- 
agement. 

Spokane, Wash., was chosen for the 1931 
meeting, and Honolulu put in a bid for the 1933 
gathering. 

A half day was devoted to consideration of 
problems confronting the lumber industry and 
at that time enactment of more favorable meas- 
ures, or modification of existing harassing trade 
regulations, was suggested, 
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[Laying the Foundation 
of Business Success 


man just out of college after four 


\ young 
years’ business course what a wonderful 
foundation for an ambitious youth anxious to 
take over the lumber business of his successful 
father! 

In the realm of twentieth-century business, 
when every city, town and hamlet has just one 
yard or more too many; when competition is 
keen; money the idea of some so called lumber- 
man’s god, and volume the aim of the starving 
lumberman—we need clean-cut, well-bred men, 
educated properly to serve the public honestly 
and to uphold the reputation that our grand- 
fathers strove so diligently to build up. 

Thank the Almighty that the volume hound 
is not in the majority, however, and we can 
still boast of the honest-to-goodness, loyal retail 
building material men who have stuck to the 
guns regardless of the attempts of these out- 
laws to drag them into their nets. The face of 
the price-cutting volume hound is like a passing 
show; it doesn't smile in the front news very 
long. This gentleman generally finds at the end 
of the first year that Santa Claus has filled his 
stocking with a long tabulation of figures with 
the answer in red He then makes a New 
Year’s resolution to go broke before old Kris 
Kringle has a chance to play such a contemp- 
tible trick on him again. Of course there will 
always be some new volume hound that we can 
blame for our creeping evil, unfair competition 
through price cutting and unethical 
dealings, to take his place. 

Now then, if I were the father of this am- 
bitious youth who is still untainted by the above 
mentioned practices, I would attempt to build 
the first rung of his ladder something like this 

While I am teaching him to saxophone the 
office out with a broom each morning, and edu- 
cating him to pick up odds and ends of sticks, 
boards, sizes, nails and whatnot that represent 
pennies, nickels, dimes and dollars, that have 
been carelessly strewn about the yard on a busy 
day, | would preach to him the ethical code of 
the retail lumberman. I would teach him to 
despise the volume hound; the price cutter; and 
the man of unkept promises. I would teach him 
to respect the man who upholds his prices and 
is satisfied with a comfortable business obtained 
through fair dealings and a legitimate markup; 
and to honor the man who keeps his word. 

lor the first six months I would have him 
opening the gates in the morning with the rest 
of the yard employees. I would have him work 
overtime when necessity demands, for it is a 
known fact that no man can satisfactorily handle 
men unless he knows what, each and every man 
in his plant does with his hours during the day. 
I would keep him in close contact with the most 
reliable and best informed of my yard men, in 
order that he might learn, by contact with the 
various materials, their uses. Above all, I 
would have him to understand that I will not 
tolerate misrepresentation of any merchandise, 
even at the cost of loss of a sale; and also that 
quality always means repeat business, and re- 
peat business means success. 

I wouldn't cram too much in his active brain 
at one time, and I know of no better place for 
a striving lumberman to put into effect his 
power of concentration than in a freight car 
unloading lumber and building materials; also, 
assisting in the loading of trucks is very bene- 
ficial. Give him plenty of this. This activity 
will tend to keep him healthy physically and 
mentally—besides teaching him the correct man- 
ner in which to pile materials, and perhaps just 
the right amount of knowledge of grading rules 
for the present. 

We are now ready to build the second rung, 


business 


or perhaps I might say the next few rungs. | 
would promote him to truck driver for the next 
six months. Here he is sure to learn human 
nature among the trade. Let him rub shoulders 
with good reliable contractors and carpenters 
incessantly. They are usually good-natured men 
at heart (when things are breaking right). 
When a delivery is to be made to a construc- 
tion job, I wouldn’t reprimand him for taking 
his time, provided he spent this time learning 





HE winner of the third prize in the 

AMERICAN LUMBERMAN’S contest 
for best letters of advice to a young man 
considering entering the retail lumber 
business, in his father’s yard, is J. A. 
Flanagan, vice president and _ general 
manager Newton T. Arms Lumber Co., 
Freehold, N. J. When submitting his 
letter for entry in the contest, Mr. 
Flanagan wrote: “I have been prompted 








to write this letter by the fact that only 
eight years ago I faced the same prob- 
lem—in all but one particular. I was 
not quite so lucky as the fortunate boy 
upon whose prospective career your con- 
test is based, as I had no successful fa- 
ther in the lumber business with whom 
I could make my start. My first con- 
nection, therefore, was with total 
strangers—but a very reputable concern. 
I have not lost track of the fact that there 
is something new to learn about the 
lumber business every day.” 











a very important phase of retail selling; by this 
I mean building construction. A man can al- 
ways keep a jump ahead of the other fellow 
in increasing lumber sales if he has this knowl- 
edge safely under his hat. There is no better 
place to gain this wisdom than on a job. Let 
him ask plenty of questions and watch closely 
from the time the sill is laid until the contrac- 
tor hands the key to the happy owner. 

This would cover the practical end, and I 
would secure for him some of the modern 
books on construction that are obtainable to- 
day, and induce him to spend a few evenings 
a week absorbing this knowledge—instead of 
the intricate steps of the latest fox trot. Most 


—s 





More Sound Advice 
for the Ambitious 
Young Lumberman 


certainly would I subscribe to the AMEkicay 
LUMBERMAN and present him 4with that worthy 
magazine every week. It keeps a man abreast 
with present day marketing, and presents actual 
facts that help a man to conduct his business 
in a better and more profitable way. 

Now I would consider my boy ready to call 
on the trade, with one price list in his pocket, 
I should insist on his talking quality, and not 
prices. Here he will not only learn salesman- 
ship, but by making him responsible for any 
new accounts that he gains his knowledge of 
credits will gradually broaden. This feature of 
any business is “deadly” important and will 
help him considerably later on as an executive, 

By this time the boy has made fair strides 
toward his goal. He is no longer the green 
youngster of yesterday; he is now forced to 
use his brains and act on his own initiative, 
Yes, I think he has reached the halfway mark, 
and already [| have begun to unload some of 
the burdens from my stooping shoulders on to 
his broad young ones. Of course, his burdens 
will be lessened considerably if he practices 
always his early education of fair dealing, and 
surely his conscience will be clear like mine, 
and his fellow citizens will point to him with 
pride and call him a square shooter. 

I would now gradually work him into a chair 
behind a desk without a glass top and without 
a name-plate tacked to the side. Of course, | 
wouldn’t let him forget the thrill of a good old 
splinter seeking a home among the red cor- 
puscles of his hand. I would seat him at that 
desk long enough each day to build the few 
remaining rungs of my much-mentioned ladder. 
Seated back of this desk I would introduce him 
to Old Man Turn-over, and I would insist that 
they be close friends. In fact, I would have 
him meet the whole darn family—Cost, Hand- 
ling, and all the other Overhead Expenses, with 
a capital E. I would educate him gradually 
how to buy, when to buy and where to buy, 
and teach him unerringly all the other intrica- 
cies that mean success if understood and {failure 
if handled haphazardly. 

Let it be understood, although I have not 
mentioned it heretofore, that I would reward 
my boy with a few dollars increase in his pay 
envelope whenever I[ felt that he merited a 
raise. After all, that always tells every man in 
an unmistakable way that he is an asset to the 
business and not a liability. 

I have tried to tell my story in plain English 
and perhaps (if you will allow me to step out 
of character for a minute) my young man 
will think that I have lined his bed with thorns 
instead of roses, but our most wonderful men, 
leading in every line of industry today, have 
begun at the bottom of the ladder and worked 
their way to success and supreme happiness. 
They took all the bumps and knocks without 
whimpering, gradually going to the top step by 
step. If we stop to compare a product ol this 
type with the pampered son oi a successful 
business man who inherits his father’s job (but 
not his knowledge) without knowing the prac- 
tical end of the business—what can we expect 
for the answer? It is my contention that the 
comparison is as far different as East is West. 

Now that he has reached his goal, and Father 
and Mother can go on their long vacation with- 
out any doubt in their mind that the business 
is in competent hands and will continue to £° 
uphill, let our young man keep this thought i 
his mind: To keep the business a never-ending 
paying proposition, he must continue to mu 
shoulders with his trade, for personal contact 
is a wonderful trait, that the writer admires ™ 
any successful man. Ask Dad, he knows. 
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A Call on Christmas Eve 


F—) HE reason Joe Fraser picked Christmas Eve to make a 






| 





if \ 

or » | friendly call on Jim McBride, his competitor, was partly 
tei NI sentimental. Two years had passed since Joe had laid 
|G) | his young wife and newborn babe, side by side, in the 
less ~3| little cemetery on the north side of the town. McBride 


In 
wt 
p 


= had four happy children and a geod wife. 

~ Nature had already commenced to drop a pure white carpet on 
the landscape the morning before Christmas, and by the eve of the 
great anniversary the scene was once again perfect in its garb im- 
maculate. As Joe walked home from the yard that night he thought 
of the distrust that was creeping into the business relations between 
his competitor and himself. Several times lately buyers had suc- 
ceeded in misrepresenting quotations, with the result that both yards 
had lowered prices in an endeavor to stay in the game. A few 
conversations between himself and Jim McBride, of a half-serious 
nature, when each declared they had not lowered their quotations 
until the other had, led to a mistrust that was telling in the profits 
from month to month. 

So Joe went to call on Jim on Christmas Eve. He knew every- 
one would be at home. The kiddies would be full of Santa Claus 
and what the morrow would bring to their row of tiny stockings 
arranged in front of the fireplace. The mother would be busy 
preparing for the Christmas dinner. What would Jim be doing, 
the lucky man? Just sitting and thinking about the price of shingles, 
maybe, or watching the happy faces of his children. 

These were the thoughts of a man lonesome for a family. He 
knew Jim would receive him cordially enough. Whether he could 
again bring about friendliness and confidence in a business way, 
was another question. Ass he pressed the door-bell button he heard 
the merry laughter of McBride’s children. Then Mrs. McBride re- 
ceived him, a trifle surprised, but none the less cordially. 

In the living room the children were sitting on the floor listening 
to a radio bedtime story. A beautiful feminine voice was telling the 
wide-eyed youngsters that all good little boys and girls should go 
to bed early and leave the rest to Santa. Jim made an effort to 
rise and greet his visitor but Joe motioned him to his seat after 
shaking hands and everyone sat like a mouse except for an occasional 
chuckle, until the finish of the Santa Claus story. 

When the little tots had pattered off to their beds, Mrs. McBride, 
with the aid of Jim and Joe, filled the stockings, careful to put 
what was expected in each little stocking. When the gifts were 
distributed and the room decorated for the coming day, Joe and 
Jim sat down for a chat. There was plenty to talk about, but 
somehow neither liked to discuss on that night what was uppermost 
in each other’s mind. Their conversation, however, naturally turned 
to “shop”’ before many minutes. 

“What kind of a year are we going to have?” asked Jim. 

Joe knew he must talk about the price trouble first, for it was 
not in Mac’s makeup to make advances of co-operation. He was 
hotheaded, and Joe knew it. So he was careful how he replied. 

“Well, Jim, I think there'll be just as much lumber sold as there 
ever was. But the buyers still think that the price can be lowered 
yet before it will hurt anybody. We know or should know, that if 
we make the price any lower, it’s going to come out of our earnings.” 

Competition’ s pretty keen everywhere, Joe, just now. I’ve about 
sor that it’s every man for himself and the devil’ll take care of 
is own. 


“Yes, it’s every man for himself all right, Jim, but there are lots 






roe : 


of other ways of competing besides lowering prices. I believe we 
can attract more business to our yards next year and get a better 
price than we have been getting for the last six months. We both 
can’t get all the business. There’s a good share for both of us 
without losing our heads at the first statement of a builder about 
prices. We've been stampeded for several months now and the 
buyers have stood back and watched the killing. Our businesses 
are identically the same size; we both own our property; we both 
should handle lumber for approximately the same charges. Why 
should we go below that to get business? Our prices have never 
been unfair but we’re making ourselves look unfair by selling now 
at practically cost. You have a good following of customers and 
so have I. Why not get our fair price? Let us not worry about 
the small percentage of price peddlers. They'll have to buy at our 
price sooner or later.” 

“Well, Joe, you always sound convincing, but there’s one flaw 
in your argument. Suppose I have a certain line that’s getting rather 
heavy and I want to move it. What then?” 

“Believe me, Jim, if we could confine our price reductions to 
such emergencies we would certainly have made progress toward 
stabilizing our trade. I have often thought that if I could sell you 
a part of some line that was getting a bit heavy, instead of lower- 
ing the price to move it, how much better it would be. We could 
co-operate in these little things much closer than we have been 
doing, Jim, to our own advantage. Then, again, if we could both 
manage to sell a line at a reduced price at about the same time, 
it would be much better. But that problem of getting rid of stock 
could be reduced to a minimum by comparing our requirements 
in the different lines. We wouldn’t let ourselves get loaded up 
so easily. 

““What do you think of these suggestions, Jim? 
gestions for the New Year we'll call them.” 

“Joe, I haven’t much fault to find with them. I am surprised 
that we can be talking so amiably after all these months of cut- 
throating. It must be because it’s Christmas Eve. Of course, 
we can’t go too far with the co-operation idea. We're still com- 
petitors, but, as you say, there’s room for both of us, and we might 
as well try to have confidence in each other. We've had a pretty 
tough time of it during the last half of this year, especially. I’m 
ready to spend an evening now and again to study every phase of 
our business operation to see where we can economize or improve.” 

“T’m glad to hear you speak that way, Jim. Ass you say, I 
guess it must be Christmas Eve. One of the reasons I came tonight 
was to see those happy kiddies of yours enjoying themselves, but 
I’m glad we've come to an understanding about our business policies. 

“By the way, Jim, will you go to the retailers’ convention in 
January with me? You haven't been to one of the big ones yet. 
It will do us both good to meet the other fellows. How about it?” 

“All right Joe, January’s good time to get away. There will 
be a lot of subjects discussed at the convention that we ought to 
know more about if we are going to be good lumber merchants— 
and good competitors, as I’m sure we both want to be.” 

“Well, Jim, I’m sure glad I came over this way tonight, as 
things have turned out much better than I had hoped for. I guess 
I'll get home now and give Santa Claus a chance to come down 
that chimney.” 

“Good night, Jim, and Merry Christmas!” 


““Same to you, Joe!” 


Christmas sug- 
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National Production, Shipments and Orders 
WasHincton, D. C., Dec. 15.—Following is the National Lumber Manufacturers’ Association report for the week ended Dec. 6, 1930, anc for 
forty-nine weeks ended that date, covering mills whose statistics for both 1930 and 1929 are available, and percentage comparison with statistics ot 
identical mills for the corresponding period of 1929: 
ONE WEEE No. of Percent Percent Percent 
Softwoods: Mills Production of 1929 Shipments of 1929 Orders of 1929 
Southern Pine Association...............006. 124 37,455,000 71 32,382,000 72 32,067,000 75 
West Coast Lumbermen’s Association........ 183 104,465,000 64 98,532,000 78 105,290,000 83 
Western Pine Manufacturers’ Association.... 65 22,501,000 57 25,434,000 85 24,602,000 82 
California White & Sugar Pine Mfrs.’ Assn.. 24 10,244,000 48 15,763,000 99 4 687, 000 74 
Northern Pine Manufacturers’ Association... 7 191,000 13 1,995,000 62 ay 5 33,000 74 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 18 1,685,000 63 866,000 75 357,000 35 
North Carolina Pine Association............. 51 5,639,000 72 1,516,000 60 3,316,000 46 
California Redwood Association.............. 12 5,201,000 61 3,558,000 55 3,727,000 76 
a DOSS cckdncedde was 6de6 cereacier 184 87,381,000 63 183,046,000 78 182,579,000 79 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 177 15,762,000 56 18,631,000 76 16,392,000 91 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 18 1,409,000 32 1,669,000 47 1,176,000 51 
TMOCGl BAPE WOEOGS .ccccciccvcvacecscescaceos 195 17,171,000 52 ~ 20,300,000 72 "17,568,000 87 
ea ee ee eee 661 204,552,000 62 203,346,000 77 200,147,000 80 
FORTY-NINE WEEKS Mills 
Softwoods: Reporting* 
Southern Pine Association.............eece0. 128 2,405,758,000 83 2,282,133,000 81 2,240,565,000 80 
West Coast Lumbermen’s Association........ 183 6,513,129,000 77 6,268,672,000 77 6, ‘055, 553,000 76 
Western Pine Manufacturers’ Association.... 66 1,797,514,000 82 1,656,159,000 80 1,599,019,000 
California White & Sugar Pine Mfrs.’ Assn.. 25 897,578, 000 69 944,832,000 79 923,353,000 77 
Northern Pine Manufacturers’ Association... 8 198,513,000 70 182,201,000 70 175,977,000 70 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 25 121,156,000 68 97,096,000 66 86,992,000 65 
North Carolina Pine Association............. 46 249,869,000 74 238,080,000 79 208,017,000 70 
California Redwood Association.............. 13 304,340,000 86 275,776,000 81 274,955,000 78 
Total softwoods ...........cccceeceeceecs. 194 12,287,857,000 78 11,944,949,000 78 11,564,431,000 77 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 188 1,237,043,000 72 1,157,293,000 69 1,098,895,000 66 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 25 234,019,000 72 164,613,000 59 132,346,000 52 
Tebek DOCUWOOED kccccivesecwonevevnanseces 213 1,47 1, 062,000 72 1, 321, 906,000 68 ae 1231, 241,000 64 
DME. dc ceenabhaadnbaeee anaes obaes 682 13,758,919,000 77 13,266,855,000 77 12,795,672,000 76 
*Average weekly number. 
° . 
Relation of Unfilled Orders to Stocks | West Coast Review 
Wasuinoton, D. C., Dec. 15—Following is a statement for five associations of the gross | [Special telegram to AMERICAN LUMBERMAN] 
stock footage Dec. 6, and the percentage relationship of unfilled orders to stocks: SEATTLE, WasH., Dec. 17.—The 228 West 
Orders of | Conc PE 2 PECIOT RS SE Se 
No. of Gross Unfilled Stocks— | Coast Lumbermen’s Association mills giving 
Association Mills Stocks Orders Percent | production, shipments and orders during the 
Southern Pine Association............... 119 917,175,000 90,951,000 10 | week ended Dec. 13 reported: 
West Coast Lumbermen’s Assoc i ition. aa isan tera deed 140 1,403,769,000 302,268,000 22 De - AS 
Western Pine Manufacturers’ Association..... $1 1,304,157,000 111,930,000 9 | F roduction 115,393,000 o weer . 
Northern Pine Manufacturers’ Association. 7 279,706,000 18,369,000 7 Shipments 106,481,000 st. t2% under production 
Hardwood Manufacturers’ Institute........... 175 1,021,761,000 183,017,000 18 Order 138,587,000 20.10% over production 


A group of 





North Carolina Pine 


NorFo_k, VA., Dec. 15.—The North Carolina 
Pine Association makes the following analysis 


of figures from 102 mills for the week ended 
Dec. 6: 

Per- 

Percent Percent cent 

F Aver.* Actual Ship- 

Production — Feet Output Output ments 


Average* 560,000 


Actual 7.406.000 45 a 
Shipments 7,133,000 13 96 
Orderst ; 5,520,000 34 75 77 
Unfilled 

orders . 7,658,000 aw oa 

*“Average” is of production for the last 
three years. 

ftAverage of orders per mill this week 
amounted to 54,117 feet; preceding week's av- 
erage was 60,905 feet. 





California Redwood 


San Francisco, Carir., Dec. 13.—The fol- 
lowing information is summarized from the re- 
ports of 12 mills to the California Redwood 
Association for the week ended Dec. 6: 

——Redwood—— White- 


Percent of Wood 
Feet production Feet 
Production 5,201,000 100 2,172,000 
Shipments 3,558,000 69 873,000 
Orders 
teceived 3,727,000 72 930,000 
On hand 19,922,000 5,929,000 


Detailed Distribution of Redwood 
Shipments Orders 


Northern California* 1,443,000 1,418,000 


Southern California* 528,000 779,000 
Westernt 27,000 42,000 
Easternt 1,430,000 669,000 


Foreign 130,000 819,000 


3,558,000 


3,727,000 





*North and south of line running through 

San Luis Obispo and Bakersfield. 
+Washington, Oregon, Nevada and Arizona. 
tAll other States and Canada 








352 mills, 


whose production re- 





Southern Pine Barometer 


New Or-eans, La., Dec. 15.—For the week 
ended Dec. 6, Saturday, 135 mills of total 
capacity of 155% units (a unit representing an 
average monthly output of 1,500,000 to 2,000,000 
feet between Nov. 1, 1926, and Oct. 31, 1929), 
report as follows to the Southern Pine Asso- 
ciation : 

Pet. of output 


3-year <Ac- 
Production— Carsf F ‘eet Avg. tual 
Aver. 3 yrs... ... 65,279,388 cists 
BOCA ccccvas .-. 39, 592 2997 60.65 is eae 
Shipments* .1,640 34 140,000 52.76 86.99 
Orders 
Receiv-d* .-1,611 33,831,000 51.82 85.45 
On hand end 
weekft ..... $4,656 97,776,000 aed a 
*Orders were 98.23 percent of shipments. 


tOrders on hand at above 135 mills showed 


a decrease of 0.62 percent, or 609,000 feet, 
during the week. 





Hemlock and Hardwood 


Osukosn, Wis., Dec. 15—The Northern 
Hemlock & Hardwood Manufacturers’ Asso- 
ciation makes the following report for the week 
ended Dec. 6: 

Percent 


of Ca- 
Hardwoods— Total Per Unit* pacity 
Capacity, 46 units*. 9,726,000 210,000 100 
Actual production... 2,1 19,000 46,000 22 
Shipments? ......... 384,000 24,000 24 
Orders received? ... i. ‘778,000 39,000 18 
Orders on hand..... E7,138,000 =«s- wn. co ve 
Hemlock— 
Capacity 65 units*..13,736,000 210,000 100 
Actual production. 1,783,000 27,000 13 
Shipmentst ........ 1,049,000 16,000 8 
Orders received? 491,000 7,000 4 
Orders on hand 6,421,000 ...co- 

*Daily 10-hour productive capacity of 35, 000 
feet is considered one unit. ‘The production 
is based on lumber scale. 

*+Lumber fabricated at mill and used in 
construction work is included in total orders 


and shipments. 








ports of 1930 to date are complete, reported as 
follows: 


Average weekly operating capacity. 304,643,000 


Average weekly cut for fifty weeks— 
EET seve scien wapewe cnet eeneecneeu 209,556,000 
DUNE xii ic aves miciansese exe Ue wear’ sew ars 161,134,000 
Actual cut week ended Dee. 13..... 134,463,000 


A group of 228 mills, whose production for 
the week ended Dec. 13 was 115,393,000 feet, 
reported distribution as follows: 


Unfilled 
Shipments Orders Orders 
ee 29,391,000 38,752,000 100,097,000 
Domestic 
cargo 52,605,000 74,297,000 234,245,000 
Export gry 17,535,000 106,468,000 
Local 8,004,000 8,004,000 


106,482,000 








138,588,000 $40,810,000 
A group of 183 mills, whose reports of pro- 
duction, shipments and orders are complete for 
1929 and 1930 to date, reported as follows: 
Week ended Average first 5° ~eeks 
Dec. 13, 1930 1930 1929 
104,829,000 128,362,000 168,296,000 
99,971,000 1 27, 296,000 164,841,000 
123,095,000 123,532,000 163,277,000 


Production 
Shipments 
Orders 





November Cement Data 


Wasuincton, D. C., Dec. 15.—The ratio of 
operations to capacity of American Portland 
cement mills continues to show a decline. The 
bureau of mines reports that the ratio of oper- 
ations to capacity for the twelve months ended 
Nov. 30, 1930, was 62.6 percent; the ratio for 
the twelve months ended Nov. 30, 1929, was 
66.8 percent. 

During November, 1930, 11,098,000 barrels 
were produced, 8,784,000 barrels were shipped, 
and stocks on hand at the end of the month 
were 23,011,000 barrels. 

Production in November, 1930, was 21.0 pet- 
cent less, and shipments 21.7 percent less, than 
in November, 1929. Stocks at the mills No 
vember 30 were 26.3 percent more than 0 
that date last year. 
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Special telegram to AMERICAN LUMBERMAN] 
PoRTLAND, OreE., Dec. 17.—The Western Pine 
Manufacturers’ Association reports as follows 
on operations during the week ended Dec. 13: 
Total number of mills reporting, 92: 


Actual production for week...... 24,615,000 
BE PTC TCT Terere 21,082,000 
ND NUE ao 006 sd ee oe ow es 29,428,000 
Report of 65 mills: 

Operating CAPGCHyY 2... .ccrsccsess 57,781,000 
Average for 3 previous years..... 29,263,000 
Actual production for week...... 23,840,000 


Report of 81 mills: 
Average production 41,857,000 
Unfilled orders 119,574,000 
Stocks on hand—Dec. 13......... 1,305,718,000 
Identical mills reporting, 65: 
Pproduction— 
Operating capacity ............- 57,781,000 
Average for 3 previous years... 29,263,000 
Week ended Week ended 
Dec. 13,1930 Dee. 14, 1929 
23,840,000 36,009,000 
a ne 20,253,000 27,189,000 
Orders received 28,651,000 28,704,000 
Identical mills reporting, 37: 
Production— 
Average for 3 previous years... 
Veek ended 
Dec. 13, 1930 


Actual for week.... 


31,818,000 
Week ended 
Dec. 14, 1929 


Unfilled orders..... 104,156,000 98,852,000 
Gross stocks on j 
OO” Ea 1,031,098,000 953,219,000 





Maple Flooring Stocks 


The Maple Flooring Manufacturers’ Asso- 
ciation has issued the following statistics for 
November, 1930, and comparative figures for 
November, 1929, based on reports of the same 
nineteen member mills: 


Nov., ° Nov., Percent 
1930 1929 decrease 
Production 3,312,000 5,490,000 39.7 
Shipments .... 2,813,000 4,183,000 32.8 
0 ae 2,964,000 3,115,000 4.8 
End month— 
Orders unfilled. 3,448,000 5,435,000 36.6 
EY gk wae wk a 24,468,000 22,596,000 *17.1 


*Increase. 


Average Values 25/32x214” First, Second and 
Third Grades of Maple Flooring f. o. b 
Michigan and Wisconsin Mills 


Nov., Nov., Percent 
1930 1929 decrease 
The product ...... $68.05 $78.92 13.8 


The following are average percentages of 
stock sold Dec. 1: 


Maple-Beach 
™ Birch Maple Maple 214 
Se 16 20 22 
BOOOMG .cccccces 17 19 23 
 _— ee 3 4 6 
All three .... 13 15 19 





Increase Mill’s Efficiency 


Sumter, S. C., Dec. 15.—After being in con- 
tmuous operation all during the year, the plant 
ot the Galloway-Pease Lumber Co., here, 
recently closed down in order to make some 
necessary repairs. Announcement is made that 
operations will be resumed on Dec. 22. This 
mill, which was built under the personal super- 
vision of P. R. Pease, is conceded to be one 
ot the best constructed and “smartest” mills 
producing southern hardwoods. While Mr. 
Pease is justly proud of the excellent perform- 
ance of the mill, he admits that he has dis- 
covered a few changes he would like to make 
that would still further increase its efficiency. 

Is Company has access to one of the finest 
tracts of hardwoods in the Southeast and on its 
Present production has a timber supply available 
suiicient to keep it operating steadily for 30 
years. Sales are under the direction of M. L. 
Pease, who enjoys a wide acquaintance in the 
lumber and wood consuming industries. Just 
now he is greatly interested in the outcome of a 
petition for an adjustment of freight rates from 
this section which, if favorably acted upon by 
the Interstate Commerce Commission, will 
enable him to reach a greatly enlarged territory 
with the products of his company. 


Observations 


od 


a 


Some of the outstanding merchants in the 
lumber industry are numbered among the 
retail lumber and building material dealers 
of Illinois, but it has re- 
mained for a retail shoe 
merchant in an Illinois 
town to set the pace in 
merchandising and ab- 
solutely conquering and 
subduing “Old Man Depression.” With a 
record assured of $100,000 worth of busi- 
ness in 1930 this merchant attributes 
success to his independence of traditional 
methods of business promotion. He makes 
judicious use of newspaper and billboard 
advertising but places his chief reliance in 
building up a permanent clientele on per- 
sonal letters and personal lectures to groups 
of women. Arrangements are made with 
women’s organizations to assemble a mini- 
mum of 25 members, and he contributes to 
their treasury for the privilege of address- 
ing them on the subject of their feet and 
shoes as factors in grace and poise. His 
talks are entirely non-selling, but are in- 
tensely interesting, and women _ have 
come from 100 miles away for the double 
incentive of the lecture and the contribu- 
tion. This worth-while and successful plan 
is particularly well adapted to adoption by 
the lumber and building material merchant 
who is willing to take the steps necessary 
to make himself the building authority in his 
community. Women are intensely interested 
in the home and the things that go to make 
the home surroundings and the home life 
comfortable and pleasant. There is no sub- 
ject that offers a greater field for the dis- 
semination of helpful information than the 
home and the materials for its construction 
and furnishing. The success attained by this 
shoe merchant may be duplicated by any 
live, lumberman who after 
proper preparation earnestly follows a simi- 
lar plan. 


Homes Are More 
Interesting 


Than Shoes 


progressive 


* * * 
Does an increased commission from the 
manufacturer make keener competition 


among the wholesalers through the tempta- 
tion to secure an order by 


Commissions _ sPlitting the commission, 

I or does it act as an incen- 
anc te tive to the wholesaler to 
Competition make more strenuous 


efforts to maintain the mar- 
ket by insisting on the full price on every 
order booked? That is a question that is 
very much to the front among wholesalers 
and manufacturers alike, especially in view 
of the sincere effort being made by the 
wholesalers through their associations to se- 
cure the general adoption of the policy 
among manufacturers of paying a higher com- 
mission and thus offering an inducement for 
better merchandising. A recent instance that 
has come to the attention of the American 
Lumberman brings up this question quite 
forcefully. A wholesaler who has been sell- 
ing the high-grade product of a well-known 
manufacturer for many years helped to con- 
vince the manufacturer that it would be good 
policy to increase the commission paid. This 
wholesaler has strictly observed the manu- 


By the Way | 


MMs Mn smn sm sm SIT SM ss Te TT SU 


facturer’s list and has refused at any time to 
cut that price. Recently, however, he lost 
an order from an old customer, who placed 
the order with another wholesaler at a re- 
duction in the list price. Taking it up with 
the mill, this first wholesaler found that the 
order had been placed with it all right, but 
at the full list price. The wholesaler who 
took the order had cut the price to the cus- 
tomer, but had absorbed the reduction out of 
his commission—in other words, he had split 
his commission. The first wholesaler believes 
that the mill should either decline hereafter 
to sell through the one who split his com- 
mission, or else should go back to its old 
policy of paying a smaller commission, so 
there there will be no inducement to cut the 
price by splitting the commission. In this 
case the manufacturer got his full price, the 
business being placed by a wholesaler whose 
record is good and who has sold considerable 
lumber for this mill. The question then 
arises: “What would you do if you were this 
manufacturer, with a lot of lumber that he 


wants to move?” 
« *« * 


During his peregrinations a representative 
of the American Lumberman recently 
stopped off at a little way station in South 
Carolina to make connec- 
tion with a through train, 
and during the two-hour 
wait went to a nearby 
boarding-house for dinner. 
It being past the regular 
hour for the meal, the landlady prepared 
and served a special meal for the lone trav- 
eler; and it was a_ bountiful one—fried 
chicken being the piece de resistance, with 
all the side dishes and trimming. When 
asked for the check, the traveler was ad- 
vised, “‘It’s either 50 cents or 75 cents. Some 
pay 50 and some 75.” As it was a meal 
that would cost at least $1.75 in any Chi- 
cago restaurant, the diner cheerfully paid 
the 75 cents. Explaining, the landlady said 
she couldn't really afford to serve a meal 
for less than 75 cents, but recently another 
boarding house had opened up and was 
charging only 50 cents, so to meet the com- 
petition she was making the price optional 
with her guests. This sounded so much like 
the merchandising methods of the lumber 
industry that the wandering lumber news- 
paper man wondered if perhaps this board- 
ing-house keeper had not been associating 
with some lumber salesmen of whom he has 
heard. For example, the eastern salesman who 
had sold a dealer a car of roofers. These 
had not yet been shipped when the salesman 
rushed into the dealer's office one morning 
and said: “I want to sell you another car of 
roofers. I can make you a price of $1 a 
thousand less than the last car.’” The deal- 
er’s reply, naturally, was: “I don’t want an- 
other car, but the first car has not been re- 
ceived, so you can just apply the new price 
to that car."" Offering a good product but 
afraid to ask an adequate price for it is prob- 
ably an important reason for the present 
condition of the lumber industry, which too 
often, like the South Carolina boarding- 
house keeper, lets the buyer decide what he 
will pay. 


Letting the 
Buyer Fix 
the Price 
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Southern Pine Mills Study Their Markets 


Will Seek More Favorable Freight Rates and Closer Co-operation With 
Small Mills and Dealers in Producing and Merchandising Quality Pine 


New Orveans, La., Dec. 15.—A fight for 
exclusion of Russian goods, including lum- 
ber, by legislative action during the present 
short session of Congress, continuance of 
the program for extension of big mill manu- 


facturing and grading practices to small 
mills and probably formation of sales or- 
ganizations to represent various small-mill 
groups and perfection of plans for retail 


co-operation involving the _ establishment 
and marketing of a “quality” brand of south- 
ern pine through selected dealers, were de- 
termined on at the fall meeting of the South- 
ern Pine Association here Dec. 11. No defi- 
nite action on the proposed legislation for 
extension of Interstate; Commerce Commis- 
sion authority to ccastal shipping was 
taken. [Report of a preliminary meeting of the 
retail co-operation and trade promotion commit- 
tees appeared in the issue of Dec. 13, page 27.— 
E-piTor. | 


Russian Lumber Should Be Excluded 
Speaking on the congressional situation 
relative to Russian lumber imports, Judge 
William S. Bennet, Chicago, counsel for the 
Hines interests, declared “No American in- 
dustry can compete with forced labor. 
Strong opposition to Russian exclusion is 
coming from those who sell to the Russian 
Soviet Government, and those who import 
those products. In order to get action dur- 
ing the short section, close to unanimous 
support must be enlisted. We must get the 
business men to write to congressmen and 
senators asking for Russian exclusion. Bear 
in mind that Russian lumber is good. The 
directors took favorable action on this move- 
ment, but authorizing the officers is not 
enough. You must authorize yourselves in- 
dividually to become active. Get the busi- 
ness men ‘back home’ to write to the rep- 
resentatives.” 

Must Prevent Tariff Discrimination 
Mr. Bennet drew attention to an appli- 
cation to the Tariff Commission for reduc- 
tion of tariff on northern pine, a competitor 
for southern pine. The West Coast is also 
seeking protection to the $1.50 limit on 
items, he said. “Southern pine should not 
be discriminated against,” he declared. “The 
spread of southern pine to North Atlantic 
ports is greater than that on fir to the 
same points. Action should be taken au- 
thorizing the association officers to draw up 
an application to the Tariff Commission 
asking that southern pine costs be consid- 
ered when consideration is being given to 
northern pine and West Coast requests. 


President Foresees Larger Demand 


President C. C. Sheppard, who presided, 
said that the stock reductions effected by 
retailers had caused a suspension of buying. 
“My prediction,” said Mr. Sheppard, “is that 
if the retail yards have as much business 
in 1931 as they had in 1930, you manufac- 
turers will have more. This possibility is 
encouraging.” With the conditions facing 
the industry, he declared, this is the time 
when lumber producers have to stand shoul- 
der to shoulder. He then referred to the 
valuable services of the Southern Pine Asso- 
ciation. 

Secretary Reviews Year's Work 

H. C. Berckes, secretary-manager, said 
that although association expenses had been 
cut, revenues dropped $45,000 more due to 


decreased production, their decrease offset- 
ting the $31,000 raised by a special 2 cent 
assessment to pay the advertising deficit. 
But while the association had been $35,000 
in the red on March 1, it was now almost 
that amount in the black. No general ad- 
vertising was used in the year, said Mr. 
Berckes. Although only partly completed, 
the small-mill work has already shown its 
value, according to Mr. Berckes. 


Tariff Amendment Is Required 


Lumbermen must be prepared to tell con- 
gressmen what they want and why, declared 
Frank Wisner, Laurel, Miss., legislative 
committee chairman. He declared that the 
general view that section 307 of the Tariff 
Act protects the lumberman is wrong. The 
purpose of section 307 is fundamentally to 
protect American labor, he declared, rather 
than the manufacturer. Its provisions bar 
the entry of prison made goods, and prod- 
ucts of “forced or indentured labor.” The 
application of the exclusion to forced and 
indentured labor products, he pointed out, 
is not effective until Jan. 1, 1932. Mr. Wis- 
ner quoted the section itself, as also the 
regulations, and declared that it is clear that 
protection is available on convict made 
goods alone at present, and officials have 
no authority in law to go further. Mr. Wis- 
ner expressed the belief that the effective 
date of the provision against forced and in- 
dentured labor products should be moved up 
to April 1, 1931. Action at the short ses- 
sion of Congress is necessary. R. L. Ful- 
bright, association counsel, told the manu- 
facturers that a committee had been se- 
lected to go to Washington and would work 
for favorable tariff legislation. 

The meeting adopted a resolution direct- 
ing the association officials to file an appli- 
cation with the Tariff Commission asking 
that consideration be given to southern pine 
production costs, in connection with requests 
for action on lumber under the flexible pro- 
visions. 

Resent High Southern Rail Rates 


A difference in attitudes of southern and 
southwestern carriers toward southern pine 
lumber rates from that of transcontinental 
all-rail carriers toward fir rates, contributed 
the fundamental difficulty in a year of more 
complex problems than any before experi- 
enced by the Southern Pine Association, ac- 
cording to A. G. T. Moore, traffic manager. 
A vast proportion of Douglas fir is accessible 
to tidewater, and a large volume moves via 
the Panama Canal. Willingness of steam- 
ship lines operating to North Atlantic ports 
to reduce their rates to increase traffic, has 
a salutary effect on the transcontinental 
lines. Southern pine manufacturers are not 
as accessible to tidewater. In illustration 
Mr. Moore cited the making effective by 
transcontinental carriers of less than rea- 
sonable rates on fir to a part of Texas. 
Southern lines are co-operating with south- 
ern pine producers by not becoming parties 
to the less than reasonable rates, but con- 
currence of one or two of the destination 
lines would rend asunder the present rate 
fabric. In addition to this, Mr. Moore 
pointed out, transcontinental lines failed to 
defend before the I. C. C. a proceeding 
brought by the West Coast competitors in- 
volving rate reductions to the territory east 
of Chicago. A companion complaint brought 


by southern pine manufacturers against rates 
to the same territory was vigorously fought 
by lines serving southern pine territory, with 
the result of an examiner’s report favoring 
the lower rates on West Coast shipments, 
and denying lower rates on southern pine, 
Efforts are being made to have the Inter. 
state Commerce Commission reverse thie ex- 
aminer’s findings. Mr. Moore declared the 
rate situation is threatening the existence of 
southern pine in the competing markets af- 
fected. “It has been the thought of southern 
railroads that since the source of our raw 
material is permanently located on their 
rails and can not be moved away, they will 
perforce haul our tonnage next year to closer 
markets if not this. year to more distant 
markets. It is obvious that this great in- 
dustry is being forced to the truck, as car- 
riers insist upon high freight rates in def- 
ance of the rule.” 


Changes in Transportation Act Needed 


A review of development of rate control 
legislation was given by Mr. Moore. The 
“recapture” and “guaranty” clauses of the 
Transportation Act, he said, were changing 
the functions of the Interstate Commerce 
Commission from a purely judicial one in 
rate contests. The atmosphere of the com- 
mission was described by him as “legisla- 
tive.” Shippers and rail lines of one section 
are joining against similar combines in other 
sections in order to gain preferential trading 
advantages by voluntary reductions in rates. 
The next step, as seen by Mr. Moore, is 
for the carriers to call the attention of the 
commission to their failure to obtain the 
fair rate of return, placing the responsibility 
for action on-that agency. Mr. Moore ad- 
vocates the repeal of the Hoch-Smith reso- 
lution which, if operated, would nullify Fed- 
eral statutes and be unconstitutional; repeal 
of the recapture clause as restrictive of the 
full reward warranted by efficient operation; 
and repeal of the guaranty clause, as it 
places a premium on incompetency. Mr. 
Moore would also give shippers the right to 
test Interstate Commerce Commission deci- 
sions in court. 

The petition of the rail carriers that Fed- 
eral legislation control all forms of trans- 
portation, with no discrimination against 
railroads operating in any other field, was 
endorsed by Mr. Moore, who said it should 
receive aggressive support from the shippers. 

R. L. Fulbright, association attorney, 
spoke briefly, endorsing the proposal to re- 
peal the guaranty clause of the Transpor- 
tation Act which, he said, makes the Inter- 
state Commerce Commission the guardian 
of the railroads. The commission was origi 
nally established to safeguard the shippers. 
The shippers’ organization, the Industrial 
Traffic League, endorsed this view. 

Robert Wier, of Wier Long Leaf Lumber 
Co., Wiergate, Tex., declared that if mem- 
bers derived nothing further than legislative 
and traffic aid from the association, it would 
be worth the cost. 


AFTERNOON SESSION 


A resume of the percentage distribution 
of funds received by the National Lumbet 
Manufacturers’ Association, and _ various 


phases of its work was given at the opening 
of the afternoon session by M. L. Fleishel, 
representative of the Southern Pine Assocr 
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ation in the National organization. Mr. 
Fleishel presided. The National associa- 
tion was represented as being in a strong 
financial position, and operating carefully 
within its budget. He told of the value of 
its services in connection with the tariff, 
taxation and forestry, and of its statistical 
and promotional work. 

Miss Irene Williamson, Austin, Tex., who 
is engaged in a study of the resources of 
Texas and of new uses for lumber, for one 
of the State departments, spoke briefly. 

A. J. Peavy, of Shreveport, commenting 
on the National’s work, referred to the 
building of a structure at the Chicago Fair 
as an example of industrial construction of 
wood. W. H. Scales, New Orleans, field 
man ior the National, informed the manufac- 
turers that more activity will be carried on 
in heavy mill construction. 

A resolution in memory of the late M. J. 
Scanlon, whose death occurred recently, was 
adopted. 


Objectives in Pine Merchandising 


L. R. Putman, merchandising counsel, re- 
ported on the trade promotion work for 
Chairman E. L. Kurth. Mr. Putman said 
the program of the association was based 
on (1) a survey to map out the natural 
markets of southern pine (determined largely 
by freight rates), and of that territory to 
determine a basis for co-operation with re- 
tailers; (2) as half the southern pine pro- 
duced is from small mills, organization of these 
and standardization of their product (3) 


selection of dealers willing to merchandise 
quality stock. Mr. Putman commented that 
the Better Business Bureau of St. Louis 


had challenged an advertisement’ there 
which had asserted that grade marking must 
be efficient, and that only the Southern Pine 
Association was capable of handling it. 


A Retailer’s View on Lumber Selling 


Retailers and sawmill men have the same 
aim, to sell lumber at a profit, declared J. P. 
Williams, spokesman for the Florida retail 
lumber dealers’ association. Today it is nec- 
essary for the manufacturer to follow 
through. It must be borne in mind, said 
Mr. Williams, that 40 percent of the retail- 
ers business is now in substitutes. Those 
producing substitutes had a new product, 
and were forced to plan their selling. The 
lumber manufacturer must also create a 
demand for his products. He also spoke of 
the competition of luxury goods. Referring 
to grades, Mr. Williams declared that in 
small-mill districts, the retailer when he has 
an order goes to the small mill and gets 
a straight, fresh looking piece frequently 
right from the pine needle. After it is put 
into use, results are unsatisfactory and the 
owner blames “lumber.” “I defy any saw- 
mill man to pick out the grades actually 
shipped,’ Mr. Williams challenged. “There is 
too much sweetening and one manufacturer 
sweetens one item, and another selects a 
different grade. The sweetening practice is 
piling up trouble for the future. It is as 
important to see that good construction is 
followed as to see that the grade is up.” 
He advocated stabilization of prices, rather 
than allowing some buyers to hammer 
down quotations and profit at the expense 
of the industry. Mr. Williams also declared 
the retailer needs education in lumber. “The 
substitute people see to it that their retailer 
is informed on their product,”. he asserted. 


Advocates Grade Marking Campaign 


Matt Rhodes, formerly a sawmill man but 
now lumber department manager for Jahncke 
Service, New Orleans, agreed with Mr. Wil- 
liams that retailers do not know lumber and 
cant talk it. “The dealer can tell you all 
the whys of substitues, though,” he said. 
Lumber manufacturers are waking up now, 
and the closer they come to the retailer, the 





better.” He is strong for grade marking 
and said that conditions are ripe for a cam- 
paign in New Orleans. Retailers are in trou- 
ble now and will listen, he commented. Ex- 
amples of shoddy construction which hurt 
the industry were cited by Mr. Rhodes. 


Small Mills Need Marketing Aid 


W. H. Fields, a small-operator at Pine- 
apple, Ala., was called on to express his 
views on the organization of small mills in 
that district. He said the idea of improve- 
ment of small-mill manufacturing and grad- 
ing is good, and they will go ahead with it. 
Mr. Sheppard then quoted a statement which 
Mr. Fields made in the promotion commit- 
tee meeting Wednesday, to the effect that 
the association was leading the small mills 
right up to the problem of marketing. He 
had asked Mr. Fields whether, if a sales or- 
ganization were formed by having the mills 
make exclusive sales contracts, and this or- 
ganization could satisfactorily sell the small 
mills’ product, distributing the orders, per- 
haps by a committee including all sales man- 
agers, and being paid a reasonable price for 
its work, would the small mills be inter- 
ested? Mr. Fields had replied that the small 
mill affects the large mill from a price 
standpoint, otherwise he would not have 
been honored with a visit from Mr. Putman. 
Help can be given by helping the market. 


Cc. C. SHEPPARD, 
Clarks, La.; 
President 


H. C. BERCKES, 
New Orleans, La.; 
Secretary 


The best help is by the formation of the re- 
gional sales group, and quite a number 
of small mills would join a sales organization. 


Non-Standard Grades Troublesome 


Greeley McGowin (called on as a 1930 
model small-mill man) said it is optional 
now whether to employ a grader, but by 
education the small mills can get their grad- 
ers in under Southern Pine supervision. A 
brief discussion followed by C. C. Sheppard 
and E. L. Kurth on-the use by some mills 
of an outlaw grade designated as “machine 
run.” When retailers realize what they are 
getting, they will discontinue placing orders 
for this grade, it was stated. Mills handling 
this same item properly, say to customers 
that if they can take the accumulation of 
No. 3 (in the No. 2 common surfaced both 
sides) a differential is 


accorded on price. 
W. T. Murray, grading rule committee 
chairman, and Chief Inspector Jones, dis- 
cussed No. 2 flooring and droppings, ad- 


vising that there can be no official inspec- 
tion of the “droppings” grade. 

The closing session was cast into gloom 
by the sudden death of Robert Bruce Bear- 
den, of St. Louis, sales manager of Frost 
Lumber Industries, who succumbed to a 
heart attack at the De Soto Hotel. Mr. 
Bearden had been in attendance. 


LOOKING AHEAD 


[By Alvan T. Simonds, President, Simonds 
Saw & Steel Co.] 


“Looking Ahead” has for many years been 
pointing out that while we may not at any 
given period of the business cycle be able to 
see all or even the decisive forces that bring 
about a change in the trend of business, yet 
there is an economic factor that is the resultant 
of all these impelling forces. This factor is the 
cost of credit. This we can see and follow in 
its changes. 

Each short cyclical swing in business since 
the war has been preceded (beginning about a 
year earlier) by a corresponding movement in 
money rates reversed. In the short cyclical 
swings of the cost of credit, the various rates 
fluctuate practically together. A composite of 
money rates would doubtless be preferable to 
any single series. Rates for credit used in 
speculation in 1928 and 1929 would influence 
this composite rate more than commercial rates. 
Excessive speculation in 1929 was perhaps the 
chief of the impelling forces towards depres- 
sion. In 1919 and the first half of 1920 com- 
mercial rates exercised a relative influence much 
greater than they did in 1928 and 1929. Busi- 
ness excesses in 1919-1920 were probably equally 
to blame with. speculation. * * * Can we not 
do something to prevent a repetition of this 
during the coming revival up to prosperity ? 

The upward movement in money rates re- 
versed (i. e. the filling up of the credit reser- 
voir) from December, 1929, to date forecasts, 
as it has in each similar situation since the 
war, a ‘business revival. As in each preceding 
case, there is a possibility that this forecast may 
not prove to be correct. We believe it will 
prove true; but the particular point we wish 
to stress now is this—if business revives through 
1931 to another cyclical peak in the first half of 
1932, let us make sure that the unseen forces 
acting during the revival and impelling busi- 
ness down into depression are discovered or, 
if this is impossible, that they are counteracted. 
We believe, as in the past, revival will be ac- 
companied by increasing money rates. If be- 
cause of speculation, because of business ex- 
cesses or for any other reason, money rates 
are allowed to go to extreme highs, then a 
depression is bound to follow. Let us educate 
to the end that they do not. Let us organize 
to accomplish that end. * * * 

We are very strongly impressed with the 
necessity of doing those things through 1931 
and 1932 that will prevent another serious de- 
pression following. We believe that if we can 
convince the readers of “Looking Ahead” and 
through them as many other bankers and busi- 
ness men as possible of the fact that short 
cyclical swings in money rates reversed have 
forecast correctly every major swing in busi- 
ness since the war, then we shall have a start- 
ing point for constructive work. * * * 





Four Container Concerns Merge 


Boston, Mass., Dec. 16.-—One of the largest 
mergers of lumber and woodworking concerns 
effected in New England in some time has just 
been announced. The Colonial Containers Cor- 
poration has been organized to take over com- 
plete the Wing & Engel Co., of Bangor, Me.; 
G. A. Crossman & Son Co., Portland, Me.; the 
Otis Allen Co., of Lowell, Mass., and the 
Horatio Hickok Co., of Burlington, Vt. 
Full details of the merger are not available. 
According to George L. Crossman, of Portland, 
who is president of G. A. Crossman & Son, 
the Colonial Containers Corporation will con- 
sume around 50,000,000 board feet of lumber an- 
nually on the basis of present plans. 

This is the second important merger of box, 
shook and boxboard enterprises in New England 
in the last few years, the other being the uniting 
of the New England Box Co., of Greenfield, 
Mass., with the Atwood & McManus Box Co., 
of Chelsea, and their subsidiaries. 

















AMERICAN LUMBERMAN 


December 20, 1939 





——s 


Associations’ Plans and Activities 


Dec, 29-31—Society of American Foresters, Ward- 
man Park Hotel, Washington, D. C. Annual. 
Jan. 9, 1931—California White & Sugar Pine Manu- 
facturers’ Association, Palace Hotel, San Fran- 


cisco, Calif. Annual. 
Jan. 12, 1931—Wholesale Lumber Dealers’ Asso- 
ciation (Toronto), Toronto, Ont. Annual. 


Jan. 13-16, 1931—Ohio Association of Retail Lum- 
ber Dealers, Cleveland Auditorium, Cleveland, 
Ohio. Semi-centennial convention, 

Jan. 14-15, 1931—Retail Lumber Dealers’ Associa- 
tion of Indiana, Claypool Hotel, Indianapolis, 
Ind. Annual, 


Jan. 15, 1931—Red Cedar Shingle Congress, Olym- 


pic Hotel, Seattle, Wash. Annual. 
Jan, 15, 1931—British Columbia Loggers’ Associa- 
tion, Vancouver, > Annual. 


Jan. 15-17, 1931—Mountain States Lumber Dealers’ 
Association, Broadmoor Hotel, Colorado Springs, 
Colo. Annual. 


Jan. 16, 1931—Indiana Hardwood Lumbermen’s As- 


sociation, Claypool Hotel, Indianapolis, Ind. 
Annual 
Jan, 19-20, 1931—West Virginia Lumber & Build- 
ers Supply Dealers’ Association, Stonewall 
Jackson Hotel, Clarksburg, W. Va. Annual. 
Jan. 20, 1931—Roofer Manufacturers’ Club, Colum- 


Annual, 

1931—Northwestern Lumbermen’s As- 
sociation, Minneapolis Auditorium, Minneapo- 
lis, Minn, Annual, 

Jan. 21-23, 1931—Pennsylvania Lumbermen’s Asso- 
ciation, Bellevue-Stratford Hotel, Philadelphia, 
Pa. Annual, 

Jan. 21-23, 1931 
Association, 
Ont. Annual. 


bus, Ga, 
Jan, 20-22, 


Dealers’ 
Windsor, 


Retail 
Edward 


Lumber 
Hotel, 


Ontario 
Prince 


Jan, 22, 1931—New Jersey Lumbermen’s Associa- 
tion, Robert Treat Hotel, Newark, N. J. An- 


nual. 

Jan. 22-23, 1931—Carolina Retail Lumber & Build- 
ing Material Dealers’ Association, Charlotte 
Hotel, Charlotte, N. C. Annual. 

Jan, 27, 1931—Northern Pine Manufacturers’ Asso- 
ciation, Minneapolis, Minn. Annual. 


o- 


Jan. 27-28, 1931—National Lumber Exporters’ As- 


sociation, Peabody Hotel, Memphis, Tenn, 
Annual. 

Jan. 27-29. 1931—Southeastern Iowa Retail Lum- 
bermen’s Association, Ottumwa Hotel, Ot- 
tumwa, Iowa. 

Jan. 27-29, 1931—Northeastern Retail Lumber- 
men’s Association, Pennsylvania Hotel, New 
York City. Annual. 

Jan, 28-30, 1931—Southwestern Lumbermen’s As- 


sociation, The Forum, Wichita, Kan. Annual. 

Jan. 28-29, 1931—Tennessee Lumber, Millwork & 
Supply Dealers’ Association, Hotel Noel, Nash- 
ville, Tenn. Annual. 

Jan, 29, 1931—Hardwood Interior Trim Manufactur- 
ers’ Association, Memphis, Tenn. 

Jan. 29, 1931—Hardwood Dimension Manufacturers’ 
Association, Memphis, Tenn. 

Jan. 29-30, 1931—Hardwood Manufacturers’ Insti- 
tute, Hotel Peabody, Memphis, Tenn. Annual. 


Jan. 31, 1931—Southern Hardwood Traffic Asso- 
ciation, Hotel Peabody, Memphis, Tenn. An- 
nual, 

Feb. 3-4, 1931—Canadian Lumbermen’s Association, 
Royal York Hotel, Toronto, Ont. Annual. 
Feb. 3-5, 1931—Iowa Lumber & Material Dealers’ 
Association, Coliseum, Des Moines, Iowa. An- 

nual, 


Feb. 4-6, 1931—Retail Lumber Dealers’ Association 
of Western Pennsylvania, William Penn Hote}, 
Pittsburgh, Pa. Annual. 

Feb. 4-6, 1931—Michigan Retail Lumber Dealerg’ 
Association, Book Cadillac Hotel, Detroit, Mich, 
Annual. 

Feb. 10-12, 1931—Central Association of the Trave}]. 
ing Lumber & Sash & Door Salesmen, Stevens 
Hotel, Chicago. Annual. 

Feb. 10-12, 1931—Illinois Lumber & Material Dea}. 
ers’ Association, Stevens Hotel, Chicago, An. 


nual. 
Feb. 11-12, 1931—North Dakota Retail Lumber. 
men’s Association, Fargo, N. D. Annu 


Feb. 13-14, 1931—Virginia Lumber & Building Sup. 
ply Dealers’ Association, John Marshall Hotel, 
Richmond, Va. Annual. 

Feb. 17, 1931—Northern Wholesale Hardwood Lum. 
ber Association, Milwaukee Athletic Club, Mil. 
waukee, Wis. Annual. 

Feb. 17-19, 1931—Wisconsin Retail Lumbermen’s 
Association, Auditorium, Milwaukee, Wis. An- 
nual, 

Feb. 18-20, 1931—-Nebraska Lumber Merchants’ As. 
sociation, Rome Hotel, Omaha, Neb. Annual, 

Feb. 19-21, 1931—Western Retail Lumbermen’s As. 
sociation (U. S.), Winthrop Hotel, Tacoma, 
Wash. Annual, 

Feb. 23-25, 1931—Kentucky Retail Lumber Dealers’ 
Association, Brown Hotel, Louisville, Ky. An- 
nual, 

Feb, 24, 1931—-Northern Indiana & Southern Michi- 
gan Retail Lumber Dealers’ Association, Oliver 
Hotel, South Bend, Ind. Annual. 

Feb, 24-26, 1931—Southwestern Iowa Retail Lum- 
bermen’s Association, Hotel Chieftain, Council 
Bluffs, Iowa. Annual. 





West Virginians Set Date 


Huntincton, W. Va., Dec. 15.—Announce- 
ment is made by Rolland C. Mossman, secre- 
tary-treasurer of the West Virginia Lumber & 
Builders’ Supply Dealers’ Association, that its 
eighteenth annual convention will be held on 
Jan. 19 and 20, 1931, at the Stonewall Jackson 
Hotel in Clarksburg. 





California Pine Date Changed 

SAN Francisco, CAatir., Dec. 13.—B. W. 
Lakin, of McCloud, Calif., president of the Cali- 
fornia White & Sugar Pine Manufacturers’ 
Association, advises that the date for the an- 
nual meeting has been advanced from Jan. 29 
to Jan. 9, 1931. Headquarters will be at the 
Palace Hotel in this city. 





Special Feature for Illinois Convention 


In connection with the annual convention of 
Illinois Lumber & Material Dealers’ Associa- 
tion, to be held leb. 10-12, 1931, at the Stevens 
Hotel, Chicago, Secretary J. F. Bryan an- 
nounces that it has been decided to choose for 
the closing session Thursday afternoon the 
subject “Business Management and Office 
Equipment.” In this connection there will be 
displays of the latest office equipment in the 
exhibits hall. There will be three speakers of 
outstanding merit to talk to the dealers, two 
of whom will take different angles of the 
subject “Business Management” and the third 
to talk on “Office Equipment.” Following this, 
there will be plenty of time left for questions 
by the dealers and for the discussion of the 
subject, this being strictly a dealers’ session. 





Commercial Forestry in South Carolina 


CoLumslia, S. C., Dec. 15.—The general com- 
mittee of the South Carolina Commercial For- 
estry Conference, composed of leading lumber- 
men, wood-using industry representatives, rail- 
road men, farmers, educators and other inter- 
ests, announces its conference dates and meet- 
ing place as Jan. 20 and 21, 1931, in this city. 
L. I. Guion, Lugoff, S. C., chairman of the con- 
ference, reports unusual interest in the meeting 
at which solution to the problems confronting 
forestry progress and wood-using industries will 
be considered and policies of action by private 
and public agencies determined. A program 
with thirty speakers has been arranged under 





the direction of H. L. Tilghman, of Marion, 
S. C., and will include national and State lead- 
ers in business and forestry. Assistance to the 
movement is being rendered by the Columbia 
Chamber of Commerce, the extension service 
of Clemson College, a group of South Caro- 
lina business organizations at large, the State 
forestry commission, and the Chamber of Com- 
merce of the United States. 








Date for North Dakota Convention 

Farco, N. D., Dec. 15.—Secretary Floyd P. 
Lavelle, of the North Dakota Retail Lumber- 
men’s Association, this city, advises that the 
organization’s annual meeting will be held Feb. 
11 and 12, 1931, in Fargo. 





Ontario Retail Directors Meet 


Toronto, Ont., Dec. 15.—The directors of 
the Ontario Retail Lumber Dealers’ Association 
held the last of their 1930 meetings today at 
the Royal York Hotel. President J. C. Irvin, 
of Weston, occupied the chair. The secretary- 
manager reported that the association was end- 
ing the year with a good surplus of receipts 
over expenditures and a record number of 
members. The International Order of Hoo-Hoo 
was granted permission to hold a concatenation 
on Jan. 21, at the Prince Edward Hotel, Wind- 
sor, this being the first night of the associa- 
tion’s annual convention. The chief matter 
dealt with was the agenda for the annual meet- 
ing and several important details were decided 
upon, 

At the conclusion of the morning session 
several of the directors of the Wholesale Lum- 
ber Dealers’ Association joined the retailers for 
luncheon, after which a joint conference was 
held during which a number of matters of com- 
mon interest were discussed. These conferences 
have now become an established institution and 
are doing much to bring about better under- 
standing between the two branches of the trade. 








Two Days Saw Canodion Convention 


Otrawa, Onrt., Dec. 15.—R. L. Sargant, 
secretary-manager of the Canadian Lumber- 
men’s Association, this city, advises that the 
next annual meeting of the organization will 
be a two-day affair instead of three days, as 
originally planned. The dates are Feb. 3 and 
4, 1931, and the meeting place is the Royal 
York Hotel, Toronto, Ont. 


Adopts Code of Business Practice 

SEATTLE, WaAsH., Dec. 13.—Adoption of a 
code of business practice immediately and the 
installation of a uniform cost account system 
about the first of the year are announced by 
the Retail Lumbermen’s Credit Association 
here. Copies of the code will be hung in all 
member offices and space at the bottom is left 
for individual signatures. The code is 14x24 
inches in size and is attractively printed. Both 
the code and the uniform cost system are prod- 
ucts of the association. 

The code covers defamation of a competitor, 
inducing breach of contract, imitation of trade- 
mark or trade name, fraud or misrepresenta- 
tion, sale of product without profit, commercial 
bribery, rebates, and enticement of employee, 
all of which are termed as unfair trade prac- 
tices. The granting of long term credit without 
readily convertible security is the final article 
in the code, and it is condemned as an unsound 
business principle. _ 


South Dakota Retellers’ Annual 


Harrrssurc, S. D., Dec. 15.—Announcement 
is made by H. C. Kehm, this city, secretary of 
the South Dakota Retail Lumbermen’s Associa- 
tion, that its annual convention will be held 
March 11 and 12, 1931, in Sioux Falls. The 
headquarters hotel has not as yet beeu selected. 








New Cypress Field Man 
JACKSONVILLE, Fia., Dec 15.—In accordance 
with the action of the Southern Cypress Manu- 
facturers’ Association at a meeting held here 
on Nov. 19, authorizing the employment of an 
additional field man, the committee, after giving 
consideration to a number of applications, has 
selected L. W. Smith, of Williamsport, Pa, 
and he has assumed his duties. Mr. Smith 1s 
a forester by profession and has a fine record as 
a lumber salesman. Graduating from the Beth- 
lehem (Pa.) High School, Mr. Smith went 
with the Bethlehem Steel Co. as an apprentice 
machinist. Before completing his apprentice 
ship, he entered Pennsylvania State College 
with the class of ’19 in forestry. This course 
was interrupted by the World War, but alter 
being discharged from the army, Mr. Smith re- 
sumed his school work, finished his course an 
was an instructor in forestry for one year. #9 
1921 Mr. Smith became connected with the Cet 
tral Pennsylvania Lumber Co. as a salesmat. 
His knowledge of woods, combined with an ut 
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sual personality, peculiarly fitted him for this 
work and he has made an outstanding record 
in that capacity. 

yr the present Mr. Smith will make Cleve- 
fand, Ohio, his headquarters, working out of 
that city with Ben R. Ellis, head field repre- 
sentative of the association. Mr. Smith enjoys 
a wide acquaintance in and an intimate knowl- 
edge of the problems of the industrial trade, 
which will be of special value to him and to 
the cypress association in his effort to promote 
the greater use of cypress. 


—_ 


=} 





A Retailer’s Delivery Record 


How much should the retail lumberman 
charge, in addition to all other items of cost, 
for the delivery of the lumber and roofing and 
other materials he sells? He knows, of course, 
that the total retail price he gets for his lum- 
ber equals (to use a mathematician’s way of 
expressing it) the wholesale price plus the 
ofice and yard overhead plus his profit plus his 
delivery charge. 

The office and yard overhead is practically 
constant, and the wholesale price nearly con- 
stant, so these two may be considered together 
as the cost of the lumber in the yard and for 
clarity this may be considered a constant. Then, 
cost in yard plus profit plus cost to deliver 
equals price delivered to customer. Or, to put 
the other way ‘round, starting with that which 
is most interesting to the retailer—profit equals 
what customer pays minus cost in yard minus 
cost to deliver. Since cost in yard is constant, 
it is with the other three elements that one 
must deal in this case. And only a very casual 
study is necessary for one to see that, for any 
quantity of lumber, if the delivery cost goes 
up the profit comes down unless the cost to 
the customer goes up too. 

Since the cost of delivering that quantity 
of lumber to any given destination is a fixed 
amount, it naturally follows that delivery 
cost either is added to what the customer 
pays or is subtracted from the dealer’s profit. 
It is well worth the dealer’s while, therefore, 
to know his delivery costs, and to make sure 
that his customers, not he himself, are paying 
them. 

But how to know one’s delivery costs? One 
plan, which is widely used, is to judge by past 
experiences. About the only way to do that is 
to keep a record of those experiences from day 


today. One system of records, which has been 
proving entirely satisfactory in every way, is 
that employed by C. Starkweather & Son 
(Inc.), of Beaver Dam, Wis., a retailer of 


lumber and building materials, and coal. 

By means of a printed form—one copy for 
each driver for each working day—the com- 
pany provides itself with a written record of 
exactly what the driver does every day and 
where he does it. The form is printed on a 
standard 8'%4x11-inch sheet, the “long way of 
the paper,” and may be bound at the left end. 
In the upper left corner is a blank for the driv- 
er’s name, the date, identifications of the team 
or truck (this Wisconsin retailer still has a 
lew teams), and a description of the weather 
Prevailing that day. The purpose of this last 
bit of in formation is to jog the me mory in case 
of dispute—“You remember, Mrs. Jones, it was 
raining that day and the driver had to keep off 
the soft ground”—and also as a factor helping 
to control the speed of delivery. 

iy od lower two-thirds of the sheet is occupied 

, horizontal and vertical rulings, the upper 
if of this section for the morning hours and 
the lower half for the afternoon, with nine 








Preparing for Granite State Annual 


MaAncuester, N. H., Dec. 16.—J. L. Bick- 
ford, manager of J. Tolles & Co., Nashua, 
and president of the New Hampshire Retail 
Lumbermen’s Association, expects shortly to 
announce a date and plans for the annual con- 
vention, following a meeting of the directors. 
At a recent seasonal meeting President Bickford 
advocated a “reserve supply company” project, 
to aid the dealers in handling the slow-moving 
items of yard stock, and warned his fellow 
dealers to be careful in granting credit. 


lines available for each. In the first column the 
driver puts the name of the customer or the 
job number, in the second column the approxi- 
mate distance from the yard, and the third col- 
umn indicates the volume of the load. The fourth 
column lists the material delivered. The next 
five columns represent the hours—morning 
hours in the upper section and afternoon hours 
in the lower section. Each hour column in turn 
is marked off into four columns, to indicate 
quarter-hours. The quarter-hour columns are 
the same width as the horizontal spaces, squares 
resulting. 

The “Material Delivered” column usually 
contains only numbers and key letters, accord- 
ing to a table which is printed in the upper 
right corner of the sheet. Here are listed the 
products sold by the company and their key 





John A. Janvrin, 
of the association, told of the benefits his yard 
has received through local radio advertising. A 


Hampton, a past president 


broadcast costing $40 brought in three live 
prospects for new homes, attracted by the 
tempting description of the things the Janvrin 
yard is offering for home-lovers. 

Charles E. Dodge, of the Norfolk Lumber 
Co., Stoughton, Mass., and Secretary- Manager 


Paul S. Collier, of the Northeastern Retail 
Lumbermen’s Association, were the guest 
speakers. 
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indicate all trips and a straight horizontal line 
is used when column four contains a No. 12, 
“idle between deliveries.” 

C. A. Starkweather, manager of the company, 
told a representative of the AMERICAN LUMBER- 
MAN that this system is convenient for both the 
bookkeeper and the driver, requiring very little 
time for either man to use it. 





For Faster, Better Road Building 


CEDAR Rapips, Iowa, Dec. 15. —Lumber manu- 
facturers and their logging engineers who are 
seeking speedier methods of constructing log- 
ging roads, whether for team, tractor, truck or 
railroad, will do well to consider the advan- 
tages of a new backfiller, the oscillating bladc 
of which is so short it can be used for bulldoz- 

ing also, which has been 








The new improved LaPlant-Choate backfiller 


letters, care being taken to use only such let- 
ters as are unmistakable in shape: A, Sand; 
Gravel; C, Crushed Stone; D, Cinders; E, 
Cement; F, plaster; G. ry id H, lime in bulk; 
J, salt; K, common brick; L, veneer brick; M, 
sewer pipe; O, building tile and flues; P, lum- 
ber; R, shingles and lath; S, interior finish; T, 
windows and doors; U, posts and poles; 1, an- 
thracite coal; 2, Pocahontas coal; 3, Black 
Band coal; 4, Kreme Kole; 5, Solvay cake; 6, 
four-foot cordwood; 7, sawed wood; 8, maple 
trimmings; 9, 10 and 11, left blank for added 
items; 12, Time idle between deliveries ; 13, re- 
pairs; 14, break down; 15, hauling freight; 16, 
time drayage, $.... per hour; 17, contract 
drayage, $.... for job; 18, company drayage. 
The use of this sheet is simple enough. The 
driver puts the desired information in the first 
four columns, and then for the other columns, 
showing the time consumed for each trip, only 
straight lines are needed, such as are used in 
drawing a graph. Diagonal lines are used to 


announced by the La 
Plant-Choate Manufac- 
turing Co. at its factory 
here. The improved 
equipment is designed 
for use in connection 
with “Caterpillar” trac- 
tors, especially the 
“Thirty” model. 

The blade frame en- 
tirely surrounds the 
tractor, and is pivoted 
in the center so that 
the front may be raised 
or lowered by the hy- 
draulic control at the 
rear of the machine. 
This center pivot idea, 
together with the fact 
that the blade is carried 
very close to the front 
of the tractor, use tp 
the fullest all the power 
delivered to the tracks. 
The front of the frame 
is pointed, and at the apex is the newly de- 
signed blade pivot box which, allowing the 
blade to oscillate freely at all times, gives a 
full floating blade; this may be used either 
straight across, or firmly set at an angle either 
right or left, or either end may be held down, 
even as far as 20 inches below track level. An 
overhanging blade on the delivery side coun- 
teracts side draft, and the improved roll of the 
mold board cuts with a slicing motion. 

A feature of special value to builders of log- 
ging roads is that although the ground is rough 
and uneven, and the tractor is running in ruts, 
the blade carries level on adjustable “mush- 
room” shoes. A special side-wing may be used 
in soil subject to cave-ins, or, as a bumper blade 
just behind the forward end of the main blade, 
on the land side, keeps the big blade from cut- 
ting in too deeply. A complete description of 
the new equipment is available in an illustrated 
folder, which will be sent interested lumbermen 
who will write the company here or to the 
AMERICAN LUMBERMAN. 
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Used Form Lumber Makes New Kind of Partitions 


SEATTLE, WASH.,, 
radical departure from standard 
construction for apartment parti- 
tion walls, involving a more effec- 
tive use of lumber, has been de- 
veloped in the offices of Schack & 
Young, architects and engineers of 
Seattle, and is being used for the 
first time in an apartment under 
construction in Seattle, according 
to the West Coast Lumbermen’s 


Dec. 13. \ 
f 16-inch 


This 


lath strips set vertically at about 
centers, and _ the 
nailed through to the 2x6-inch core. 
construction is 
fire resistant, because there are no 
hollow spaces except the occasional 
ones which make way for pipes or rial 
even these are cut off 
by the fireproof floor at each floor 
level; of course, with no air avail- 


ducts, and 


whole will be no combustion. 
extremely 


between the 
plaster. 


able to support combustion, there 
Also, the 
walls in this building have proved 
to be extremely resistant to sound 
transmission, especially those walls 
which have sound-deadening mate- 
wood and the 


A great saving is made possible 
by the ease of erecting 


taking them down with the almost 
total absence of waste and ¢lim- 
ination of the labor of removing 
and destroying large quantities of 
form lumber. Labor costs are very 
materially reduced. 

In regions where freight rates on 
lumber becomes a_ considerable 
item, it would be found economical 


forms and to use the 2x6-inch materia! for 


wall forms, later using it up in 





Association. 
from 
practice lies in the fact 
that the partition lumber is cut to 
length and first used as forms for 
concrete construction. 


The interesting departure 
standard 


It therefore 
never leaves the location in which 
it is first carried as an auxiliary 
construction material and is finally 
set up tor permanent construction, 

The construction involves the 
use of 2x6 tongued and 
Douglas fir 
as shoring, 
sotnt 


grooved 
lumber, first using it 
bracing, stringers and 
boards for reinforced con- 
crete construction and later taken 
down and built into a mill construc- 
tion partition. The great bulk of 
this material is pre-cut to re- 
quired finished lengths. 

One of these partitions consists 
of the 2x6 set up vertically, making 
a solid 2-inch wall. For sound re- 
sistant partitions, this wall is cov- 
ered with sound resisting material 
on each side and plastered. For 








| 
| 
\ 





the same type of partition. In the 
average apartment construction it 
will be found that with the most 
extensive use of 2x6-inch in form- 
work, there still will remain a 
small deficiency in the amount of 
lumber required for partitions. 

When the forms are removed, 
the lumber is piled in positions 
convenient for installation in the 
partition walls. It has been found 
that forms so constructed are stiff 
and unyielding and that the finished 
soffits and ceilings are straight. 
Records on this building show no 
concrete loss usually present as 
the result of some deflection. The 
only waste consists of the cleats 
and possible odd lengths, most of 
which are used up in the partitions 
over doofways and the like. 

This type of building, which in- 
volves concrete floors with all ver- 
tical openings fireproof, and open- 
ings protected by fire doors, in con- 
junction with mill partitions, ap- 
pears to offer great range of use- 
fulness. The solid partitions are 





minor partitions, it may be lathed 
with wood lath. Where wood 
lath is used it is furred out by 


Showing installation of 2x6-inch tongue and groove Douglas fir in parti- 


tion walls 


incombustible and a fire would be 
confined to the apartment in which 
it started. 


Business and Pleasure With Lumbermen’s Clubs 


Memphis Club Election 


MEMPHIS, TENN., Dec. 15.—A. L. DeMont- 
court, of the E. L. Bruce Co., was elected 
president of the Lumbermen’s Club of Memphis 
at the annual election held Saturday night at 
the Hotel Gayoso, Other officers elected are: 

First vice president 


Almonta Smith, Chap- 
man-Dewey 


Lumber Co 

Second vice president 
Schaffer Hardwood Co 

Directors—R. W Ricketts, jr., 
Lumber Co., and George A 
Farber-Love Co., John L. 
Bennett Manufacturing Co 


H. I’. Moyer, Moyer- 


Gayoso 
Roussell, Turner- 
West, Jorgensen- 
Secretary-treasurer—Charles E. 
Brown & Co, 


Thomason, 


George C (re-elected), 


The election followed two days of campaign- 
ing, when many members of the club took part. 
The new officers will be installed at the next 
regular meeting which will probably be held 
on Jan. 8, 1931. 





Higher Tariff, Lower Taxes Needed 


TAcoMA, WaASH., Dec. 13.—The lack of a 
protective tariff, and oppressive taxation con- 
tinuing over many years, are the principal rea- 
sons for the troubles of the lumber industry in 
Washington State, according to Goy. Roland H. 


Hartley, who was the principal speaker at the 


annual banquet of the Tacoma Lumbermen’s 
Club held at the Hotel Winthrop here last 
night, and attended by two hundred and fifty 
lumbermen and representatives of allied indus- 
tries from all parts of the Northwest. 

In a straight from the shoulder talk, much 
of which was directed with good natured satire 


at P. Z. Caverhill, chief forester for British 
Columbia, the previous speaker, the governor 
declared the Canadian competition in American 
markets to be one of the principal factors in 
the present depression. 

“In the name of conservation much 
has been done to Washington,” he said. “It is 
not possible for us to compare the British 
Columbia industry with that in Washington. 
In Washington the timber owners have known 
heavy taxation for many years. They have 
been called upon to build bridges, roads and 
schools and pay State running expenses. British 
Columbia, with its tax on timber as it is cut, 
may have conservation. Not so here. We 
have taxed our timber until the owners can’t 
carry it. Although 80 percent of our cut-over 
lands are reforesting naturally, it takes 60 years 
to grow a tree large enough to make a railroad 
tie. We needed a protective tariff. What did 
we get? The $1 hardly pays the cost of ad- 
ministration. You big timber owners are try- 
ing to cash in on your holdings, rather than 
carry them longer. You know it and I know 
a 

Mr. Caverhill gave an outline of the taxation, 
replacement and conservation methods of the 
British Columbia government, discussed the 
reasons for the present depression, and pre- 
dicted the future of the lumber industry to be 
in a closer tieup between the timber manufac- 
turer and the manufacturers who use the waste 
from the mills. 

Retiring President Roy J. Sharp presented 
Philip Garland, secretary-treasurer of the 
Oregon-Washington Veneer Co., as the new 
president of the organization. Mr. Garland is 
the first president of the club not a sawmill 


harm 


operator. He was elected by the new board 
of trustees last Wednesday. G. Corydon Wag- 
ner, of the St. Paul & Tacoma Lumber Co. 
was named vice president, and G. E. Karlen, of 
the Karlen-Davis Lumber Co., secretary treas- 
urer. Mr. Garland took over the meeting and 
presented Mr. Sharp with a handsome watch 
in recogntion of his services for the club, at the 
same time paying a graceful tribute to his 
energy and executive ability. 

Humorous talks were made by J. J. Butler, 
Renaud Ostlund, State commander of the 
American Legion, and Joseph A. Sweeney. At 
the conclusion of the banquet the guests ad- 
journed to the roof garden, where a musical 
and vaudeville entertainment was given. 

The regular weekly business meeting of the 
Tacoma Lumbermen’s Club was not held Dee. 
12, as the lumbermen are making preparations 
for the annual club banquet scheduled for the 
evening. 





Cincinnatians in Christmas Party 

Cinctnnatr, Ono, Dec. 15.—Holiday spirit 
was rife at the Christmas party of the Cinci- 
nati Lumbermen’s Club tonight and for the 
nonce all gloom talk was silenced. More than 
100 lumbermen were assembled at the Cuincin- 
nati Club grill and Roy E. Thompson, tormer 
president of the club and chairman of the ar- 
rangements committee, put on an entertainment 
and feed which compared most favorably with 
anything previously attempted of like nature. 

There was an abundance of good things 10 
the inner man and following the serving of the 
menu and the singing of songs of good cheef, 
President E. W. DeCamp announced that regu 
lar business of the session would be suspend 
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with one exception. The exception was a mo- 
tion of C. Earl Hart, former president of the 
club and general manager of the L. G. Ban- 
ning Lumber Co., that the lumbermen make a 
Christmas present to the Community Chest fund 
for the assistance of the unemployed in the 
shape of a donation. He suggested that the 
January meeting be dispensed with and that 
the sum generally appropriated for the 
monthly dinner be sent to the aid of the unem- 
ployed. After the motion had been adopted 
ynanimously, Harry A. Hollowell, president of 
the H. A. Hollowell Lumber Co. and former 
Vicegerent Snark of Hoo-Hoo here, proposed 
that every club member pledge himself to find 
at least three days’ employment for some un- 
employed man in the remainder of December 
and through January. This action was also 
approved by a unanimous vote. ‘ 

Following the dinner there were games of 
bridge, whist and other indoor sports. 


Opposed to New Cement Sales Plan 


La Crosse, Wis., Dec. 15.—Unanimous action 
opposing the new cement marketing plan was 
taken by the Mid-West Wisconsin Lumbermen’s 
Club at its meeting at the La Crosse Hotel 
here. A large attendance of members was on 
hand to participate actively in the discussions 
of the evening, which were devoted to the sub- 
ject of cement. The club also went on record 
and declared that cement companies should sell 
their product to the dealers at net cost less 
the usual cash discount as allowed on other 
commodities, the dealers to sell their cement at 
whatever margin each dealer seems advisable. 

Ward Lucas, of the Gateway Lumber Co., 
La Crosse, and the Hayes-Lucas Lumber Co., 
Winona, Minn., led a discussion on the subject 
of builders’ hardware and explained the advis- 
ability of handling this line of merchandise in 
retail lumber yards. 


The “Why” of the Timber Con- 


servation Board 


WasuHiNncton, D. C., Dec. 15.—The memor- 
andum which follows is understood to have 
been presented some time ago to President 
Hoover by a representative group of conserva- 
tionists, foresters and spokesmen for the lum- 
ber, paper and wood-using industries. It is 
understood to have been the basis upon which 
the President later announced his intention to 
appoint a National Timber Conservation 
Board. 


Secretary of Commerce Lamont, the chair- 
man of the board, has stated that it will be 
convened promptly after the first of the year. 


At the hearing with the President on for- 
estry appropriations, in October, 1929, the 
representative of the American Forestry As- 
sociation (Ex-Governor Robert P. Bass of 
New Hampshire) closed his remarks thus: 

“In conclusion, I want to revert to the 
fundamental needs of this entire situation, 
namely, a more permanent and stable forest 
policy based on the actual future require- 
ments of the country definitely ascertained. 
‘ Finally, I believe that public opinion 
is ripe for a general review of our forest 
activities for the purpose of meeting present 
conditions and providing more fully for our 
future needs.” 

The forest situation embraces a series of 
major problems each of which bears directly 
or indirectly upon the productive use of 
forest land. The solution of any one of these 
major problems will be a step forward in 
the solution of the situation as a whole. One 


of the most aggravated problems pressing 
for constructive handling is the almost 
chronic over-production which has charac- 
terized the forest industries for the last 
decade and a half. This situation appears 


to be becoming progressively 
of better. It is threatening the forest in- 
dustries with economic chaos. It is con- 
tributing to destructive lumbering, unneces- 
sary waste of wood, and the premature cut- 
ting of timber needed in the future. It is 
having a deadening effect upon forest land 
Values and the practice of jndustrial forestry. 
It is driving forest land from the tax rolls 
of many States with serious effect upon local 
and regional prosperity. It is making for 
insecurity of employment and is a _ serious 
obstacle to sustained land use, fire protection 
of productive areas, and a permanent supply 


worse instead 


of raw wood important to industry and com- 
merce. 

Correction of the over-production situation 
Will not solve the whole forest problem, but 


its constructive handling as promptly as pos- 
Sible is dictated by the public interest in a 
reasonably prosperous industry upon which 
must depend for the productive 
use of 60 percent or more of its forest land. 
Solution of the over-production problem 
Should serve to give free flow to the practice 
of commercial forestry and to clarify han- 
dling of the other major problems involved 
in the broad forest situation. With public 
Support and co-operation, the disordered state 


the nat ion 


of supply and demand, it is believed, can be 
largely remedied within a reasonably short 
time. 

To this end, a National Timber Conserva- 
tion Board, with the aid of the best industrial 
experts and forest economists it is possible 
to obtain, is proposed to study the problem 
and to recommend a remedial course of ac- 
tion based upon public interest. The board 
should act solely as a fact-finding agency 
and to make such recommendations as the 
findings-of-fact warrant. It should act under 
public commission, be created by presidential 
appointment and should be composed of out- 
standing men representative of the forest 
industries, the forest conservation movement 
in its broad aspects, the general public, and 
the Government. The board is not proposed 
with the idea that it can or will attempt to 
frame a broad national forest policy but 
rather to direct its activities to the national 
economic problems involved in the supply and 
use of forest products and the maintenance 
of these sources of employment and national 
wealth. 


I. Objectives: Declaration of facts, and 
recommendation of policy and action on the 
following problems of broad public interest; 


1. What are the important assets and lia- 
bilities in the present balance sheet of our 
forests and forest industries? Points of eco- 
nomic strength, or weakness, in the present 
forest-situation? Wherein is present knowl- 
edge adequate or inadequate, as the case may 
be, for the formulation of sound policies and 
programs? 

2. Basic economic causes of the prevailing 
condition of over-production of forest pro- 
ducts and consequent waste of timber, deple- 
tion of forest resources, and insecurity of 
employment in the forest industries? Possi- 
ble remedies in terms of public and govern- 
mental policy? Federal and State legisla- 
tion? Industry action? Present method of 
annual property taxation of timber and for- 
est lands and its economic consequences as 
deterrent to conservation or a stimulus to 
premature and wasteful cutting of timber. 


3. The commercial and industrial policy of 
the United States Government in its capacity 
as the largest single owner of timber? The 
use of publicly owned forests to promote the 
general practice of “sustained yield” cutting 
of timber. Sale and use of publicly owned 
timber, especially national forests, Indian 
timber reserves, and State forests in relation 
to the production control problem? Needs, 
if any, for additional public forest land ac- 
quisition? 

Il. Functions: Three functions are 
posed, namely: (1) Fact-finding; (2) 
and publication of findings; 
tions of National Policy. 


Ill. Constitution: We believe a desirable 
plan reasonably commensurate with the pub- 
lic importance of these proposed objectives 
will warrant the appointment of a commis- 
sion or board, including outstanding men, 
drawn from the general public, the conserva- 
tion movement, the forest industries, and 
representatives of Government, preferably 
the Secretary of Commerce, the Secretary of 
Agriculture, and the Secretary of the In- 
terior. 
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Easy to Sell Because 
Every Home Needs 
Supercedar Closets 
and Every Woman 
Wants Them! 


Supercedar, Brown’s Su- 
] , 
percedar, comes to you in 





cartons, protected against 
damage and deterioration. 
Each box is marked with 


width and quantity. The 
quality is guaranteed—90%, 
or more, red _ heartwood, 
100% oil content. 


Any carpenter or handy man 
applies it right over the old 


Yy plastered walls, ceiling, floor 
Yyy and inside of door. Costs little, 


saves much. Or, in new work, 
use Supercedar Closet Lining 
instead of lath and plaster. No 
wall paper, no paint or varnish. 
Then it costs virtually nothing. 
















Every retailer can sell Su- 
percedar. Small investment. 
Easy sales. Good profit. Makes 








friends. Ask for miniature 
sample box with circular and 
quotations. 
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WORLDS LARGEST MANUFACTURER — 
OF TENNESSEE AROMATIC RED CEDAR 








Resawed Fahles | 


is a collection oi the funniest 
prosewritings of “the lumber- 
man pest.” 

It is the everyday experi- 
ences of the lumberman, told 
with a smile. Every lumber- 
man owes it to himself, 


Price postpaid, $1.00. 
AMERICAN LUMBERMAN, Publisher 
431 Se. Dearborn St., CHICAGO 








WARREN AXE & TOOL CO. 


WARREN, PA. 


honors Panama-Pacne GRAND PRIZE 


international Exposition 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS.. Daily fac- 
AXES-LOGGING TOOLS torycapacity 00Axes & Tools 








AMERICAN LUMBERMAN 


December 20, 1936 














ULLAL) PLLA) eel 








M , 
Yellow Pine 


The Aristocrat of Structural Woods 








—the strongest 
and most durable 
lumber for either 
new buildings or 
for remodelingold 
homes. 


Wier Long Leaf 


Lumber Co. 


HOUSTON, TEXAS 
Mills: Wiergate, Texas 
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INDUSTRIAL 
LUMBER COMPANY, Inc. 


ELIZABETH, LA. 


Manufacturers of 


CALCASIEU 
LONG LEAF YELLOW PINE 

















RUSTON, LA. 
Manufacturers of 


’ Shortleaf Yellow Pine 
Forked Leaf White Oak 


We Grade it Right and Ship it Quickly. 
Mille at 


Office. 
CANDY, LA RUSTON, LA 





















Yellow Pine 


Timbers, Lumber 


Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 

















Can Fabricate Big Timbers 


Bocatusa, La., Dec. 15.—Announcement is 
made by the Great Southern Lumber Co. here, 
which should be of interest to railroads, indus- 
trial concerns and other users of heavy timbers, 
that it has just installed facilities for the manu- 
facturing and framing of big timbers to any 
specifications. Hereafter, instead of being com- 
pelled to have framing stock done in transit or 
at destination, the buyers may purchase the 
stock they need carefully worked in accordance 
with their own blue prints. Upon arrival at 
destination the timbers are ready to set in place. 

The Great Southern Lumber Co. points out 
that this facility will mean a considerable say- 
ing to many buyers, as it eliminates several 
handlings and permits manufacturing and fram- 
ing to be done at and by the mills at a lower 
cost than heretofore. 

The Great Southern Lumber Co. has just 
placed in operation a special cut-up plant where- 
by buyers of crating can now purchase their 
requirements of crating or cut-up stock worked 
to their specifications or cut to exact length. 
The purchase of random length stock will in 
the future not be necessary, and there will be 
a saving of material as well as in freight on 
the waste from the mill to the customer’s plant. 

Virgin longleaf yellow pine timbers up to 
75 feet in length, soda sprayed, can now be 
secured from the Great Southern Lumber Co. 
in any quantity. The timber comes from the 
celebrated pine belt of Louisiana and Missis- 
sippi. 





North California Representative 


Everett, WaAsuH., Dec. 13.—The Robinson 
Manufacturing Co., this city, announces the ap- 
pointment of the Earl Hoffman Co., as its rep- 
resentative in northern California. 

C. W. Buckner, well known figure in the 
panel and door industry of the Northwest be- 
cause of his tireless energy in pushing new 
uses for plywood and introducing it into new 
markets, is manager of the San Francisco office 
of the Earl Hoffman Co. His thorough knowl- 
edge of the operations of Robinson Manufactur- 
ing Co., and the long line of products it manu- 
factures will assure him an entree into buying 
offices that require that a salesman know his 
firm, its products and policies thoroughly. 

Besides having a complete sawmill and plan- 
ing mill the Robinson Manufacturing Co. 
operates a veneer and panel factory, and also 
makes doors, sash, window, door and cellar 
frames, colonial columns, turned balusters, porch 
and stair rail fir gutter, and various other 
items. It also makes a specialty of cut indus- 
trial dimension stock. 

The Earl Hoffman Co. also maintains an 
office at Los Angeles. 


For Susteiond Yield on Timber 


SEATTLE, WASH., Dec. 13.—Authority to ad- 
minister 265 square miles of State timber val- 
ued at $15,000,000 in the Olympic peninsula on 
the sustained yield basis will be sought of the 
State legislature, according to announcement of 
Clark V. Savidge, State land commissioner at 
Olympia. 

The plan proposes a survey to be made each 
year to determine what timber can be cut and 
still keep up perpetual logging operations to 
assure an annual income for the schools for- 
ever. Mr. Savidge believes the plan will bring 
in $500,000 a year besides paying for adminis- 
tration. 

The timber lies in western Jefferson and Clal- 
lam counties, the bulk of which was obtained 
from the Federal Government to reimburse the 
State for losses to its common school grant, 
when the national forests were created. Two 








Harvarp Economic Society’s weekly index of 
wholesale commodity prices has dropped to 76.6 
for the week ended Dec. 10, 1930, from 77.3 
for the week ended Dec. 3, 1930. 


Urges Blister Rust Work 


SPoKANE, WaSH., Dec. 13.—At the Dec. 19 
noon meeting of the Chamber of Commerce 
timber products bureau, Maj. Evan Kelley, re- 
gional forester, of Missoula, Mont., said that 
white pine in the Inland Empire will be en- 
tirely destroyed unless a proper prograin of 
blister rust control is inaugurated withou! de- 
lay. The Federal government controls 53 per- 
cent of white pine in the Northwest. “Control 
work is now under way, but the scale of oper. 
ation is too small to meet the situation,” said 
S. N. Wyckoff, senior pathologist of the De- 
partment of Agriculture. Foresters estimate 
that $2 an acre for initial attacks on blister rust, 
and 50 cents an acre thereafter, would be 
needed. 

R. L. Bayne, Weyerhaeuser Sales Co. and 
chairman of the timber products bureau, who 
has returned from an extensive eastern trip, 
presided at the meeting, and called for serious 
study of the yield tax law which is to be pro- 
posed at the next session of the Washington 
State Legislature. 


When Nature Went to Work 

St. Louts, Mo., Dec. 15.—A visitor at the 
offices of the W. T. Ferguson Lumber Co, 
here, last week, who called on T. C. Whit- 


marsh, president, was A. Roy McFarland, man- 
aging director of the Sidney Lumber Co, 
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Piece of board showing how Nature had healed 
original cut by 50 to 60 years’ growth 


(Ltd.), of Sidney, B. C. Mr. McFarland had 
two interesting photographs with him, which 
he showed to Mr. Whitmarsh and one of which 
is reproduced here through the courtesy o 
the latter. It is a section of a board sawed 
from a tree which probably fifty or more years 
ago had been chopped into ready for falling, 
but which for some unaccountable reason had 
not been cut down and Nature started in again 
to build up the tree. The annual rings show 
that between 50 and 60 years have elapsed 
since the first cut was made. At the bottom 
of the picture the second cut is shown. Mr. 
McFarland told Mr. Whitmarsh that the log 
looked perfect until it was split in the middle 
and this old cut was discovered. While it ' 
not stated, it is presumed that this was 2 
Douglas fir tree. 
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Where Christmas Is 
It isn’t Christmas ev’rywhere, 
No matter what they say. 
In jail, it isn’t Christmas there, 
Nor in a cabaret. 
For Christmas lights its brightest light 
And lifts its highest dome 
Upon some little hearth tonight 
That someone calls a home. 


It isn’t Christmas in the house 
Of evil or of sin, 

For Christmas, where the fools carouse, 
Can never enter in. 

You have to have your loved about, 
Or have them in a dream, 

Or Christmas is a thing shut out, 
Whatever it may seem. 


Don’t talk of Christmas and forget 
The Christ whose day it is, 

Who had a heavenly home, and yet 
An earthly home of his. 

A home there must be, where you are 
Or where you'd like to roam; 

You have to look, to see the star, 
Through windows of a home. 


es 
We See b’ the Holly 


Wishing you a Merry Christmas, 

Do your Christmas shopping, girlie. 

And a Happy New Year, under the circum- 
stances. 

A man isn’t really old until it is just Decem- 
ber 25 to him. 

If turkey has depreciated a little, it will be 
appreciated a lot. 

Let’s hope the public finds more in its stock- 
ings than it did in its stocks. 

But it’s a Merry Christmas, at that, and will 
be a Happy New Year, regardless. 

Some people certainly did their Christmas 
shopping early. They did it last year. 

One thing to do with Christmas presents you 
don’t like this year, is to give them to somebody 
you don’t like next year. 

When we wonder what its trade-in value is, 
we aren't thinking about a car, but about 
something we got we can’t possibly use. 

It's funny how the fellow who has his mind 
all made up to quit smoking at New Year’s al- 
ways gets a box of cigars for Christmas. 

“Toy war-tanks” are among the season's 
toys. They are an appropriate thing for a 
mother to give a boy whose father gives him 
a rifle. 

People are always afraid a burglar will break 
in and take the presents that are around the 
tree, but a burglar wouldn’t do it if you in- 


vited him. 
The Green of Hope 


Why do we fill our house with green 
\t Christmas time? The wintry scene 
Has told us that the wind is cold, 

e fields are barren, world is old. 

ien from the wood we bring the tree, 
hat those who doubt and fear may see 
e green of hope at Christmas dawn, 
hough hidden now the grassy lawn. 
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And, if we make the house so gay, 
Why not the heart on Christmas Day ? 
If one small tree from some far slope 
Can fill some little house with hope, 

\n upward look, a broader view, 

Can make a life look green and new. 
We bid the wintry gloom depart 

From out the house—why not the heart? 





Between Trains 


MusKkecon, MicH.—Preferring summering in 
Muskegon to simmering in Chicago, several 
years ago we purchased a poison ivy farm on 
the sand dunes along Lake Michigan, just over 
the line from the old home town and just out 
of the jurisdiction of its police. Today we were 
coaxed across the line by promises of immunity 
while the local Rotarians expressed their regret 
—but whether it was because we left or because 
we came back we weren’t quite sure when the 
speeches were over. One man expressed the 
opinion that we left the old town because we 
needed the money, which was much kinder than 
suggesting that we left because other people 
needed the money. However, a pleasant time 
was had by us, and our assembled friends and 


creditors. 


A Letter to Santa Claus 


3ring us something useful, please, 
Hang it on our Christmas trees, 
Put it in our stockings, too, 
Something useful, when you do. 
Give the man who runs a mill 
Something useful, like a bill 

For a half a million feet— 
Wouldn’t that be rather neat? 


Give the salesman Christmas Eve 
Something useful. I believe 
That an order, not too low, 

For a dozen cars or so, 

That would make it seem a lot 
Merrier than if he got 

Things that people always get 
That they never wanted yet. 


3ring the man who runs a yard 
Not alone a Christmas card 

Sut a letter saying, “Sir, 

Here’s the money for that fir 
That you sold me back in June.” 
Talk about a Christmas tune, 
What is sweeter than a till 
Ringing up a paid-up bill? 


Bring us all on Christmas Day 
Those who buy and also pay, 
Something useful we can use, 
Better business, better news. 
Pessimists don’t help us much, 
Kindly bring us fewer such. 
Santa, here’s our Christmas list : 
Bring us each an optimist. 


ae 


The Lady of the Creek Sets Us Right 
on the Lady of the Lake 


Dear Sir: Oh, don’t make such a mistake 


again! With regret I will have to request 
that you obtain a copy of Sir Walter Scott's 


poem “The Lady of the Lake” and read o’er 


the pages until you discover that Willie Tell 
is not mentioned therein, much less to be quoted 
as saying “Come one, come all, this rock shall 


fly from its firm base as soon as I.” 
Yours for success, 


An Interested Reader of the Fair Sex, Battle 


Creek, Mich. 


ae 


Honor Where Honor Is Due 


We just had a letter from Esten A. Fletcher, 
the Rochester lumberman, who has just been 
made Imperial Potentate of the Ancient Arabic 
Order, Nobles of the Mystic Shrine, for North 


America. 


That reminds us of another old friend, Billy 
Sharp, for whom the Knight Templars of 


America did a similar thing. 
We lumbermen are great guys. 








Meadow 


River 
Mixed Cars 

















Growing in 
Popularity 
Each Year 


So many advantages are offered 


buyers by Meadow River—mixed 
cars of 5 kinds of Hardwood 
Flooring, 6 kinds of Hardwood 
Trim, Stepping, Risers and Pop- 
lar Bevel Siding that more and 
more dealers are availing them- 
selves of this service each year. 


All in one car means lower 


freight costs than L. C. L. ship- 
ments and lower handling costs 
per unit. Your buying and check- 
ing problem is simplified. Your 
stock investment is reduced. Your 
turnover increased. 


And most important of all, you 


have good, reliable stock cut from 
the cream of West Virginia 
stumpage, expertly selected and 
carefully manufactured. 


It will be a pleasure 
to quote you 


Meadow River 


Lumber Co. 
Rainelle, West Va. 














Flooring— 
Red Oak Maple Beech Birch 
White Oak 

Trim and Mouldings— 
Oak Poplar Basswood Birch 
Chestnut Ash 

Stepping and Risers— 
Oak Birch 

Bevel Siding 
Poplar 
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The 
Ideal Gift 
for a 


Lumberman 
To Give, 
Or Get 


at Christmastime is one of these enter- 


taining, cheering books by Douglas 


Malloch, “‘the lumberman poet,”’ the 


poet laureate of the lumber industry. 


FOR ANYBODY 


“The Heart Content,” third edition, that 
helpful, hopeful volume of Malloch’s verses 
that has brought happiness to so many 
thousands of hearts and homes. How your 


wife, mother, sister, son, daughter or friend 


would like this book! $1.25, postpaid. 


FOR ASSOCIATE—OR EMPLOYE 


“In Forest Land,” third edition, lyrics of 
the lumber camps, “the book that put the 
lumber industry on the librazy tables of 

$1.25, postpaid. 


America.” 


“Re-Sawed Fables,”a prose book of lum- 
ber humor by “the lumberman poet,” writ- 
$1, postpaid. 


ten in his wisely witty way. 


FOR THE HOME FOLKS 


“Come on Home,” now in its sixth edition. 
Give mother, wife, children, customer or 


friend this 


volume, too! 


home-loving and _life-loving 


$1.25, postpaid. 


BEST OF ALL 
What an easy way to do your Christ- 
mas shopping! One letter, one check, 


and a lot of people taken care of! 


Address the Publisher: 


American{iimberman 








Py 


im 431 South Dearborn Street 
ys Chicago, Ill. 


— 


Hardwood Inquiry Active 


Order for Future at Low Prices 


MempeuHis, TeENN., Dec. 15.—Hardwood de- 
mand is keeping pace with production as well 
as shipments. Many mills are closing down 
and production, no doubt, will soon be below 
sales. A few large orders have been received 
at low prices from those fearing higher prices 
shortly after the first of the year. These orders 
are coming mostly from furniture manufac- 
turers, with a few occasionally from automobile 
manufacturers. The best demand comes from 
foreign buyers. United Kingdom demand has 
been rather active during the last few weeks, 
and a number of orders have been placed. Ship- 
ments overseas are holding up fairly well for 
this time of year, and indicate that foreign 
buyers believe the market is at its lowest point. 
Kxporters have a nice volume of business on 
their books for shipment after the first of the 
year. 


Lower Grades Moving Well 


JACKSONVILLE, FLA., Dec. 15.—Hardwood buy- 
ing is practically at a standstill. Furniture fac- 
tories are buying only an occasional car of sap 
gum, oak or tupelo for immediate requirements, 
and prices are unsatisfactory. Little buying is 
being done by the automobile manufacturers. 
The crate and box factories are taking a good 
volume of lower grades. The export market 
is disappointing, little hardwood moving over- 


seas. 


Interested in Forward Buying 


3osTan, Mass., Dec. 16—Wholesalers cover- 
ing a wide territory and able to make prcmpt 
shipment of any assortment of species, grades 
and sizes of hardwood, are doing fairly well for 
this season of a quiet year. Some buyers are 
becoming convinced that prices are unreasonably 
low, and there is apparent a growing willing- 
ness to contract for forward delivery at today’s 
quotations. Advices from abroad indicate that 
some transatlantic customers are beginning to 
believe that this is a good time to add to their 
stocks. Demand for oak has very recently be- 
come more satisfactory, and consumers here are 
being advised that the supply of plain white oak 
in FAS of soft and medium textures and of 
quartered white oak in FAS of soft texture, is 
very light. Prices remain steady. 

Some flooring manufacturers are making a 
determined effort to force quotations to more 
satisfactory levels, but demand here is very quiet 
and low figures continue to be quoted. Current 
range for plain white oak flooring: First grade, 
$80@86.50; second grade , $55@61.50; third 
grade, $35@41.50. First grade maple flooring 
from Michigan can be had at $83.50, and south- 
ern stock for somewhat less. First grade birch 
flooring ranges from $73 for the cheapest domes- 
tic makes, to $80, including duty, for the best 
known Canadian. 


News of Buffalo Trade 


,UFFALO, N. Y., Dec. 16.—The Buffalo Lum- 
ber Exchange held its best attended meeting of 
the year on Dec. 12, at which an interesting ad- 
dress was made by Samuel B. Botsford, execu- 
tive vice president of the Chamber of Com- 
merce. He discussed the plans and suggestions 
made by the chamber to relieve the unemploy- 
ment situation and aid business in this city, 
and gave the results of a survey made by the 
organization. The Abbott Lumber Co., of 
which Marcus A. Abbott is the head, was ad- 
mitted to membership in the exchange. 

The Buffalo Courier-Express has completed 
one of the finest newspaper buildings in the 
United States. Oak was used as interior trim 
in various rooms. The finish in the publisher’s 
private offices is butternut paneling of random 


widths. The millwork and interior wood trim 
were furnished by the Christian Flierl Co 

Justin E. Sturm, son of Elmer J. Sturm, vice 
president Yeager Lumber Co., has been elected 
as a member of University of Pennsylvania glee 
club. 

Louis H. Bond, lumber wholesaler, spent‘ sey- 
eral days on business in Cincinnati last week. 

C. F. Sullivan, head of the C. F. Sullivan 
Co., wholesaler, leaves this week to spend the 
winter in Florida. 

Visitors last week included: M. E. Preisch, 
lumber Mutual Casualty Insurance Co., New 
York, and C. J. Harris, of New York, eastern 
manager Winton Lumber Co., Minneapolis. 





Inquiries Encourage Sellers 


CincINNATI, On10, Dec. 15.—Hardwood trade 
is very dull. Little business is expected to de- 
velop until inventories are finished. Wholesalers 
here reported a good number of inquiries this 
week. Several automobile factories have been 
making small purchases of gum, magnolia, ash, 
oak and maple. Most of these have been of 
southern hardwoods at the buyers’ own prices 
for spot stocks. But a few orders have gone 
to Appalachian mills. Furniture factories and 
the cabinet trade are showing a little more ac- 
tivity. Inquiries are being received from east- 
ern wholesalers, and from manufacturers of in- 
terior trim in the Lake cities and in the East. 
Prices here on Appalachian hardwoods are being 
maintained by the leading dealers and mill rep- 
resentatives. They refuse to sell for as little 
as southern woods bring. 

Pine, cypress and Pacific coast woods are 
inactive. Prices are at rock bottom, and rule 
about unchanged. Inquiries are few. 


Stocks of Consumers Depleted 
LouIsvILLE, Ky., Dec. 15.—Not a great deal 
of hardwood is being sold, nor is there any real 
activity in veneers, plywoods, cores, etc. The 


furniture and radio industries are not doing 
much. Some material has been moving to in- 


terior trim plants. Flooring demand is gen- 
erally quiet, but some plants are stocking up on 
flooring now, and are operating on part time. 
There is a fair movement of poplar to siding 
plants. Box and crate plant purchases are 
somewhat lighter. Automobile plants have 
been releasing shipments on old orders, but are 
not placing any large amount of new business. 
Kiln concerns, doing commercial drying, report 
a better volume of business. Somewhat better 
export orders are being received. 

Veneer companies are generally reporting 
slow demand. They have cut down opera- 
tions, buying only a few good logs. It 1s 
claimed that many furniture and cabinet plants 
are virtually out of veneer stocks. Some veneer 
manufacturers received fairly good orders last 
week, from fabricators who are out of ma- 
terial. 

Asking prices of inch stock here at Louts- 
ville are: Poplar, FAS, southern, $75@77; 
Appalachian, $90; saps and selects, southern, 
$18@50; Appalachian, $60; No. 1, southern, 
$35@38; Appalachian, $45; No. 2-A, southern, 
$28@30; Appalachian, $33@35; 2-B, any dis- 
trict, $20@22. Walnut, FAS, $235@ 240; se 
lects, $155; No. 1 common, $85; No. 2 com- 
mon, $35. Sap gum, plain, $43; common, $30; 
quartered, FAS, $53; common, $35. Red gum, 
plain, FAS, $88; common, $43@45; quartered 
red gum, $2 premium over plain. sh, FAS, 
$70; common, $45. Cottonwood, FAS, 34: 
common, $30. Oak, southern red, F.\5, 358: 
common, $40@42; white oak, FAS, $75@80; 
common, $45@47; Appalachian red oak, plat, 
FAS, $75@80; common, $48; white, plain, 
FAS, $90@95; common, $55; quartered white, 


#2 #? 


For Current Market Prices on Hardwoods See Pages 57 and 58 
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FAS, $125; common, $75@80; sound wormy Carolina Mill Stocks Depleted 
oak $28. 


Announcement was made Dec. 13 that the 
Mengel Co., Louisville, had compromised for 
$14,000 suits for property damages in connec- 
tion with building of the Fourth Street under- 
pass. 

J. E. Butler, of the Stearns Coal & Lumber 
Co., Stearns, Ky., and Gleeson Murphy, of the 
Owensboro Chair Co., at Owensboro, Ky., 
were on the program last week of the annual 
meeting here of the Associated Industries of 
Kentucky. Mr. Murphy was re-elected presi- 


dent. Mr. Butler talked principally on the in- 
roads of gas, electricity and oil on the coal 
industry. 

George I*. Kretschmer, president Southern 


Veneer Co., Louisville, has been re-elected 
president of the Louisville board of park com- 
missioners. 


BALTIMORE, Mp., Dec. 16.—A hardwood man 
of this city who has been going through the 
hardwood sections of the Carolinas for two 
weeks or so, became greatly impressed with the 
scarcity of seasoned stocks. He reported that 
all of the large mills, and many of the smaller 
ones, were shut down, and that the output had 
been so reduced that it is difficult, if not im- 
possible, now to get stocks in sufficient quanti- 
ties to take care of the company’s needs. It has 
three assembling yards in the territory, where 
lumber is remanufactured, and these yards draw 
their supplies from the mills within a certain 
territory. It is by no means easy to obtain 
lumber in sufficient volume to keep assortments 
up to the desired level. Any increase in the de- 
mand, it is asserted, must inevitably result in 
revealing a marked deficiency, and bring about 
a sharp marking up of the quotations. 








NOTES FROM WASHINGTON 








Aid in Providing Employment 

Col. Arthur Woods, chairman of the Presi- 
dent's emergency employment committee, has 
announced that reports received by the com- 
mittee show a substantial increase in employ- 
ment in the public works programs of Federal, 
State and municipal branches of government 
throughout the country. The increase is esti- 
mated at a minimum of 200,000 compared with 
this time last year. 

Marked attended one of the 
principal efforts of the administration to in- 
crease employment in the fields of public 
works, said Col. Woods. The reports from 
the mayors of cities clearly reveal that mayors 
und city governments have patriotically co- 
operated in the effort to increase public build- 
ing and construction projects. This was urged 


success has 


at the beginning of last winter by President 
Hoover, who pointed out that at a time when 


industrial employment was declining it seemed 
extremely important that as many as possible 
of the workers should find an opportunity to 
work in the field of public construction. 





Summary of Business Conditions 


Julius H. Barnes, chairman of the National 
Business Survey Conference, in his latest sum- 
mary of business conditions based on reports 
received from all sources, has this to say under 
construction industries : 

In eleven months of 1930 non-residential 
building was $566,000,000 less than in the cor- 
responding part of last year; construction of 
public works and _ utilities was larger’ by 
$175,000,000, and residential building was less 
by $771,000,000. 

Total contracts awarded during the 


eleven 


months of this year for all classe *s of con- 
Struction were valued at $4,275,000,000, as 
against $5,437,000,000 in 1929, and $6,195,- 


000,000 in 1928. 


November figures indicate that residential 
building continues to hold the slight gains it 
has shown in the last few months. 

October permits for additions, alterations 
and repairs in 286 cities showed a decrease of 
4.9 percent as compared with September. 

With the exception of common brick, ship- 
ments of all building materiais in October were 
Substantially less than in October, 1929. 

Shipments of fabricated structural steel in 
three quarters of 1930, according to a survey 
covering the country, exceeded such shipments 
in the first three quarters of both last year 
and the vear before. 

After much activity through October, struc- 
tural steel declined seasonably in November. 
Awards of contracts for eleven months aggre- 
gated 1,740,000 tons, 13 percent below 1929. 
Awards of concrete bars in eleven months 
totaled 252,000 tons, 20 percent over 1929. 

Prices of sand, structural steel and lumber 


Showed slight advances in early December 
from November prices, with decline in other 
building materials. 

Lumber production in November was 15 per- 
cent below October output and approximately 
°) perce below November, 1929. Wholesale 


Prices and sales to distributers declined dur- 


ing the month. Stocks in the hands of dealers 
and industries were reduced during the month. 

Vacancies, both residential and factory, were 
slightly above normal for November, accord- 
ing to a nation-wide survey. There was little 
change from October. Less than normal resi- 
dential vacancies were reported from seven 
States, and less than normal factory vacancies 
in three States. Reports from 43 cities showed 
an average vacancy in office space of 13.92 per- 
cent in October, the highest in seven years. 
In October, 1929, the figure was 11.55 percent. 

The index for real estate activity in October 
was 74.0, the highest since last February, and 
a gain of 7.2 over September. 





Examination for Forester 


\nnouncement is made by the United States 
Civil Service Commission at Washington, D. C 
that competitive examinations will be held not 
later than Feb. 24, 1931 for junior forester, and 
for junior range examiner not later than March 
10, 1931. These examinations are to fill vacan- 
cies in the Forest Service, in the Indian service 
and in the bureau of biological survey, for duty 
in the field. Competitors in the junior forester 
examination will be rated on forest manage- 
ment, forest utilization, a thesis, and on their 
education and experience. Competitors in the 
junior range examiner examination will be rated 
on range management etc., botany, a thesis, and 
on their education and experience. The en- 
trance salaries range from $2,000 to $2,600 a 
year. Full information may be obtained from 
the United States Civil Service Commission, 
Washington, D. C., or from the secretary of the 
United States Civil Service Examiners at the 
postoffice or custom house in any city. 


Forest Fire Losses Held Down 


With the 1930 forest fire 
closed in all but a few of the 149 national for- 
ests, the Forest Service announces that the 
average Icss of gross national forest area for 
the year was held to slightly more than one- 
tenth of 1 percent, the best record ever made 
by the Forest Service. 

Despite intensive efforts to prevent forest 
fires, the Forest Service this year had to con- 
tend with more fires on the national forests 
than in 1929. By Nov. 10 of this year 8,203 
fires had been extinguished. For all of 1929 
there were 7,449 fires. Man-caused fires in- 
creased from 3,950 to 4,169; lightning fires 
from 3,499 to 4,034. The increase in total 
number of fires was the result of an unusual 
number occurring in the eastern States. The 
number of fires on western national forests was 
less this year than last. 

Last year the damage to national forest lands 
reached $4,338,715. The fire loss this year 
was reduced to $237,370, or about one-eigh- 
teenth of last year’s and only one-ninth of the 
annual average of damage recorded in the five- 
year period 1925-29. 





season definitely 





trades and 


Shicknesses 


Right here in our big warehouse we 
‘arry a complete stock of Douglas 
Fir Piywood. You can get any quan- 
tity you require on short notice and at 
reasonable prices. 


Order 
cars with lumber 


Plywood in L. C. L. or mixed 
items or hardwood 
flooring. 
sell it. 


If it’s used in building, we 


Write now for stock 
lists and prices. 


Serele 


LUMBER CO. 
St. Louis, Mo. 











UL SOUTHERN 
IND Yellow Pine 


BUY GRADE MARKED 
AND TRADE MARKED 
YARD AND SHED STOCK 
LATH AND SHINGLES 





We season lumber 

to the moisture 

content you re- 
. quire. 


BIRMINGHAM ALA: 











@ 


GOLDSBORC 
N. C. PINE 


Our “Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 


Let us prove it on your next order. 


JOHNSON & WIMSATT 








WASHINGTON, D. C. 








Manufacturers 


Short Leaf Pine and Hardwoods 
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_ Wire Rope for 
Ai Logging 


done, the best means is HERCU- 
LES (Red Strand) Wire Rope. It 

\ has been successfully used for such | 

\ work ever since logging has been 


By whatever method logging is | 
| 
| 










done with mechanical equipment. | 





Established 1857 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York, Chicago 
Denver 
San Francisco 


No. 1 


ala 








Every Business 


of consequence ought to have proper card representation. 


WIGGINS 
Peerless Patent Book Form Cards 


are used by many of America’s largest card 
users—superiority of engraving and the 
c ynvenience of the book for.n 
style explains why. 









Send for tab 
of specimens, 
detach them 
one by one 


and observe OTEEL COMPANY 


, 
PITTSBURGH. PA 









their sharp 
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lence. 


The John B, Wiggins Company 


Established 1857 
Engravers Plate Makers Die Embossers 
CHICAGO 


1108 Fullerton Avenue 











arker Say 
rimerless Ne Primer of any kind is 


needed. It is applied to the 
u t+ ¢ bare wood and works just 
y> as well on bare wood as if 


primed. 







Is Just Whatthe Name Implics ALSO USE AND SELL— 


“*Parker’s’’ Calking Putty. “‘Parker’s’’ Steel Sash Patty. 
**Parker’s’’ End Wood Sealer Keeps Out Moisture. 


Wrile for Prices and Information. 


IRA PARKER & SONS CO.., Oshkosh, Wis. 
SS ST AT 


fe 
VON PLATEN -FOX COMPANY 





| 

Iron Mountain, Michigan 
Manufacturers of 17 different species | 

of Northern Hardwoods || 

17: 





Surface Measure 


ESTIMATOR 








By J. M. LEAVER 

This book covers in the most com 
plete ner the whole field of 
rf asure as applied to rapid 
estimating of contents of fractional 
izes of lumber, veneer, fibre board 
nd stock used in the manufacture 
of interior and exterior finish, panels, 
doors, sash, blinds, door and win- 
dow frames, etc., etc. Send for 

circular containing sample pages. 

Pocket Size (4'1/."x61/2") 











Postpaid $5.00 


American Lumberman 
431 S. Dearborn St., CHICAGO, ILI 




















NECROLOGICAL RECORD OF THE WEEK 








JACOB BAYER, 
lumbermen in New 


one of the most beloved 
York City and connected 
with the industry there for more than half 
a century, died Thursday, Dec. 11, at the 
Lenox Hill Hospital, Manhattan, after an ill- 
ness of only three hours. Mr. Bayer was 
president of the Jacob Bayer Lumber Co., in 
the Greenpoint section of Brooklyn. He 
founded the business in 1906. Funeral serv- 
ices at the residence, in Woodcliff-on-Hud- 
son, N. Y., were attended Sunday evening, 
Dec. 14, by scores of leaders in the lumber 
industry, including almost a complete roster 


of officers of the New York Lumber Trade 
Association and the Nylta Club, in the coun- 
cils of which Mr. Bayer had long been 


prominent. 

Mr. Bayer came to the United States in his 
boyhood from Germany and entered the lum- 
ber industry with Hardy, Vorhees & Co., 
Brooklyn, later joining William Gibson, Man- 
hattan hardwood wholesaler. In 1902 he 
opened a yard in Manhattan for Robert Lloyd 
and four years later entered business for 
himself with a yard in West Fifty-seventh 
Street, Manhattan, to handle high-grade hard- 


woods exclusively. The business was emin- 
ently successful. In 1929 he acquired a site 
in the Greenpoint section and there estab- 
lished one of the finest retail lumber plants 
in the East. On Dec. 4, with a few friends, 
Mr. Bayer celebrated his fiftieth year in the 


lumber business and was immensely proud of 


this achievement. Mr. Bayer was only 65 
years old when he died and he often told 
stories of his start in the lumber business 


business 
member 


as a mere boy. As a tribute to his 
sagacity, Mr. Bayer was named as a 


of the retail group on the board of the re- 
cently reorganized New York Lumber Trade 
Association. He had repeatedly been the 
toast at meetings and banquets of both the 
Nylta Club and the association. 

It has already been announced that the 
business of the Jacob Bayer Lumber Co. will 
continue under that name, with the manage- 
ment in the hands of three of Mr. Bayer'’s 
sons: Herman, Theodore G., and Walter W. 


Bayer. A fourth son, Raymond H., is mana- 


ger of the Creskill Lumber Co., of Creskill. 
N. Y., which Mr. Bayer acquired some time 
ago. A widow, two daughters and ten grand- 
children also survive. 


ALBERT SEIBOLD, president of the De- 
Forest & Hotchkiss Co., New Haven, Conn., 
a former president of the Lumber Dealers’ 
Association of Connecticut and one of the 
best known and most popular retail lumber- 
men in the East, died Dec. 1 after a long 
illness. Funeral services were held Dec. 4 
from the First Methodist Episcopal Church 
of West Haven, Conn., which he helped to 
build and maintain. Mr. Seibold was born 
in West Haven, Jan. 16, 1868, and resided 
there all his life. He began his’ lumber 
career in his home town with the H. H. 
Richards Lumber Co. and thirty-two years 
ago entered the employ of the DeForest & 
Hotchkiss Co., starting at the bottom of the 
ladder. His faithful and efficient work won 
him promotion and two. years ago, on the 


retirement of Charles S. DeForest, Mr. Seibold 
was elected president of the corporation. Mr. 


Seibold was a member of Anawon Lodge, 
F. and A. M., the Lions Club of New 
Haven, and was the National Councilor of 


the Lumber Dealers’ Association of Connec- 
ticut to the Chamber of Commerce of the 
United States. He leayes a widow, Mrs. 
Elizabeth A. Seibold, and five children: Fred- 
erick W., Marshall S., Albert, jr., Viola and 
Emma Seibold. The loss of Mr. Seibold, great 
as it is and seriously though he will be 
missed by his business associates, will not 


affect the finances or policies of the DeFor- 
est & Hotchkiss Company. Zecause of Mr. 
Seibold’s protracted illness the sad outcome 
had been anticipated and arrangements to 


continue the smooth running of the organi- 
zation had been made. J. (i. Venter, vice 
president, who had acquired a two-thirds in- 
terest from Eugene and Charles DeForest on 
the death of the former and the retirement 


two years ago of the latter, has been vir- 
tually in control of policy and finances for 
some time. 

MRS. SOPHIA ECKLER, aged 68, vice 
president of the Henry Eckler Lumber Co., 
South Bend, Ind., and an active member of 
women's clubs in that city, died Thursday 


after an 
She 


Dec. 11, at her home there 
months of heart disease. 


night, 
illness of eight 


was the widow of Henry C. Eckler, founder 
of the company and for more than 30 years 
a prominent local lumberman. Mrs. Eckler 
was widely known in social and church 
affairs She was « member of the Norman 
Eddy Relief corps, the Woman's Benefit As 


oOviation and the Imperial club At the time 
of her death she was president of the Ladies 
\id society of Immanuel Methodist Episcopal! 


Church ef which she had heen a member for 


many years. She was engaged in business 
with her husband in 1890 when the lumber 
company was incorporated. She had heen 


a member of the board controlling the com- 


pany and met with the group since its or. 
ganization. She is survived by two children, 
Walter C. Eckler, president, treasurer and 


manager of the lumber company, and Mrs 


Alice Eckler Lahey, secretary of the com- 
pany, and three grandchildren, all of South 
Bend. She was born in Meklenburg, Ger- 
many, Oct. 19, 1862, and went to South Bend 
from LaPorte, Ind., 58 years ago. She was 


married to Henry C. Eckler, Sept. 18, 1879, 


R. BRUCE BEARDEN, general sales niana- 
ger and director of Frost Lumber Industries 
(Ine.), ef St. Louis, Mo., fell dead in th 
DeSoto Hotel, New Orleans, La., on Thursday 
afternoon, Dec. 11, of a heart attack. Mp 
Bearden was attending a meeting of the 
Southern Pine 
ciation in that cit He 
and his wife had left 


\ss 
‘ SO0- 





St. Louis on the pre- 
ceding Monday night 
and Mr. Bearder al- 
though he had not been 


in good health for 
some time, did not ap- 





THE LATE 
R. B. BEARDEN 





pear to be in a Serious 
Was only 














condition. He 

45 vears old,.and had 
been one of the ost 
active and able iles 
executives in the lum- 
ber business. H dy- 
namic and unusual 
sales bulletins wert 
read with interest by 
hundreds of men in the 
trade who invariably 
found them packed 
with ideas and encour- 
agement. Mr. Bearden 
was born April 5, 1885, 


at Springfield, Mo., and received his educa- 


tion in the Springfield public schools ind a 
business college there. Beginning his career 
in the lumber business in 1899 with the 


Boeckeler Lumber Co., of St. Louis, he succes- 


sively filled the positions of office boy, clerk, 
stenographer, collector and salesman, con- 
tinuing with that company until 1905 when 
he was employed by William Buchanan as a 
traveling salesman. In 1907 he became a 
salesman with the Long-Bell Lumber Co., 
later becoming manager of its St. Louis office. 


In 1915 he formed a partnership with George 


W. Booker under the firm name of Booker- 
Bearden Lumber Co., of which he was vice 
president. He joined the Frost-Johnson 
Lumber Co., now Frost Lumber Industries 


(Ine.), in 1916 and later became genera! sales 
manager, directing the advertising of the 
company as well. 


Mr. Bearden had an extensive acquaintance 
among lumber buyers of the country, most 
of his work having been in the sales end of 
the business. “To those who knew him in- 
timately, whether in a business or social way, 


no encomiums on his character are necessé 





said C. Nelson, vice president of | 
Lumber Industries (Inc.), when news of Mr 
Bearden’s death reached St. Louis. ‘His life 


exemplified the admirable in a man of the 
business world. His wide experience, high 
ideals of duty and service, analytical and 
practical turn of mind, his sincerity and 


energy in all things claiming his 
and his exalted sense of honor were qualities 





of character commonly known and acknowl- 
edged. This organization will miss_ his 
friendly personality and the lumber dustry 
will miss his energy and sincerity of purpose 
in its development.” 

Mr. Bearden leaves his widow, Mrs. Caro- 
line Bearden, and a son, R. E. Bearden. é 
was a member of the Missouri Athletic Asso- 
ciation and the St. Louis Chamber Com- 
merce. Funeral services, held on 1esday 
Dec. 16, were largely attended. Many St. Louis 
lumbermen and some from Shreveport, La. 
and Huttig, Ark., were present. The services 
were in charge of the St. Louis Lodge of Elks 

HARRY FULLER ATWOOD, president The 
Constitution Educational Association, Chi- 
cago, died suddenly at his home in Chicago 
Dec. 13, at the age of 61 years. Mr. Atwood 
was born near Morgan Park, IIll., Ja 1, 1879 
was educated in the public school ind a! 
the University of Chicago, being eg) iduated 
from the latter institution in 1897. He studied 
law at the Chicago College of Law and the 
IWineis College of Law He marrié¢ Maude 
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Smith Aug. 23, 1905, one daughter being born 
of this union. Mr. Atwood was intensely in- 
terested in the preservation of free govern- 
ment in accordance with the Constitution and 
devoted many years of his life to the study 
of that document and to teaching its prin- 
ciples. It was at a meeting of the Southern 
Pine Association in 1923 that the first steps 
were taken toward forming the Constitu- 
tion Educational Association, lumbermen 
pledging funds for its support. On several 
occasions Mr. Atwood addressed lumber gath- 
erings on his favorite subject. He was the 
author of four books and several lectures 
on the Constitution. He was sergeant of the 
First Illinois Cavalry in the Spanish-Ameri- 
can war. Mr. Atwood served as assistant 
United States district attorney from 1908 to 
1911 and was attorney for the board of local 
improvements of the City of Chicago from 
1915 to 1918. He was a member of the Union 
League Club, of Chicago, and was a Baptist. 
He is survived by his widow and by his 
daughter, Mrs. Eugene Francis, and by two 
brothers, Orville E. and Frank. Funeral 
services were held at the Joseph Bond Chapel, 
University of Chicago, and interment was 
made at Mount Greenwood Cemetery, Chicago, 
Dec y - 


WILLIAM O. RIDDLE, manager for 41 
vears of the Rand Lumber Co. at Medeapolis, 
Iowa, died at his home there on Nov. 20 after 
a long illness, though he had been confined 
to his home for only a week. Funeral serv- 
ices were held at the Presbyterian Church 
on Sunday afternoon, Nov. 23, conducted by 
tev. Philip Palmer, of Cedar Rapids, a former 
pastor, and by Rev. Daniel Kerr, present 
pastor of the church. Mr. Riddle was born 
in illinois in 1872, but when a small child 
was taken to Montrose, lowa, where his boy- 
hood was spent. At the age of 17 he moved 
to Mediapolis and entered the employ of the 
tand Lumber Co. For several years he was 
secretary of the Southeastern Iowa Lumber- 
men’s Association, was a member of the 
Progress Lodge, A. F. and A. M.; of the 
Country Club and the Community Club. Mr. 
Riddle was a man of high standing in his 
community and leaves many friends. A 
widow, Mrs. Kate Riddle, and three children 
survive: Elting, who is now in British Co- 
lumbia, Harriet, of La Junta, Colo., and Helen, 
of Clayton, Ill.; also three sisters: Mrs. Anna 
Ross Baker, Hailey, Idaho; Mrs. Hattie Fifer, 
Seattle, Wash. ,and Mrs. Margaret Luper, 
Keithsburg, Ill. 


DANIEL CONNELLY, who was in the lum- 
ber business at Peterboro, Ont., for many 
years, died on Dec. 7, aged 81. He was born 
in Campbellford and was engaged in the 
lumber trade from the time he was 15 years 
old until six years ago, when he retired. Sur- 
viving are five sons, three daughters, two 
brothers and two sisters. 


ALBERT MERRILL 
Baker, Fentress & Co., investment bankers of 
Chicago and Portland, Ore., died Monday, 
Dec. 15, at his residence, 453 Deming Place, 
Chicago. Death was caused by heart disease, 
the sequel of influenza. Mr. Coit had returned 
from a business con- 
ference downtown, 
and finding the fam- 
ily absent he decided 
to take a bath before 
luncheon. When he 
failed to appear the 
servants called. his 
brother, Robert Coit, 
and a physician who 
found the body. It 
Was evident that 


COIT, treasurer of 





THE LATE 
A. M. COIT 





death struck without 
warning. Albert Mer- 
rill Coit was born at 


Grand Rapids, Mich., 

Oct. 21, 1880, the son 

of Charles Woolsey 

and Clara Merrill 

Coit. His family was 

Colonial American 

from 640. He was § 

educated at Phillips, pe 

Andove1 and Yale, 

fraduating in 1905. 

In 19 he married Eleanor Babcock. Mrs. 
Coit and three daughters, Elizabeth, Eleanor 
and ( la, survive him, While at Yale Mr. 
Coit s business manager and illustrator 
on the Record and on leaving the university 


he learned the cabinet makers’ trade in the 
Lindn: Shops at Grand Rapids, but decided 
to spe lize in the timber buying operations 
of Hughart & Kendall. Thus he knew lum- 
bering trom the forest to the final elabora- 
tion and was ready in 1907 to enter the in- 
vestment banking field. He began his dis- 
tinguis\ied sales career with Clark L. Poole 
& Co., “hicago; later organized the Lobdell 
Investment Co. and was its vice president. 





In 1921 he became sales manager of Baker, 
Fentress & Co. and displayed masterly skill 
in the distribution of timber securities dur- 
ing the stressful post-armistice period. For 


several years he had been a director and 
successively secretary and treasurer of the 
company. In addition he had served as di- 


rector of several affiliated or related invest- 
ment companies, and trustee of several im- 
portant funds. His intellectual power was 
immense and his judgment commanded the 
highest respect in the financial community. 
He was treasurer of the Fourth Presbyterian 
Church, a trustee of the Central Y. M. C. 
and a member of the University, Palette & 
Chisel and Harvard-Yale-Princeton Clubs of 
Chicago. The funeral was held Dec, 17 at 
the Fourth Presbyterian Church. 


LUTHER J. JETER, of Jeter & Boston, re- 
tail lumber and grain dealer of Yorkville, 
Ill., died at his home there on Dec. 4, at the 
age of 79. Mr. Jeter was born in Roanoke 
County, Virginia, March 22, 1851, and came 
to Illinois at the age of 3. He had been in 
the lumber business at Yorkville 45 years. 
He is survived by a widow and four children: 
C. E. Jeter, of Plano, Ill.; R. W. Jeter, of 


Mrs. E. F. Worsley, of Downers Grove, III. 
Mr. Jeter was an active worker in the York- 
ville Methodist Church and was superintend- 
ent of its Sunday School for many years. 





GEORGE H. FOX, 48 years old, president 
of Fox Bros. Manufacturing Co., of St. Louis, 
Mo., and for many years prominently identi- 
fied with the millwork industry there, died 
at his home, 725 Skinker Boulevard, in that 
city, at 2 o’clock Saturday morning, Dee, 13, 
following an illness of several months. He 
was associated in business with the St. Louis 
Millmen’s Association, the Standard Sash & 
Door Co. and several other organizations. He 
was born in St. Louis. He was a Shriner, 
Knight Templar, 32nd degree Mason, Scottish 
Rites Mason, past potentate of Moolah Tem- 
ple, and a member of the Elks’ and Optomist 
clubs. He is survived by a wife and two 
daughters. 


PHINEAS MORRISON, aged 81, active in 
the lumber industry in northeastern Wiscon- 
sin for many years, and associated with the 
late A. K. Porter and Richard Cox, recently 
died at his home at Tomahawk, Wis. Mr. 
Morrison was born at Havana Glen near 
Oswego, N. Y., in 1849, and when a young man 
struck out for the edge of the western wil- 
derness, locating near Oshkosh, Wis. Later 
Mr. Morrison went to Waukechon where he 
operated a mill. He is survived by his wife, 
and two children: Dayne Morrison, who lives 
at Stratford, Wis., and Mrs. Myrtle Damon of 
Tomahawk. 


LOUIS A. FERGUSON, aged 64, manager of 
the Johnston Lumber Co. yards in Annawan, 
Ill., died Dee. 11 in his home in Annawan 
after an illness of ten months. He was a 
native and lifelong resident of the city and 
was prominent in Republican party circles 
in his district. He had a wide acquaintance 
among the lumber interests in that section 
of the State. His wife and a son preceded 
him in death and the surviving family in- 
cludes a son, a daughter and a brother. 


S. A. RUCH, aged 62, died at the Memorial 
3aptist Hospital in Memphis, Tenn... on Dec. 
12. Mr. Ruch was the owner of the Ruch 
Hoop & Lumber Co., of Chaffee, Mo., moving 
to that city from Dexter, Mo., 20 years ago. 
A widow and one son, Dr. W. A. Ruch, of 
Memphis, survive. Burial will be at Colum- 
bia City, Ind. 





Trouble and Litigation 


CHEROKEE, IOWA, Dec. 15.—L. F. Parker, 
banker of this place, has been named receiver 
for the private banking business operated by 
I. C. Edmunds and S. Londergan as the Ex- 
change Bank of Marcus, and a lumber, grain 
and coal business also operated by them in 
several towns of the Marcus district. The 
bank has been closed pending settlement of 
accounts but the court has authorized the 
receiver to continue the lumber business. 
Failure of correspondent banks in one of 
which the Marcus firm had $40,000 deposit, 
cash reserve, was given as immediate cause 
for the closing. Lumber and grain branches 
were operated in Archer, Matlock and Edna, 
Iowa, and Steen, Minn. 


WAUSAU, WIS., Dec. 16.—An involuntary 
petition in bankruptcy has been filed against 
the Fenwood Lumber Co., of Wausau, in Fed- 
eral district court at Madison. The California 
Trust Co., of Los Angeles, as executor for the 
estate of Emma G. Curtis, is the petitioner 
against the Fenwood Lumber Co., reporting 
claims in excess of $77,000. 


C3 PACIFIC COAST Co 


The Polleys 
Lumber Co. 


Pondosa 
Pine 





Manufacturers of 


ee a mci 


Dry Selects 


General Offices and Mills: 
Missoula, Mont. 


Shipments via N. P. 
and Milwaukee Rys. 








House Doors, 1-2 or 5 panel, 

Casement or French Doors, 

Garage Doors, 

Turned Columns & Newels, 

Square Built-Up Columns, 

Gutter, Pickets, 

Square or Turned Balus- 
ters, Porch Rail, 

Mouldings, Battens, Lattice, 

K. D. Window, Door and 
Cellar Frames. 


John D. Collins Lumber Co. 


White Bidg., Seattle, Wash. 


WE 
SHIP 


the following 
either in straight 

or mixed cars, 
with yard stock: 














MIXED CARS 
Order Just What 


You Need In :- 
YARD AND 
SHED STOCK 


Including 
Bevel Siding, 
Mouldings, Lath, 

dhingles 


WHITE RIVER. 
LUMBER CoO., 


ENUMCLAW , VASH. 























DAVENPORT 
HOTEL 


Spokane, 
Washington 


Complete hotel and ‘ 
dining service. 
formal. 600 
rooms, outside. 
Fireproof. 
Rates and 
prices are most 
moderate. 


Rendezvous of 
Lumbermen of 
the Northwest. 





LOUIS M. DAVENPORT, President 
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. : Spokane Dec. 8 in the interests of the Na. chan 
White Fir Dec. 13.—The question of interstate log tional-American Wholesale Lumber Associa. Puge 

| rates is up again before the State Depart- tion. , ’ the 

U ment of Public Works, which opened a series P. C. Carnaby, of the Holland Lumber Co, days 

LOUIS W ICHET, Inc. of hearings on the subject this week at Omaha, Neb., was in Spokane Dec. 10 ani 11, prod 
Olympia. The increased rates filed by the ~ 

railroads have been protested by the Asso- P ] d O Sh 

Shop—Selects—Common ciated Log Shippers of Washington. ortiand, Ore. Beem 
« a ie | Establishment of a harbor patrol, to see Dec. 13.—The holiday shutdown wil! be abou 
Dimension—Lath—Shiplap | that the waterways are kept free from ob- general in another week or so, and most ciall 
structions, especially floating yards, is ad- mills will remain idle three weeks or a the 

Pattern— Flask vocated by the city harbormaster and the Month. Some will not resume operations Th 

fire department It was reported that several until business is much nearer normal than jt who! 

WRITE | times of late ships have been unable to reach is now. an 0 

. ‘ their docks because of such obstructions, ; Atlantic coast business continues to im. Her! 

712 Railway Exchange Bldg., Chicago that the fireboat would have been co Tage prove, and Douglas fir prices this week went here 
reach several mills in case of an alarm, up about 50 cents a thousand—the first ad- ship 

The arrival this week of the big saw from vance noted in a long time. There were Bost 

Sweden completes the machinery equipment signs of line yards coming into the market Mi 

of the new hemlock mill under construction in a more substantial way. That manufac- ber | 

P at the Buckley Lumber Co.’s plant. The in- turers and dealers are booking a little more Cc. A 

Feather Ri L bh ( stallation of the equipment will be completed business is apparent. There is a decided of t 
ver um er 0. before the first of the year and the mill will tendency, however, not to take on orders at Neb. 

be ready to start operations about that time. prevailing prices except for almost immedi- men 

-4 The Buckley Logging Co. will start operating ate delivery. Export business continues slow, Co. 

Delleker, Plumas Co., Calif. one side next Monday, to supply e for te but it, too, gives promise of reviving before mill 

a new mill. long. California business is dull, teports serv 

Clifford Horr, former vice president of the re agg — — a gradual Improve- Pes 

a Newbegin Lumber Co., and E. K. Murray, ment in lumber demand. hic 

Feather River Canyon local attorney, have organized a new retail offic 





” i yard under the name of the Brookdale Lum- his f 
Soft California ||". ™« | Seattle, Wash. 












































new concern plans the construc- eral 
: 3 tion of buildings and yards on Pacific Avenue, Dec. 13.—Stock conditions at a large West imm 
White Pine south of the city line. It is capitalized at Coast lumber mill are said to be so typical 
99,000. of those at nearly all the fir mills, that com- 
° . W ments of its manager on these are quoted 
White Fir Spokane, ash. below. He said, “No, we are not taking Di 
: Dec. 13.—The demand in this district is ounene for fifty, one hundred Or more Cars, anni 
Incense Cedar very slight, and is not coming from any par- se Rigen tea deferred Beas immediate shipment, bia 
ticular territory, apparently only enough pean — a has been our custom in the kno 
; stock being ordered for fill-ins. Millwork past. It is true that few buyers now wish exp 
Annual Capacity 60,000,000 Feet. plants of the Inland Empire are taking very to place such orders, but we didn’t take those Kin: 
little shop. : offered—we took orders only for a few cars cha: 
! —- The construction and industries committee from such buyers. While we are out for still 
ee - SE of the Chamber of Commerce, a new com- orders, we want only such as we can fill, to t 
mittee, held its second luncheon Dec. 9, with and I can tell you right now that we couldn't yeal 
‘ J. I. Kinman, chairman, presiding. The pur- properly take care of a single order calling tral 
A New Book pose of this body is to promote the use of all a ie pnt * = gp — yar —_— Uni 
local building materials and labor. It was ings. I dou rt that we could furnish more "? 
decided to telegraph Senators Wesley L. than twenty-five such loadings. Yes, we have Colt 
err err Jones and C. C. Dill, at Washington, D. Cc. a little more stock on hand than we had last of n 
urging them and the State’s representatives ri January, but our assortment is badly broken. equi 
Ry RAPID help in impressing upon the Government the This is because of the subnormal demand yea 
importance of using western materials for during the year, which caused us to operate perc 
western public buildings. at only 45 percent of normal, and at that dur’ 
I ATOR More than 50,000,000 feet of logs has been na te eae Psat keep our stocks in balanee. cha 
EST M removed by the logging operations of the 7 here has been little demand for Nos. 2 and log 
Polleys Lumber Co. on Revais Creek, near °? Common, and we have a lot of these grades pres 
A REAL price-list covering houses be- Dixon, Mont., during the last four years. bo hago ee ace yg = cae toot = ber 
cause of its size, its convenient indexing Operations there have been completed. The WHR SHAS OF Che BStIOr mils, a so are 
of the great mass of information which logs have all been brought to the Missoula same there is a lot of a thom tae ago 
places at your finger tips and, of great- mill of the Polleys company. Some years ago we have to do something with, if we cut the ran 
est importance, the ease and simplicity large quantities of Indian timber were pur- 108 to make the items we need—and we cer- $20 
of keeping it up-to-date with constantly chased at Perma. A new logging railroad tainly don’t need any more Nos. 2 and 3 com- and 
fluctuating prices and changing methods is being built into the canyon north of ™on. One of our neighboring mill operators 
of construction, Perma. and a bridge across the Clark’s Fork is putting his 2 and 3 common into wood— 
Every effort has been exerted to make River connects it with the Northern Pacific 4d perhaps it is a profitable thing to do, 
this little book measure up to YOUR railroad. though it is an economic waste. And youll D 
IDEAL of what is needed, every imag- At the Dec. 12 meeting of Spokane Hoo-Hoo find on checking up, that stocks at 95 percent cre: 
inable precaution has been. taken to in- Club, James Ford, of the Spokane Chamber of the West Coast mills are in about the pine 
sure the highest degree of accuracy in of C ener meen, Merce ceagaverg same broken state as ours.” gb 
copying these tabulations from its par- ‘ ommerce, gave a report on the Portland Oe et : . — . pode 
ent book, “Automatic Building Costs,” meeting of the Chamber of Commerce of the Prospect ts are mighty good for cal ma- pine 
so that these “cost-rates” will be just United States. He said that the lumbermen terial business, the outlook being better tion 
es accurate as those in that book proved were very strongly represented. Mr. Ford than at any time for several months. A tha 
to be in the two years it has been in use also gave a brief talk on the progress of number of orders have been placed and pros- pri 
in every state in the U. S. A. and in Federal legislation for the northern air pects are for a fair number more. The rail- gra 
Canada. mail route, and the Hoo-Hoo then formed a roads are out with inquiries.” So spoke 4 exe. 
While this book is only a small part of resolution to be wired to Washington, urg- representative of a sales organization which The 
the “ABC System of Estimating,” it con- ing that senators and representatives from handles the output of nearly thirty mills. ing 
tains the most-used tables and gives this district do everything in their power This informant also declared that his com- the 
simple rules for deriving other informa- to secure the passing of the bill for the route. pany’s December business was the best dur- tim 
coon contemnes b- 4: ewes ve A small mill is being installed in the Syl- ing the last six months. The experience of abl 
ee aoe - Rm hart eS vanite district near Troy, Mont., by men from this firm is that prices are firmer than they fac 
7% F Canada who purchased a tract of several were, with no items selling below previous mal 
This book will enable you to build up a million feet of timber recently. It is be- low levels, and many on the upgrade. stor 
reputation of being the “Building-Costs” lieved Moyie Springs will be ‘used as the An encouraging development is 4 demand car 
pone at A Pg ow oe + a *- shipping point, as it is on a line running in intercoastal trade for low grade lumber, Sou 
2% "x54" vest pocket size. 7 oO into Canada, where the lumber will go. P. L. shipments” of which are increasing _ Tae mai 
¥ Saddler, of Bonners Ferry, is doing the are relieving the waterfront mills of muca eles 
$3.00 Postpaid sawing. stock that hitherto has been accumulating, pri 
Articles of incorporation were filed re- particularly low grade commons and bundled R 
cently by the Chelan Box & Manufacturing uppers. ing 
AMERICAN LUMBERMAN Co., Chelan, with a capitalization of $40,000. Rates to the United Kingdom continue at ite) 
L. B. Schwellenback and Dorothy Fry were 42s 6d to 45s, with a fair volume moving. Pri 
431 So. Dearborn St. CHICAGO, ILL the incorporators. : ; The market for cedar logs, with si'es being lar 
Arthur E. Lane, of the Arthur E. Lane Cor- made at $1 above list of $12 anJ $24, #8 of | 
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firmer. Fir and hemlock log prices are un- 
changed. An inventory of log supplies on 
Puget Sound revealed a slight increase over 
the previous inventory. During the holi- 
days, all mills will be down. Winter lumber 
production may be as low as 25 percent of 
capacity. 

Shingle prices are tending towards soft- 
ness. Production of shingles is placed at 
about 35 percent of capacity with an espe- 
cially heavy curtailment in prospect over 
the year end. 

The Transcontinental Lumber Corporation, 
wholesaler, of New York City, has opened 
an office at 910 White Building in charge of 
Herbert G. Wells, who has been manager 
here for four years of the Shepard Steam- 
ship Co. and the Shepard Lumber Co., of 
Boston, Mass. 

Max Wyman, head of M. A. Wyman Lum- 
ber Co. here, received a visit this week from 
Cc. A. Tyson, who with two other employees 
of the C. N. Dietz Lumber Co., of Omaha, 
Neb., has taken over its wholesale depart- 
ment and formed the Huston-Tyson-Gleason 
Co. They will maintain the old C. N. Dietz 
mill connections, and take advantage of the 
services of M. A. Wyman Lumber Co. here. 

A. C. Long, of the Fir Gutter Co., Cadiz, 
Ohio, was a visitor during the week at the 
offices of Robert Patterson, who represents 
his firm in this territory. Mr. Long spent sev- 
eral days visiting the mills and buying his 
immediate requirements. 


Vancouver, B. C. 


Dec. 13.—From present indications, the 
annual Christmas shutdown of British Colum- 
bia mills will be the most extensive ever 
known in the history of this Province. The 
export market is very quiet, but the United 
Kingdom and Continent continue to pur- 
chase in considerable quantities. Prices are 
still low, but the mills are looking forward 
to their strengthening after the first of the 
year. Freight rates to the Orient and Aus- 
tralia are very weak, but those to the 
United Kingdom and Continent are strong. 

Loggers in the Coast region of British 
Columbia are operating at about 60 percent 
of normal. Douglas fir log stocks are about 
equal to those in the water at this time last 
year. Fir mills are operating less than 50 
percent of capacity, and may further curtail 
during the next sixty days. There is little 
change in the cedar log situation. Shingle 
log stocks are sufficient to last mills, at the 
present rate of cutting, for five months. Lum- 
ber cedar is as abundant. Hemlock log stocks 
are only about half of what they were a year 
ago, and are firm at $11, list. Fir log prices 
range from $11.50 camp run, to $10, $15 and 
$20 on grade. Shingle logs are bringing $11, 
and lumber cedar, $19. 


Jacksonville, Fla. 


Dec. 15.—Last week there was a slight in- 
crease in export shipments, mostly of pitch 
pine, but otherwise trade remains dull. Prices 
of most items are weak. However, the larger 
Pine mills are endeavoring to maintain quota- 
tions. Retail demand is just a little less 
than in the early part of December, and calls 
principally for badly mixed cars of lower 
Srades. Practically no B&better is moving, 
except on small orders with other material. 
The mills are overstocked with small fram- 
ing and timbers, and prices are lower than 
they have been in several years. Some large 
timbers are selling, but prices for merchant- 
able and square edge and sound are unsatis- 
factory. Air dried roofers are in little de- 
mand, and prices remain unchanged, with 
Stocks at the mills large. A number of large 
cargoes were shipped to the West Indies and 


South America, and smaller shipments were 
made to Europe. Most of this material was 
cleared through Tampa and Pensacola. Fair 
Prices were reported on these export sales. 


‘ Stocks of cypress mills have been increas- 
Ing, but are badly assorted, and a number of 
items are hard to obtain for quick shipment. 
Prices are unchanged. The demand runs 
largely to lower grades, with a fair amount 
of factury items moving. There is also some 


thick tank and FAS going to northern and 
eastern territories, but most of the buyers 
are holding off placement of orders until 
after the first of the year. Millwork plants, 
both in Florida and in the North, are buying 
sparingly, and a good many of them are 
closed down. Practically no high grade finish 
is moving, but some orders calling for ‘C”’ 
and “D” in specified widths and lengths have 
been received. The truck growers continue 
to take a good quantity of No. 3 common, 
box and peck, but little can be expected from 
this quarter after Christmas, most of the 
crops using this material having been sup- 
plied with cover boards ete. 

Haynes R. Mahoney, president Mahoney 
Lumber Co., was elected president of the 
Jacksonville chapter of the Alumni Associa- 
tion of Duke University, at an organization 
meeting here Dec. 11. 


Bogalusa, La. 


Dec. 15.—C. W. Goodyear, treasurer of the 
Great Southern Lumber Co., spent a few days 
here with three friends and enjoyed a real 
quail hunt. Mr. Goodyear thinks business 
conditions are no worse than those of a few 
months ago, and hopes to see a big improve- 
ment after the first of next year. 

Dr. J. H. Skinner, now of Skinner-Sherman 
(Inec.), Boston, Mass., who in 1911, as a repre- 
sentative of Little & Co., came to Bogalusa 
and compiled a report showing that paper 
could be made from the waste of lumber at 
the plant of the Great Southern Lumber Co., 
was the guest of R. H. Laftman, of the 
Bogalusa Paper Co., and D. T. Cushing, of 
the Great Southern Co. Dr. Skinner was 
amazed at the progress in development of 
Bogalusa since 1911, which had been even 
greater than he predicted it would be. 

J. K. Johnson, forester of the Great South- 
ern Lumber Co., recently returned from a 
visit to Florida, where he saw a cypress tree 
estimated to be 3,500 years old, 127 feet high 
and 47 feet in circumference, and 17% feet 
in diameter. He thinks it would be of inter- 
est to future generations if the parish offi- 
cials at Bogalusa could invest in a small 
park, to contain a few stately longleaf yel- 
low pines. 


Albuquerque, N. M. 


Dec. 15.—Fears of dull winter and spring 
demand are not in evidence at the South- 
western Sash & Door Co., Westie Jensen, 
manager, which placed orders Saturday for 
eight carloads of material for delivery im- 
mediately after the Jan. 1 inventory. 

The Superior Lumber Co., Andreas Vigil, 
manager, and Vidal C. Montoya, yard fore- 
man, last week hired extra help to put their 
stock—constantly increasing in volume and 
variety—into the best form for inventory. 

John Zalaha, president New Mexico Lum- 
ber Co., MePhee, Colo., was conferring with 
lumbermen in Albuquerque and at Laguna, 
N. M., last week. 

P. P. Breece, manager Breece Lumber Co.’s 
mills at Alamogordo, N. M., was a visitor at 
the head office in Albuquerque Saturday. 


Birmingham, Ala. 


Dec. 15.—Business at yards here has been 
rather limited. Buying is principally of 
small lots for repair work. Retailers com- 
plain about cut-throat competition. The 
lowest prices named in many years are being 
quoted by some. Association yards are trying 
to maintain prices, but find it hard to secure 
the larger contracts. 

Lowest prices quoted by Alabama mills 
since 1908 have prevailed. No. 3 flooring 1x4- 
inch sells at $6. Extra high grade No. 3 
common is as low as $10.75. No. 1 and C 
dropping grade 1x4-inch flooring is at $28. 
Dropping grade finish, 1x6-inch and wider, 
is $23. S2S&CM 1x6-inch is about $7.25 for 
No. 3 common and $10 for No. 2. No. 2 air 
dried shiplap or 1x8-inch CM is $11. No. 2, 
ix12-inch is $13, and No. 3 is $8. No 2 dimen- 
sion, 2x4- to 8-inch, nets under $10. One yard 
reported the purchase of five cars, mixed to 
suit its needs, from one of the best mills 
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in this section and through a wholesaler of 
the same type, at the prices listed above. 
Comparison of prices from ten mills shows 
they all differ, but largely on upper grade 
stock. Almost all mills make extremely low 
figures on low grades. Prices on 1x6-inch 
B&better finish run from $31 to $40, and 1x6- 
inch No. 1 and C finish sells at $25 to $33. 
Rough finish is as low as $22 for 1x6- to 
12-inch at one mill, with a nearby mill insist- 
ing on $35. 

Most mills in the district are running only 
two and three days a week. They will close 
about Dec. 20 for the holidays, and remain 
down until after the first of the year. The W. 
M. Carney Mill Co. and Swift-Hunter Lumber 
Co., of Atmore, Ala., will be down for some 


time. The Sipsey Valley Lumber Co., Buhl, 
has closed down its woods operation and 
sawmills, but continues” shipping. The 


Fayette sawmill, of the W. P. Brown & Sons 
Lumber Co., and the Guin operation, have 
closed down; stock on hand is being 
worked off. 


St. Louis, Mo. 


Dee. 15—The entire lumber market has 
quieted down, with prices sagging. Southern 
pine is off an average of $1 on all items, and 
business has fallen off about 20 percent dur- 
ing the last week. Hardwood demand is so 
small that practically no firm prices are 
named. West Coast woods and cypress are 
very quiet, with quotations unchanged. 


Kansas City, Mo. 


Dec. 15.—There was virtually no expansion 
in sales last week, but they are expected to 
increase after this week, as information from 
salesmen indicates heavy replacements are 
needed. One consistent though not heavy 
industrial buyer consumer last week placed 
a moderate-sized order for shipment in the 
new year. Other industrial concerns are ex- 
pected to follow suit within the next fort- 
night. Railroads, however, are very poor 
buyers. Prices will probably remain at pres- 
ent levels until the first of the year at least. 


Macon, Ga. 


Dec. 15.—Practically no business is being 
done by the roofer mills, and only a few are 
operating, and those on short time. 

Southern Georgia longleaf manufacturers, 
in most instances, will be closed down during 
the coming week until after the first of the 
year. 3usiness is so light that rush orders 
can be cared for with stocks on hand. 

The largest purchases of gum in a period 
of two years have been made in the southern 
field. While most of this ,.business went to 
the Delta mills, it is creating a much better 
situation in the Southeast. Manufacturers 
in this territory report good contracts hav- 
ing been placed by furniture factories in 
North Carolina and Virginia, for deliveries 
early in the new year. Some of the orders 
are to be filled before the end of this year. 
Production has been below shipments and or- 
ders for several months, so there has been a 
reduction of stocks at practically all South- 
east mills. 


Minneapolis, Minn. 


Dec. 17.—The activity of modernization 
groups in both St. Paul and Minneapolis, low 
prices of building materials, and the general 
belief that spring will see an improvement 
in business conditions and a consequent de- 
mand for more houses, all have helped speed 
up winter building here. In the early spring 
the modernization bureaus will carry their 
publicity into the rural sections. There have 
so far been few spells of really cold weather 
in this region. 

Few industrial users are making purchases 
of northern pine, even the box and crating 
interests showing little interest. Most of the 
buying is being done by retailers who are 
making up nearly depleted stocks. The few 
orders given to manufacturers are for mixed 
ears. Prices are holding steadily, with only 
sprinklings of special offerings. Stocks are 
in fairly good assortment at the mills. 

Considering the season northern white 
cedar dealers report a fairly satisfactory 
business. Manufacturers are devoting most 
of their energies to production rather than 
selling. They foresee an exceptional call 
for large sized posts for highway guard rail 


purposes. There are plenty of small posts 
available, and production of these will be 
curtailed. 


—_——_ 


Shreveport, La. 


Dec. 15.—A very slight increase in south. 
ern pine orders was noted last week. 
orders call for carloads, instead of part cars 
of minimum weight, but buyers are crowding 
in as many items as mills will permit, for 
supplies in retail yards are being kep' at 
the minimum. In prices there has been little 
or no change. Mills are inclined to stand pat 
when extremely low offers are submitted. 
Prices of all common stock are very low. 
tecent rains have not been heavy enough: to 
impede operations seriously. 

The hardwood demand is still slow ana 
unsatisfactory, but prices are fairly firn 

William A. Robinson, head of the Robinson- 
Slagle Lumber Co. here, was honored receitly 
by being for the thirteenth time elected 
treasurer of Caddo lodge of Masons. 


Baltimore, Md. 


Dec. 15.—Charles Campbell and Walter §. 
Martin, of the R. B. Homer Lumber (Co, 
wholesaler, Baltimore, are on a ten days’ trip 
through North Carolina in search of stocks, 
an indication that supplies of shortleaf pine 
have run rather low, and can no longer be 
so readily obtained. 

W. N. Lawton, assistant to the president 
of the Redwood Sales Co., San Francisco, 
who makes his headquarters in Philadelphia, 
was recently in Baltimore conferring with 
his correspondent, the R. B. Homer Lum- 
ber Co. 

Harvey M. Dickson, secretary National 
Lumber Exporters’ Association, is ill at his 
apartment with a severe cold. 

Richard N. Jackson, of the Jackson Lumber 
Co., which operates the large plant at Lock- 
hart, Ala., has returned from its annual meet- 
ing there. 


New York, N. Y. 


Dec. 15.—With the lumber market un- 
usually quiet, the situation in Inland Empire 
stocks is regarded as puzzling. The only 
pronounced change in prices in some time 
came last week, when Pondosa selects moved 
up $5 a thousand, and No. 3 common Idaho 
advanced $1. All other grades of Pondosa 
and Idaho remained very firm. Demand for 
these grades is light, but stocks in the more 
popular brands are badly broken, and whole- 
salers are finding difficulty in filling even 
small orders. For some time, wholesalers 
have been trying to fill up the gaps, but mills 
have been averse to making shipments to 
New York. 

The annual Christmas Party of the Nylta 
Club will be held next Saturday night in 
Hotel Astor. An attendance of at least six 
hundred lumbermen is assured by advance 
sales of tickets. 

I. Feldman & Son (Inc.), Brooklyn, have 
just let a contract for an additional trim and 
molding warehouse, to be fireproof and dust- 
proof, 19 feet high, with 11,250 feet of floor 
space. All moldings will be stacked on end. 

E. G. Grant, of Los Angeles, Calif., repre- 
senting the Algoma Lumber Co., has been in 
New York on a business trip. 

Clarence W. Tanner has been added to the 
sales force of the R. T. Jones Lumber Co. 
and will cover the Hudson territory as far 
north as Vermont. Mr. Tanner is a recruit 
from the firm’s yards in North Tonawanda, 
N. Y. 


Most 


S 


Boston, Mass. 


Dec. 16.—Both wholesale and retail divi- 
sions of the lumber market are slow. There 
has, however, been a fair volume of business 
in Douglas fir the last week, some transits 
being sold and a moderate quantity of mill 
shipment orders placed. Wholesalers believe 
the tone of the market on the West Coast 
is getting firmer and they are urging their 
customers here to cover. Some firms are 
now asking ec. i. f. for fir $9.75 less than page 
11%, Atlantic differentials, but it is possible 
to buy at 50 cents below or even less. The 
price tendency is upward, however, and is 


accentuated by the advance of cargo rates 
for January and February shipment 
A Boston contractor who recently bought 


3,000,000 feet of West Coast lumber direct 
from a wholesale company controlled by 4 
group of Coast mills states that he was 


quoted a cargo rate of $7 by a steams!iip line 
not in the Intercoastal Conference. 

A cargo of 5,000,000 feet of Doulas fit 
and western hemlock and 2,600 bu 
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cedar shingles, much of which is understood 
to be unsold, arrived here last Tuesday from 
British Columbia. 

The Theodore Schwamb Co. of Arlington, 
Mass., has been awarded the contract for 
doors, windows and finish of the new bank 
puilding in Lowell. 

Frank H. Smith, of the Frank L. Allen 
Lumber Co., Fall River, has been elected a 
city councilor. 

Because of good business this year and 
prospects for expansion in trade in 1931, the 
Deerfield Plywood Co. is making a $20,009 
addition to its plant at Wilmington, Vt. 


Warren, Ark. 


Dec. 16.—Last week the Arkansas soft pine 
mills received a fair volume of business, 
though some of the new orders are for ship- 
ment after Jan. 1. Straight-car sales of 
flooring have been reported. Both flat and 
edge grain flooring, along with end-matched, 
are in better demand than for some time. 
Dealers’ stocks appear low and some forced 
buying is taking place. Prices remain firm, 
though some items are in surplus. When 
the mills do not have a surplus stock of 
No. 2 boards and dimension, they are better 
able to maintain prices. Several mill mana- 
gers predict an actual shortage of 6-, 8- and 
10-inch No. 2 boards within the next sixty 
days, and an advance on these items. There 
are several large inquiries out for industrial 
stock, running heavily to special sizes. One 
order specifies fifty cars of cut-to-length 
§-inch No. 2 center matched, for shipment one 
car per day, beginning immediately, but 
mills in this district are bidding on only 
15 to “) percent of this order because of 
their limited stocks. Small mills are still 
inactive. Logging operations are being cur- 


tailed. 
Laurel, Miss. 


Dec. 15.—Southern pine business last week 
showed some increase. Heavier inquiry has 
come from small buyers, who are intent on 
buying at today’s prices. Shipments and pro- 
duction are about equal, with production cur- 
tailed to a large extent. Prices remain firm, 
with a slightly upward trend. Upper grades 
are stronger than lowers. There is a fair 
export demand. 

Rains and high water have interfered ma- 
terially with hardwood logging. A number 
of large hardwood consumers are making 
frequent inquiries about delivery during the 
first few months of the new year. They wish 
to buy at prevailing prices, at which the 
mills are not eager to sell. Production is 
half what it was at this time last year. 

Arthur J. Cox, director of Eastman, 
Gardiner & Co., has returned to Iowa City, 
Iowa, after a visit with his son, Frederick 


eo so 


Dec. 15.—Demand for North Carolina pine 
at this season is always light, for many large 
users are thinking of closing down during 
the Christmas holidays, and yards are limit- 
ing purchases. So far this month it has 
been exceptionally light. A few mills have 
booked rather nice orders for one or two 
items. Many large users are now getting a 
line on stock and prices for next year, but 
are a little backward about placing large 
orders, while millmen are not accepting much 
new business for future shipment, because 
they feel that prices are now too low. 

Better grades have been slow. <A few sales 
of 4/4 B&better, band and circular 
Sawn, have been made for future delivery. 
B&better 4/4 stock widths have not been 
moving briskly. Stock widths, 5/ and 6/4 
are very quiet. Very little No. 3 lumber is 
being bought. An occasional car of 10- and 
12-inch No. 3 mixed is bought by yards. 


edge 


Very little box lumber has been sold, 
though a lot of dickering is going on. Little 
good air dried edge box is being offered. 
Some small framing mills now operating will 


have ir dried edge box, but weather condi- 
ions are poor for drying. Large consumers 
of dressed and resawn box, both edge and 
stock widths, are still sitting on the fence. 
Kiln dried stock is not very plentiful. The 


yards ave been buying only a little 10- and 
12-inch box, rough and dressed. There has 
heen good sale for dunnage, both pine and 
hardwood, to be shipped by water 

The has been very little demand for fleo 
meg, thin « eiling, roofers, casings ete Sev 
eral mill report heine oversold on 71 inch 





face B&better and No. 3 flooring, and sur- 
plus of 34-inch face flooring has been 
greatly reduced by large sales of rough 


4-inch strips for export. Kiln dried roofers 


have been moving a little better, but air 
dried have been very quiet. Prices of all 
dressed items, however, remain firm. 





Soviets Selling Lumber to 
South America 


Tampa, FLa., Dec. 15.—Florida sawmill in- 
terests have considered South American mar- 
kets very profitable outlets for southern pine. 
But the Soviets are now shipping unsold car- 
goes of Siberian spruce into these markets, and 
shippers of this part of the South are uneasy. 
Recently Robert G. Glover, a commercial at- 
tache of the United States Department of Com- 
merce, located at Santiago de Chile, was in 
Tampa, and reported that Russian shippers have 
informed the South Americans that they are in 
position to unload in those ports 200,000,000 
feet of lumber a year at whatever price the 
market will yield. ‘The Soviets send cargoes 
of spruce to South American ports, where they 
remain docked until the lumber is sold,” said 
Mr. Glover. 

The importance of this development to the 
southern United States is shown in the fact 
that 37,000,000 feet of Florida pine was sent to 
River Platte ports alone last year, through 
Tampa, Pensacola and St. Andrews Bay.” More 
than 17,000,000 feet of this amount went out 
of Tampa, along with smaller shipments to the 
same general sections. Pensacola sent 10,000,- 
000 feet last year to Buenos Aires, 7,000.000 
feet to Montevideo and 7,000,000 feet to other 
Argentine ports. More than 2,400,000 feet went 
to the Argentine from St. Andrews Bay, and 
about 1,000,000 feet to Santos, Brazil, from 
Jacksonville. 

Local dealers say they find business much 
less influenced by Soviet shipments than might 
have been expected, because Argentine yards 
have low stocks. Dealers also say that the 
spruce sent in by the Russians has not proved 
popular for construction purposes in the Ar- 
gentine. However, the pressure to substitute 
this product for southern pine is disturbing, and 
the development of the competitive situation is 
being watched with great care. 

The reduction in the shipments out of Florida 
ports is not attributed, so far at any rate, to 
Russian spruce dumped in South America, but 
rather to general trade conditions all over the 
world. Tampa shippers believe that as soon as 
European contries are able to buy and pay for 
Argentine grain and meat, there will be a resto- 
ration of purchasing power that will be felt by 
Florida and other southern pine producing sec- 
tions. They are confident that the preference 
for southern pine is so general in South Amer- 
ica that such prices as are made by the Soviets 
will not definitely injure sales of southern pine. 





Turpentine Association Grows 


Tampa, FLa., Dec. 15.—Gum_ turpentine 
farmers representing more than one-half of the 
American production have been signed up by 
the Gum Turpentine Rosin Marketing Associa- 
tion. Vice President 1]. M. Wilson says that 
of the 881 members becoming affiliated so far, 
more than 500 have signed up during the last 
three weeks, as a result of campaigns in South 
Carolina, South Georgia and North Florida. 





Revenue Freight Loadings 


A report of the car service division of the 
American Railway Association shows that 
the revenue freight loadings for the week 
ended Dec. 6, 1930, totaled 787,173 cars, as 
follows Forest products, 34,976 cars (an in- 


crease of 2.881 cars over the week imme 
diatel preceding): grain, 49,105 ears; live 
tock, 27.6381 ear coal, 175.996 ears: coke 
524 cars ere, 6.064 cars; merchandise, 
2 OT? car and miscellaneou 9HQA LOH ears 
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To cut your lumber 

faster and cleaner equip your 
mill with the dependable SIMONDS 
INSERTED POINT SAWS —’saws 
that stand up to the hardest kind of 
cutting. They operate at less cost be- 
cause they are made of quality steel 
that withstands wear longer and re- 
tains its cutting edge. Then too—the 
scientific design of the SIMONDS 
tooth makes it possible for these saws 
to cut faster and stand heavy feed on 
all kinds of cutting. 


Your Simonds dealer can supply 
these Saws, Points and Shanks. Specify 
them when you order. 


Simonds Saw and Steel Co. 
“ The Saw Makers” 
ESTABLISHED 1832—FITCHBURG, MASS. 


Chicago, Ill. Lockport, N. Y. Portland, Ore. 
Boston, Mass. Memphis, Tenn. San Francisco, Cal. 
Detroit, Mich. Atlanta, Ga. Los Angeles, Cal. 
New York City London, England Seattle, Wash. 
New Orleans, La. Montreal, Que. Toronto, Ont. 
Vancouver, B. C. St. John, N. B. 


SIMONDS. 


Inserted Point 


SAWS 
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CRONWALL & COMPANY 


Incorporated 


Lumber Company Financing 





Represent owners of 


PACIFIC COAST 
TIMBERLANDS 


For Sale on Attractive Terms 





231 South La Salle Street 
Continental Illinois Bank Building 


CHICAGO 





YARD, MILL AND OFFICE 


Newsy Notes of Persons and Places 





























Hundreds of New Lumber Buyers 


are listed in the Septem- 
ber Edition of the Red 
sook—now available 

This book may be had on 
trial for 30 days—With 
out Cost or Ob 
ligation — by 
any responsible 
concern Red 
Book credit rat- 
ings and re- 
ports are almost 
universally rec- 















CHANGE SHEET 
CLANCYS BED BOOM SERVICE 


- os 


ognized as the 
most reliable 
Ask for Pam- 


phiet No. 49-8 
and details of 
FREE trial 
offer 

The Collection 
Department has had long 
experience in collecting 
lumber accounts. and the 
cost is reasonable. 


LUMBERMEN’S CREDIT ASSOCIATION 
Executive Offices, 608 South Dearborn St., Chicago. Il 
East. Headquarters, 35 S. William St., New York City 




















GILBERT NELSON & CO. 


Public Accountants 
i! SOUTH LASALLE STREET 
CHICAGO 


TELEPHONE RANDOLPH 2220 











Bird Houses 
Boys Can Build 


Providing homes for birds adds interest to the 
homes of people, helps to reduce the insect popu- 
lation, gives pleasant recreation for boys, teaches 
them skill with tools in the working of wood 
and performs a valuable social and economic 
community service. All this is promoted by the 
use of the book, “Bird Houses Boys Can Build,” 
which contains plans and instructions for build- 
ing scores of varieties of bird houses. Bound in 
heavy paper, 60 pages. Price delivered, 65 cents. 


American Lumberman, 431 So. Dearborn St., Chicago 








George Thurn, of the Thurn-Maxon Lumber 
Co., South Bend, Ind., called on friends in the 
Chicago lumber trade Wednesday. 


John D. Spaulding, of the California Door 
Co., Oakland, Calif., arrived in Chicago Mon- 
day to spend several days calling on local 
lumbermen. 


R. G. Maislein, of Sheboygan, Wis., president 
of the Maislein-Dawson Lumber Co., was a 
visitor at Chicago lumber offices the latter part 
of last week. 

Arthur B. Ransom, of the Ransom Hard- 
wood Lumber Co., Nashville, Tenn., called at 
Chicago lumber offices on Friday and Sat- 
urday of last week. 

Ed Gilhooley, of Glidden, Wis., sales man- 
ager of the Soo Lumber Co., spent several 
days in Chicago this week, and called on friends 
in the local lumber trade. 

Frank R. Linroth, manager of the Chicago 
office of the Exchange Sawmills Sales Co., 
left Synday night for Rosboro, Ark., to spend 
several days visiting the mills of the Caddo 
River Lumber Co. 


Paul Miller, of Chicago, head of the Paul 
Miller Lumber Co., expected to leave Friday 
for St. Petersburg, Fla., to join his family whe 
have been there about a month, and spend about 
two weeks with them. 


L. E. Schleihauf, of Pittsburgh, Pa., who is 
in the commission lumber business under the 
name of the Lumber Sales Co., was in Chicago 
on Saturday of last week, and called at the 
offices of several of his friends in the local 
trade. 

E. H. Trump, of St. Louis, Mo., head of 
the E. H. Trump Lumber Co., was in Chicago 
Tuesday on his way to other lumber centers of 
the North and middle West, and while in the 
city visited several of his friends in the local 
lumber trade. 

George W. Myers, of Canton, Ohio, head of 
the G. W. Myers Co., a wholesale and com- 
mission lumberman, was in Chicago Wednesday 
and called at the offices of friends in the trade 
here. He was on his way back home from 
a business trip to Minneapolis, Minn. 


H. J. Troup, of H. H. Troup & Co., Kan- 
kakee, Ill., was in Chicago for several days 
late last week and early this week, and called 
at the offices of local lumbermen. He reported 
that his business has held up quite well during 
recent months, and expressed confidence in 
what the new year will bring. 


Martin L. Hansen, Chicago representative of 
the Clover Valley Lumber Co., visited several 
cities of Iowa last week to call on the lumber 
consuming trade, but found most of the sash 
and door factories shut down for inventory, 
he said, although there was expected to be a 
resumption of activities after the first of the 
year. 

George Allport, of Kansas City, Mo., man- 
ager of the oak flooring department of the 
Long-Bell Lumber Co., was in Chicago Mon- 
day and called at the local offices of his com- 
pany to confer with Manager C. W. Lawrance. 
The oak flooring situation looks quite satisfac- 
tory, he reported, indicating that the Long- 
Bell company is expecting an improved trade 
in this commodity during 1931. 


Richard Cortis, of the Richard Cortis Lum- 
ber Co., Chicago, expected to leave Friday for 
the West Coast accompanied by Mrs. Cortis, 
intending to be absent until April 1. Most of 


his time will be spent in Los Angeles and on 
Catalina Island, where, Mr. Cortis says, he 


expects to watch the Cubs practice up for 
their spring campaign. Mrs. Cortis, meanwhile, 
will make a trip to Wellington, New Zealand, 
to visit their daughter there, with the inten- 
tion of remaining until June. Business as usual 
will be conducted in Chicago by J. J. Hartigan, 
Mr. Cortis’ assistant, who will look after the 
office and take care of orders. 

James W. Sewall, consulting forester of Old 
Town, Me., and Port Arthur, Ont., accompanied 
by three members of his staff, Kenneth M. 
Clark, B. C. Marsh and Joseph D. Latno, are 
at Sevierville, Tenn., in attendance at the hear- 
ing which is to determine the value of certain 
lands, within the boundaries of the proposed 
Smoky Mountains National Park, which are 
owned by the Champion Fibre Co. The Sewall 
estimate of timber has been set up by the 
Champion company as one of the measures of 
damage which it claims by reason of the loss 
of its spruce reserve, if that reserve is taken 
by the State of Tennessee Park Commission. 

To acquaint shippers of various commodities 
with the different types of wooden boxes 
which are-available, and to show the purposes 
and good points of each, the National Associa- 
tion of Wooden Box Manufacturers has pre- 
pared an illustrated leaflet, which was expected 
to be off the press this week. When a repre- 
sentative of the AMERICAN LUMBERMAN called 
at the association’s offices in the Conway 
Building, Chicago, Wednesday, this and some 
of the other activities of the organization were 
mentioned by L. P. Blattner, one of the asso- 
ciation staff members. But he very apparently 
had something else on his mind, and after a 
few minutes he told us what it was. “You 
can't blame me for thinking of something else,” 
he said, and his smile was a broad one, “for 
[ just became the father of a lively boy, ten 
days ago and he came home just today. I can’t 
think of much of anything else. His name? 
It’s Lee Pemberton Blattner, Junior.” 





Hardwood Traffic Association Moves 


J. A. Koehler, of Chicago, manager of the 
Southern Hardwood Traffic Association, last 
Saturday moved his headquarters from the for- 
mer location on the twentieth floor of the Con- 
way Building to suite 1620 in the same building, 
at 111 West Washington Street. 


Opens Chicago Warehouse 

To improve its service in the Chicago area, 
already excellent, the American Hoist & Der- 
rick Co. has purchased warehouse facilities at 
832 West Kinzie Street, and the new establish- 
ment was opened early this month. It has a 
complete stock of new machines and repait 
parts for the prompt service of all users of 
“American” hoisting machinery. The company’s 
factory and general office is in St. Paul, Minn., 
and its Chicago branch office is at 205 West 
Wacker Drive. 


Hardwood Association Elects 

Tom J. Curley, of the William C. Schreiber 
Lumber Co. (Inc.), was re-elected president of 
the Hardwood Lumber Dealers’ Association ot 
Chicago at the annual meeting of the organiza- 
tion Tuesday afternoon at the Alcazar Hotel. 
All the other officers were re-elected also, as 
follows : 

Vice president—Charles M. Smith, of the W. 
O. King Lumber Co. 

Secretary—H. B. Tibbitts, of Charles |arling 
& Co. 

Treasurer—F. H. Heidler, of the Heidler 
Hardwood Lumber Co. 


Credits and collections formed the chief topic 
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of discussion at the meeting, and the members 
agreed that conditions such as now obtain de- 
mand the closest co-operation between the yards 
in regard to exchange of credit information. 


Bookkeeper Promoted to Managership 


StoucHtTon, Wis., Dec. 15.—Leslie Norman, 
who for more than six years has been a book- 
keeper at the local yard of the Brittingham & 
Hixon Lumber Co., during most of that time 
has been getting training and experience under 
A. C. Wilson. Recently, however, Mr. Wilson 
resigned as manager, and from the company’s 
headquarters at Janesville comes the announce- 
ment that Mr. Norman has been named to suc- 
ceed him. Mr. Wilson has not announced his 


future plans. 
a ae 


Recovering From Illness 


Sumter, S. C., Dec. 15.—The host of friends 
in the lumber industry of R. J. Alderman, of 
D. W. Alderman & Sons, Alcolu, S. C., recently 
have learned with regret of his severe illness. 
Mr. Alderman was taken ill a short time ago 
while on a business trip in the East. After a 
few days in a hospital in Baltimore, he had 
recovered sufficiently to return to Sumter, 
where he has been recuperating in a local hos- 
pital. The Alderman concern, noted for the 
a of its product, is operating its plant 

t Alcolu regularly, the entire direction of the 
bone being in the hands of Paul Alderman 








Display of Port Orford cedar in the Plymouth Court window at the 

ticket office of the Southern Pacific Lines at 33 West Jackson Boule- 

vard, Chicago. Battery separators, plywood sheets and Venetian blind 
stock constitutes most of the exhibit 


during his brother’s illness. This is one of the 
few plants in this territory that have been 
enabled to continue in regular operation during 
the depression in the lumber industry that has 
existed practically all year, 


Copies of “Darky” as Ready 


JACKSONVILLE, FLA., Dec. 15.—Following its 
usual custom, the Moore Dry Kiln Co., of this 
city and North Portland, Ore., will present to 
the trade at large this year one of its unique 
“Darky” calendars for 1931, which is just off 
the press. The drawi ings are by James P. Alley, 
famous creator of “Hambone’s Meditations,” 
which appear in the daily newspapers. They 
show old Uncle ’Neas fishing in a hog wallow 
near his dilapidated sawmill and logging opera- 
tion, which is shut down due to the 1930 busi- 
ness “repression.” The calendar picture is en- 
titled “The Optimist,” and the story around 
which the calendar is built tells that Uncle 
’"Neas in conducting his operation was caught 
in the maelstrom of over- -production and_ low 
prices, finding, as he expresses it, that iM, kin 
sell lumber cheaper than I kin make it.” Va- 
rious sorts of advice, given him by lumbermen, 
did not work out satisfactorily; so Uncle "Neas 
Closed the mill down and went fishing, trying 
to catch something in the little pond in which 
not even a catfish was ever known to have been 








caught. Between his resting and smoking and 
fishing, Uncle ’Neas’s wife got tired of sup- 
porting the family by taking in washing, and has 
reached the conclusion that *"Neas should go 
after lumber orders and help make times bet- 
ter instead of sitting down and waiting. 

Copies of this calendar will be sent free on 
request to the Moore Dry Kiln Co. 





Lumbermen’s Insurance Board Meets 


MILWAUKEE, Wis., Dec. 17.—The board of 
directors of the Retail Lumbermen’s Mutual 
Insurance Co. of Wisconsin held its regular 
quarterly meeting today at the headquarters of 
the Wisconsin Retail Lumbermen’s Association, 
to review the year’s business and form plans 
for the coming months. 

At the meeting there was interested discus- 
sion concerning the Wisconsin Mutual Alliance, 
which is being organized here to include all 
mutual fire, casualty and automobile insurance 
companies in the State. The alliance plans to 
represent the mutual companies’ legislative in- 
terests during 1931, and to sponsor a campaign 
of newspaper advertising throughout the State. 





Railroad Features Wood Display 


Lumbermen who pass the ticket office of the 
Southern Pacific Lines at the corner of Jackson 
Boulevard and Plymouth Court, Chicago, these 
days note with interest a display of Port Orford 
cedar which is prominently placed in one of the 
big windows on _ the 
Plymouth Court side. 
The exhibit has been 
there about a week and 
J. H. Desherow, gen- 
eral agent, said it would 
remain there for at 
least another week. The 
wood, which consists of 
samples of battery sep- 
arators, Venetian blinds, 
etc., was furnished by 
Dant & Russell (Inc.), 
of Portland, Ore., and 
will be shown in New 
York after it leaves 
Chicago. As may be 
seen in the accompany- 
ing illustration, the ex- 
hibit contains dozens of 
pieces of wood. 

“We are taking 
chances by putting this 
display in our window,” 
said Mr. Desherow to a 
representative of the 
AMERICAN LUMBERMAN 
Tuesday evening, “for when they hear about 
this, maybe all the canned-goods manufacturers 
in California will ask us to display their prod- 
ucts the same way, and of course, there must 
be limits. But this has been a very nice ex- 
hibit and has attracted much attention.” 





Lumber to Help the Unemployed 


MILWAUKEE, Wis., Dec. 15.—Thke Milwaukee 
Retail Lumbermen’s Club furnished the lumber 
for the tables and benches built for “Goodfellow 
House,” a shelter for homeless unemployed 
men of Milwaukee. The house is sponsored 
by a local newspaper and is managed by the 
Salvation Army. An old newspaper plant has 
been turned into a home for these men, and 
tables and benches which would accommodate 
500 men were built out of lumber contributed 
by the local dealers’ club. 





CaTTLeE were first brought into California 
from Mexico by the Spaniards in 1769 and sheep 
followed in 1793. Large grants of land were 
given individuals for the purpose of raising live- 
stock. They soon became so numerous that they 
were valuable only for their hides. Charles 
Dana in his book, Three Years Before the Mast, 
gives a vivid description of loading hides in San 
Francisco Bay about 1830. 


a ee 








So JurSricnas — 
TSheLumberVealers 


We want to take this opportunity to 
thank our many friends for their pa- 
tonage and support during the past 
months. It is to you that we owe our 
success and the nationwide distribution 
of BABCOCK SPRUCE LADDERS. 
We_ wish 
families 


A Merry 
Christmas 


A New Year is just ahead of us. 
Let’s all work together to make 
1931 a happy and prosperous 
year throughout America. 













you and your 


H 


A 
P 
p 
Y 


Zz 


Again, we pledge ourselves to 
produce the very finest ladders it 
is possible to make. Only the 
finest quality air dried stock 
with full strength, will be used in 
making BABCOCK LADDERS. 
Years of experience have proved 
that Quality Always Wins. We 
will continue to manufacture lad- 
ders for every purpose. 


Write now for cata- 
log and price list. 


W.W. BABCOCK CO. 
BATH, NEW YORK 


BABCOCK SPRUCE LADDERS 
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Lumber Prices 





Following are f. o. b. mill sales prices as 


Plooring Pinish, All 10-20’ 
1x3” E.G.— B&Better Rough: 
B&Btr, 10-20’.. 63.58 De  canedioued 35.00 
No. 1, 6-20’.... 47.75 B&Better Surfaced: 


y on" 9 ns Se eeeuwtewe 38.32 
nell Sy Os +0s SEOS ae’ venswews 38.39 
1x3” F.G.— OF 40.83 | 
B&Btr, 10-20’.. 32.00 1x5 and 10”.. 42.93 
No. 1, 10-20’... 30.46 5/4x4, 6&8”.. 59.00 
No. 2, 6-20’.... 17.59 5/4x5, 10&12” 65.96 
ix4” EG— _ Casing and Base 
B&Btr, 10-20’... 64.75 ey Bocce 45.35 
No. 2, 6-20’.... 26.00 PRE 3.61 
1x4” F.G.— 5 and 10”.... 42 32 
B&Btr, 10-20’... 34.16 


Pencing, S18, 10-20 


No. 1, 1020’... 29.55 | no. 1— 
No. 2, 10-20’... 19.27 a ee 28.04 
)  ———en 29.7 
Ceiling No. 9— es 
5% x4”, 10-20’'— 1x4” ........ 12.72 
6” 3.25 
B&Btr ........ asieo™ “°° 13.28 
No. 3— 
mak, DB wcanoaeas 24.25 le 8.03 
ee 14.39 1x6” ........ “7.92 





reported from Kansas City, Mo., for 


SOUTHERN PINE 


No. 1 Dimension, 


Boards, S1S or S28 

No. 1 (all 10-20’): | Sisis 
OP vexoxiws 28.25 Short- Long 
1x10” ....... 35.23 | leaf leaf 
oe 46.18 | 2 4°, 10’..19.86 31.49 

No. 2 (all 10 to 20’): 12’..19.93 21.31 
x8” ......0. ma) eee oe 
OE ciceves 35.86 | 2. o 10° 3598 18.06 
SHEP” 5 ccisns S128 |" "Se 3088 18.96 

No. 3 (all 6-20’) 16’. .17.33 22.76 
1x8” ........ 9.82 18&20’..18.58 20.13 
1x10” ....... 9.00 | 2x 8”, 10’..18.20 20,25 
IEIST cee eee 10.06 12’. .18.24 20.25 

Shiplap 16”. .18.91 23.78 

ia i daak ens 18&20’..19.90 22.75 

ro “i 2x10”, 10’.. ... 25.09 
rene 27.00 19° sae 

No. 2 (10-20’): 16’. .24.54 29-00 
Me vencewes 15.78 18&20’..24.77 .. 
1x10” ....... 15.81 | 2x12”, 10’..29.15 .... 

No. 3 (all 6-20’) 12’. .26.40 37.25 
DY nakovnes 9.83 16’. .28.27 44.25 
SP ociiees 9.90 18&20’..25.88 44.25 








the week ended Dec. 13: 


No. 2 Shortleaf No. 3 Dimension 
Dimension S1S1E 5 nai in ce 10.56 
a gti ee 17.29 Oe” sc weteeewes 9.21 
| ee C9 O0 | BBO se wsinecvns 11.50 
ee 16.89 Drop Siding 
18&20’...... 17.91 1x6”, 10-20’— 
Whew cces 15.00 | B&Btr ........ 30.80 
12’...... 13.33 Ph &. tkeecanes 21.28 
re 14.94 | — Timbers 
: No. Sq. E&S 
184@20’...... .62 : 
« 14.6 S4S, 20’ and 
Se O AM... 16.50 einiiiaies 
Wiese 14.50 antral oes 22.91 
90)" 5 
BOSS ow cees 15.50 Plaster Lath 
oute”, 10°...... 18.27 | no 4K, 4. 2.50 
SP exeave 15.50 No. 2, %”, 4’.. 1.40 
De wawne 16.96 Car Material 
Ot’ 
18&20’...... 16.00 | (an 1x4 & 6”): 
i yh 17.56 B&Btr, 9 and 
ee 26.44 Te acd Cierinitaens 31.00 








NORTH CAROLINA PINE 


Following are typical average f. o. b. Nor- 
folk prices made during the period Nov. 1 to 
30, inclusive, as reported by the North Caro- 
lina Pine Association: 


Rough 
Edge 4/4— 
Pe wiweend dawhee ene aaa wne hewmen $42.15 
OS re eer ree eee Pee 26.60 
Box Dk. Bic ekéa xs ante nas eeexeeeinacewor 19.95 
nt i: Btbbwtastwa tebecaceesertanawnes 16.75 
No. 1 No. 2 
B&better No. 1 box box 
ON yee $44.7 es éan 
0 eer 43.00 sce wn aes 
me hereseennwe 43.00 $32.75 $22.85 $19.05 
Da sacneeuaawn 43.30 nee : rr 
8 gers 45.05 35.45 23.05 19.00 
DES tilwie eaeein 47.90 36.85 22.95 19.20 
DE” \eétbaectauan 61.65 44.40 26.50 19.90 
Edge, B&better— 
Me Ae stbsebobde dedenéeecakenared ene $45.75 
EE | int. okahiee Rhee weed wobe es.ou btn 60.10 
DE” cacaedae ined ead diewe eke ee ko nenoule 62.35 
DE. wnt deed enen 60K whew eee eud eioeewae 49.55 
Bark Strips— 
De! screekkeetnws daar neveuperecuwe $28.25 
PE ittetbeesdhines Cadsonvdseanraniaaa 10.80 
Dressed 2%” 3" & 
Flooring— Wide Wider 
B&better 33” ........... $39.00 $38.00 
No. 1 common, }}”...... 35.00 33.25 
No. 2 common, #”...... 23.60 23.920 
2%” 3%” 
B&better, 96° ..cccccese 38.55 36.35 
Bé&better, bark strip partition.......... $30.50 
Box bark strips, dressed............... 16.85 
No. 2 Air 
Boofers dressed dried* 
Di tispevenaccaeeenen tube $22.90 $14.05 
NES, a orate withers Sieh ih wean 21.95 14.45 
a nick ae Waa ow Eh Ow ad oa 23.25 15.15 
Ee ee eee 26.95 16.05 
*F. o. b. Macon, Ga. 





WISCONSIN HEMLOCK 


Following are f. o. b. Wausau, 
No. 1 Hemlock Boards, S1S— 


8’ 10,12 &14’ 16’ 


Wis., prices: 


De” siteumaseneadeus $24.50 $25.50 $26.50 
Si tactéebeeoneawaen 28.00 29.00 30.50 
=e ee eT 29.00 30.00 31.50 
ee een 31.50 32.50 34.00 
IE » when sndndy be a ecniae 32.50 33. 50 35.00 

For shiplap or flooring, add 50 cents to 
prices on No. 1 boards. 


No. 1 Hemlock Dimension, SI1S1E— 


8’ 10’ 12’ 14’ 16’ 
2x 4” .$29.00 $29.00 $29.00 $29.00 $30.00 
a. O sce Bee 28.00 28.00 28.00 30.00 
3x 8” ... 38.06 29.00 29.00 29.00 30.00 
2x10" 28.00 31.00 32.00 32.00 31.00 

x12” 28.00 32.00 32.00 32.00 32.00 
For No. 2 dimension, deduct $250 from 
price of No 1 





INLAND EMPIRE PINES 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Dec. 17.— Following f. o. b. 
mill prices on actual sales were reported to 
the Western Pine Manufacturers’ Association 
by members during the three days ended 
Wednesday, Dec. 17. Reports of prices shown 
on $2S include sales of stock worked other 
than S2S on which the prices have been re- 
duced to an S2S basis by using the working 
charges shown in the Western Pine Manufac- 
turers’ Association lumber price list of July 
15, 1926. Prices of selects and random length 
larch and fir include sales of specified length 
stock with the prices reduced to the random 
length basis by using the sorting charges 
from the same list. Averages include both 
direct and wholesale sales. Where prices 
shown are net to wholesaler they have been 
increased by 5 percent of the estimated mill 
price. RL means random length. AL means 
all lengths, regardless of whether random or 


specified lengths are called for. Quotations 
follow: 
Pondosa Pine 
INCH SELECTS AND COMMON, S2S— 
6” sg 10” ag 
C selects RL..... $43.56 $45.32 $55.43 $77.04 
D selects RL..... 29.11 28.14 38.51 60.19 
No. 1 common AL 32.37 31.00 40.00 44.00 
No. 2 common AL 25.44 23.51 23.20 28.36 
No. 3 common AL 17.01 17.13 16.53 17.25 


Suop, S2S, 5/4 anp 6/4— 
No. 1, $28.00; No. 2, $16.50; No. 
SeLects, S2S, 5/4 AND 6/4, 


3, $11.50 
4” AND WIDER— 





C select RL...$60.00 D select RL...$40.29 
Pe De ee” Ge cke a Rime Reerimecdare 27.00 
No. 4 Common, S28, RW, RL........... 9.71 
Idaho White Pine 
INCH SELECTS AND COMMON, S2S 
6” g” 10” Aad 
© ganects Beiecs esc ee ‘ $108.00 
D selects RL.... 40.46 41.84 45.35 80.50 
No. 1 common AL 39.50 ‘eeataie ae 72.00 
No. 2 common AL 30.34 30.05 30.24 38.71 
No. 3 common AL 19.02 20.52 20.02 24.03 


Seiects, S2S, 5/4 AND 6/4, 4” AND WIDER— 


eS ey nae $67.50 

No. 4 Common, S2S, RW, RL........... 12.50 
Larch and Fir 

No. 1 dimension, 2x 6” 16’... - -912.27 

No. 1 dimension, 2x10” 16’ 15.50 

Vert. gr. flooring C&btr. 4” RL 38.50 


Drep siding or rustic, C&better, 6" RL 22.50 





ARKANSAS SOFT PINE 


(Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas soft pine mills 
during the two weeks ended Dec. 6 and 13: 


Plooring 
1x3” 1x4” 
Edge grain—Bé&better........ $62.75 $59.50 
Plat grain—Bé&better ........ 34.50 32.50 
oe cererexnctcnaadee eee 2 aeud 29.00 
ee se eee ee — 20.50 
Partition and Siding 
Drop siding, B&better, 1x6” .......... $34.75 
Finish and Moldings 
ere $51.50 
Ce Oe DO CI an cae dawcns neues 57.00 
Discount on moldings, 154” and under... 45% 


1%” and over... 40% 
Boards and Shiplap 


Boards and shiplap, No. 1, 1x8”........$258.00 
Boards, No. 2, 1x12”, 10, 18&20’......... 21.00 
EP rer 15.25 
Dimension 
Me. 8; Be O,. B4- GO BE iaccccescsacvc AIE@ 
Se 6 36. GO BG oc ccccccisswes 18.50 
2x12”, ee ara eer ee 28.50 
es, 2 Se On ee Ee ont Sev cconawains 15.50 
2x12”, Se Oe ag ines thes oe mae 19.75 
Lath 
Re. 5 See. OS si cacipninceansan cannery $2.40 





ENGELMANN SPRUCE 


Prices f. 0. b. Cheago on air dried Engel- 
mann white spruce boards, D&M, shiplap, drop 
siding and ceiling 


Inch— 4” #3 8” iS 
ay 6-16’.$42.00 $46.00 $46.00 $67.00 $82.00 
No. 

tr, * 6-16’. 41.00 45.00 45.00 62.00 77.00 
No, i, a SS 40.00 44.00 43.00 § § 
No. 2, 8-16’.. 40.50 39.00 38.50 38.50 38.50 


No. 3, 8- 20". . 31.50 34.00 33.00 33.00 34.00 
No. 4, 4-20’.. 27.00 29.00 29.50 29.50 29.50 
5&6/4, 6-16’—_ §- 4”&wdr. 4,6&8” 10” 12” 
D&btr_ .....cccee $66.00 $68.00 $71.00 $81.00 
No. 1&htr....... 60.00 62.00 65.00 75.00 
NO. 1. .cccccccee - 58.00 60.00 63.00 73.00 


For S(aers in No. 2, 4-inch, add $6; 6-inch 
add $9; ——_ add $6; ‘10- inch, add $8; ‘12-inch, 
add $6; No. 3, 4-, 6-, & and 16- inch, add $7.50; 
12-inch, ada $8; No. 4 » $4 

§Furnished when available. 

a 40 to 50 percent Dé&better. 

lengths—In Dé&better, No. 1 and 

better _ No. 1, add for 16-foot, $5; Sor. other 
lengths, including 18- and 20- foot, . In No. 
2 add for 18- and 20-foot, $2; other lengths, vn 
Bevel siding, %-inch, odd ‘lengths, 3- to 20 
foot, but not over 20 percent shorter than 


10-foot: 
Dé&btr., 4-inch. .$28.00 


6-inch.. 31.00 
Lath, spruce and pine, 4- Pe. No. 1, $7.45 : No. 
2, $6.45. 
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DOUGLAS FIR 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Dec. 16. . 
on actual sales of fir, Dec. 12, 13 and 15, direct 
only, straight and mixed cars, reported by 
West Coast mills to the Davis Statistical Bu- 





reau, were as follows: 
Vertical Grain Flooring 
B B&btr. Cc D 
ee épermearma $37.75 $32.00 $21.00 
> ili eerie sa 32.00 was 
SEER” bveeas 33.00 
Plat Grain Flooring 
ae sae ereaes be Seat 16.2 16.00 
i” - eeaee aire - 50 22.50 
Mixed Grain . Fleczing 
Ee” ceveenes , _— $12.00 
Ceiling 
o_o oe 17.75 14.75 
ee” keene ses etna 19.75 12.50 
Drop Siding, 1x6” 
ae saved neds 21.00 18.75 
5) are dies 23.00 17.00 — 
 & ateew wn 11.75 
Finish, Kiln Dried and Surfaced 
1x6” 1x8” 1x12” 
B&better . .$35.00 $36.00 $49.00 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
me © éanaeed $12.50 $13.00 $13. 50 $16.00 
Se ene 7.00 7.00 7.75 9.75 
ie peer 6.00 4.75 4.75 
Dimension 
12’ 14’ 16’ 18’ 20’ 22x24’ 26-32’ 
No. 1, 2” thick— 
1”$12.00 $12.00 $13.2 5 $13.75 SL aa 
6” 11.50 11.50 12. 13.00 12.75 $15.00 $15.00 
8” 11.50 11.50 12 2. 80 13.25 12.75 14.75 19.00 
10” 12.00 12.75 13.25 13.00 13.75 17.00 20.00 
12” 13.25 13.25 14.00 13.50 14.25 16.50 16.50 
2x4”, 8’, $11.50; 10’, $12.75; 2x6”, 10’, $12.00 
R andom. — 2x4” 2x6” 2x8” 2x10” 2x12” 
No. 2 . $6.00 $6.25 _— 50 wen 00 was 50 
No. 3 5.00 4.50 
No. 1 Common Timbers 
3x3 to 4x12” to 20’, surfaced.......... $16.00 
G25 to 212u13° to 66, POUBM. 6. cccccesess 13.75 
5x5 to 12%12” te 40’, surfaced. ....cceoos 13.75 
Fir Lath 
a eg ae a ey eee $2.75 
B&better, Plat Grain Car Siding, 9 or +4 
RG” wsnes> cos wan ebs se ake bie owe erase 4.00 
re Pee as er re re eee 36,00 





RED CEDAR SHINGLES 


Seattle, Wash., Dec. 13.—Eastern prices per 
thousand (shingles packed by the square are 
approximately 5 cents over straight car prices) 
f. o. b. mills are as follows: 


Pirst Grades, Standard Stock, Straight Cars 





| , $1.45@ 2.35 
NS ad as and ween bare 1.55@ 2.20 
se EE”. 2.15@ 3.25 
Eurekas, slash grain........22+0. 2.35@ 2.95 
III Sie ae cae ng a ed 3.15@ 4.25 
rr 20", i MR, cescu coker ee 7.00@ 8.00 
Dimension, | = are 5 


First Grades, Standard Stock, Mixed Cars 


Mixed with Mixed with 
cedar lumber fir lumber 


Extra stare, 6/2....... $1.50@2.35 $1.55@2.35 
Extra clears..........- 1.60 @2.20 1.65 @ 2.30 
ro aes & ”. pee 2.25@3.25 2.30@3.25 
I caeveesenaeoen 2.75 @3.00 
ee 3.25 @4.25 3.35 @4.25 
Royals, 24”, A grade... 7.75 
Dimension, 5/2, 16”....2.40@2.60 2.50 
Pirst Grades, Rite-Grade Inspected Stock 
eet: SI, Ms. gg ot. ain oe bloc $1.55@ 1.60 
Extra clears: 

75% premium clears.........++++ 2.40@3.00 

50% premium clears..........s.. 1.95@ 2.35 
Peete se FY re es eee 2.30@3.25 
Eurekas (75% vertical grain)...... 3.00 
DOPE. vccecccweas cies cua - 3.25 @ 4.25 
REISS re ma a SPSS Sek ee 0 
Second Grades, Standard Stock, Straight Cars 
Cnmeen See. CF8.. nc crccoccceces $1.05 oi 25 
Common stars, en 0@1. 
SU ND oc ssn ac-buendoneeeews 1.30@2.00 
Oe Role ine ipaiaaene 5.50 
No. 2 perfections.................. 2.05 @2.50 


Second Grades, Standard Stock, Mixed Cars 
Mixed with Mixed with 
cedar lumber fir lumber 

Common stars, 6/2. o WE 00@1.25 $0.90 ee 

Common stars, 5/2. 1.10@1.50 1.50 

Common clears ....... 1.45 @ 2.00 1.35 2°00 

No. 2 perfections..... . 2.25@2.50 











The following 
f. o. b. mills, 


l-inch stock only, 


average 
those on commons 





CALIFORNIA PINES 


wholesale _ prices 


covering 


were reported by the Cali- 
fornia White & Sugar Pine Manufacturers’ As- 
sociation during November. 


California White Pine 


No. 1&2-clr. C sel. D sel. No. 3 clr. 
All widths— 
SEP $59.00 $55.50 $37.00 $27.50 
OS eer 57.55 55.35 36.85 41.85 
I a ete iat care 55.85 46.25 30.05 41.55 
Sg Sie.g ww ere 65.40 55.85 37.55 49.75 
California Sugar e 
eee 89.90 78.05 57.05 37.15 
BN wadic-oisdlet 83.25 70.35 52.50 51.85 
OS, ee 83.20 59.80 40.55 51.40 
SS eye 93.65 76.10 60.40 63.85 
White Pine Shop Mixed Pines 
Inch common...$19.15 Common— 
No. 1, 5/4 xa.w. 26.70 a No.2 No. 3 
No. 2, 6/4 xa.w. 17.30 6” ....$23.95 $15.85 
Panel, C&better 8” wares 22.25 16.35 
4%” xa.W...-- 63.20 10” coos Saba ad 
Gesee Sine Shep 1°... OS 
Inch common...$26.80 Box— 
No. 1, 5/4 xa.w. 35.15 No. : eee TT 21.50 
No. 2, 6/4 xa.w. 22.05 tol Siding,” 1/2 > te 
White Pir ev. Siding, 1/2x6”— 
C&btr, all sizes.$52.35 Bé&better ....$98.88 
No. 3&better, eee eeeeeeeee . 
1x4&6” ..... 19.90 Lath— 
No. 2&btr. dimen., ie rere 2.45 
lf xa.w..... 11.30 ae a . 1.55 
Cedar rr .90 
Pencil stock... .$25.10 No. 1 dim., 
_ Australian ee 17.80 
ee pines— $46.50 Pe Skee ieee 16.35 
Se q 
5/4 XA.W....000 48.45 Douglas Fir 
St ee . 37.95 C@&better ...... $36.90 
SFE Mes cccse . 56.55 Dimension ..... 18.75 





Seattle, 


1x3”, 8 to 187. 
1x4” 8 


count 


Oe Bias acene 

Discounts on Mouldings 
Made from 1x3” and under...... 
Made from other sizes... 
For 50,000 feet or more, ‘additi onal dis- 


eee eee eee eee eee ee eeeeeeee 


WESTERN RED CEDAR 


Wash., Dec. 13.—Prices for red 
cedar siding in mixed cars, new bundling, 8 to 
18 foot, f.o.b. mill, are: 


Bevel Siding, 42-inch 


Clear sad Nad “BR” 

4-inch .......+.+-$30.00 $27.00 $20.00 
G-imeh once. soinne we 28.00 23.00 
G-inch .....cce. -. 33.00 29.00 24.00 


Clear Bungalow Siding 


%-ineh 14-inch 


DEN Scnctenvekeacesesecaa eee $33.00 
Cl Sree es 43.0 

See picatiat panama acenmer on 0 wwe 

Finish, B&better 

$2S, S4S 

or Rough 

ee eae iprieeiat a sesso iets stale oe teal aataran ae --$ 60.00 

rr ae aes dese eh avacali ak airagme ae annaeCe - 65.00 

1x12” ar a ee ee re ee (atinevnan - 75.00 

NS ob ir tae wa Qu alee e Rae > --. 85.00 

a dad ash ces arab ue Og ee ta a et = soos * Oe 

a nase Riek omatia sale ae ee eoee 95.00 

DE stdnscdonbneewee ine ne sins cb aati 100.00 

S| _ a eteteetquanaare -- 105.00 


Clear oy she or oe One Side V or B 


evccccccccQenee 
cnempaes --+- 50.00 


Clear Lattice, S4S, 4 to 16’ 


100 lin. ft. 

. eee +++ $0.30 
sie ie rhe ence cocce 040 
cee eneee edna sed - 50 





Finish— 
Se os6nex $55@63 
1x4—10” 45@50 
Bevel siding— 
pl POE $24.00 


%x6”, Flat er. 
Vert. gr. 28.50 


WEST COAST SPRUCE 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Dec. 16. 
prices for mixed carlots prevailing today: 





The following are 


Factory stock— 


4/4 ...$26.00@27.00 

5/4 ... 30.00@35.00 

6/4 ... 32.00@35.00 

8/4 - 32.00@35. 4 
Lath 


3.0 
Green box 16.00@18. 00 





ag: gy 


Wash., 
Fir: No. 


below list. 


ber logs, 





Spruce: No. 1, $25; 


WEST COAST LOGS 


Dec. 13. 
$24; No. 2, $17; No. 3, $11. Few 
sales are “ae made, and most of them at 





Log quotations: 


Cedar: _ of shingle logs only, $12; lum- 
Hemlock: No. 2, $12. emit; No. 3, $10. o@ii. 


No. 2, $18; No. 3, $12. 


NORTHERN HARDWOODS 


Following are prices of northern hardwoods, 


f. o. b. Wausau, Wis.: 
AsH— 
FAS Sel. No. 1 No. 2 No. 3 
4/4 dt x tee ee ey By 
5/4 75.00 65.00 60.00 41.00 22.00 
6/4 90.00 75.00 60.00 41.00 22.00 
8/4 100.00 85.00 70.00 45.00 22.00 
BircH— 
4/4 ... 87.00 67.00 42.00 28.00 21.00 
5/4 ... 90.00 70.00 48.00 35.00 21.00 
6/4 ... *93.00 *73.00 56.00 37.00 21.00 
8/4 97.00 77.00 68.00 44.00 23.00 
10/4 ... 107.00 97.00 88.00 59.00 ar 
12/4 ... 112.00 102.00 93.00 59.00 
16/4 ... 157.00 142.00 128.00 ee 
5/8 ... 73.00 58.00 32.00 23.00 
3/4 76.00 61. 00 36.00 23.00 
*Straight cars of selects (may be mixed 


thicknesses in one car), 4/4, $65; 
$70; 8/4, $74. 


Standard stock, select and better, 4/ and 5/4, 
contains: Widths, 45 percent 8-inch and wider, 
including 10 to 15 per cent 10-inch and wider. 
Lengths, about 45 percent 14- to 16-foot. For 
each additional 10 percent of 8-inch and wider, 
add $2.50; for each additional 10 percent of 
14- to 16-foot, add $2. 


5/4, $67; 6/4, 


Price of No. 2 and better, 1x4 inch and 
wider, 4- and 6-foot lengths, $32. 

For select red, add $15. 

Rough birch, 6- to 16-foot, 1x4 inch, two 


face clear, $72; one and two face clear, $57; 
1x5-inch, two face clear, $87; one and two face 
clear, $67. 


Sorr MAPLE— 


4/4 65.00 55.00 42.00 26.00 20.00 
5/4 ... 170.00 60.00 48.00 33.00 21.00 
6/4 ... 82.00 72.00 60.00 35.00 21.00 
8/4 87.00 77.00 67.00 39.00 21.00 
Sort ELm— 
FAS No. 1&Sel. No. 2 No. 3 
4/4... 60.00 40.00 25.00 22.00 
5/4 ... 70.00 50.00 28.00 24.00 
6/4... -75.00 55.00 28.00 23.00 
8/4... 80.00 60.00 36.00 23.00 
19/4 ... BOO.ee 70.00 40.00 re 
12/4 100.00 80.00 45.00 
Rock ELM— 
FAS Sel. No. 1 No. 2 No. 3 
4/4 ... 80.00 55.00 27.00 19.00 
5/4 ... 85.00 60.00 30.00 20.00 
6/4 ... 90.00 65.00 30.00 *20.00 
8/4 ... 95.00 cate 75.00 38.00 *25.00 
10/4 . 105.00 palsies 85.00 52.00 AME 
12/4 ... 115.00 95.00 57.00 *30.00 
*Bridge plank, add $4 to No. 3 price. 
Basswoop— 
4/4 ... 70.00 60.00 44.00 26.00 20.00 
5/4 ... %2.00 62.00 50.00 28.00 23.00 
6/4 75.00 65.00 54.00 32.00 23.00 
8/4 83.00 73.00 58.00 34.00 24.00 
10/4 90.00 80.00 65.00 45.00 
12/4 100.00 90.00 75.00 55.00 
of stock, 4/4, $72; or on grades, FAS, $82: 
No. $62; 5/4, $78; or on grades, FAS, $88; 
No. r $68. 
One and two face clear, 6- to 16-foot, 1x4- 
inch or 1x4-5-inch, $65; 1x5-inch, $70. 
RED OAK— 
4/4 ... 90.00 70.00 55.00 35.00 16.00 
5/4 ... 95.00 75.00 65.00 40.00 20.00 
6/4 110.00 90.00 75.00 45.00 20.00 
8/4 115.00 95.00 80.00 50.00 21.00 
HARD MAPLE— 
4/4 ... 70.00 60.00 47.00 36.00 15.00 
5/4 ... 85.00 65.00 50.00 38.00 19.00 
6/4 ... 90.00 70.00 55.00 36.00 19.00 
8/4 95.00 75.00 65.00 37.00 19.00 
10/4 115.00 95.00 80.00 50.00 da 
12/4 130.00 110.00 95.00 52.00 
16/4 ... 175.00 155.00 135.00 nih ee 
Harp MAPLE RovUGH FLOORING STOCK— 
No.1 No.2 No. 3A 
com. com. com. 
Me bee na na ee $45.00 $35.00 $25.00 
Oe Hae se pr Ricwacle eee 48.00 38.00 28.00 
Be coer Cena aeneeuan inal tae 38.00 28.00 
BEECH— 
No. 2 and better 
OEE cos week ace whe ae ate IaG $38.00 
i, ea ee eee as ar ee ieee wee a ee 47.00 
FAS Sel. No. 1 No. 2 No. 3 
6/4 ..$70.00 $60.00 $50.00 $35.00 $22.00 


Regular stock contains 50 percent or more 
14- and 16-foot, and the following percentages 
of 10-inch and wider: 4/, 10 percent; 5/, 6/ 
and 8/4, 20 percent; 10/ to 16/4, 30 percent. 

Additions for special widths of No. 1 and 
better in all hardwoods, standard lengths, are: 
8-inch and wider, $12; 10-inch and wider, $30; 





12-inch and wider, $35. 
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SALES PRICES OF SOUTHERN HARDWOODS 


Following were sales prices of southern 


hardwoods received during the week ended Dec. 9, Chicago basis: 











4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 
RED GuM— RED OAK— 
Qtd. FAS... 77.75@ 87.75 87.75@ 91.00 86.50@ 91.00 79.25@ 86.50 oo Paes eee 8  #$=¢ KMMARR eS OKE, Pree beeeEe .woledealewis 
7 De chansineee'eee 56.50 50.75@ 60.50 55.50@ 63.00 Pin. FAS.. 61.25 76.25 88.25 $3.25 
Pin. FAS 82.00 ewes ire DASE eeebnsese Aeahweows , Jo. 1&se ‘ 7.5 52.5 54.5 75 68.75 
No. 1&sel, 44.00@ 49.50 50.75 53 50 5300 ~ : = tee 47.50 2.50 54.50@ 63.75 68.75 
Oe Foes WEG — tte teeeeeeee seccceroeees soevoecenees No. 2 com. 34.25@ 34.50 ............ .....e eee 
SaP GUM— as ‘ 
Qtd. FAS.. 52.25@ 57.25 57.75@ 61.00 58.25 9 ..ccecceeeee Mian Oan— " - 
No. 1€sel. 37.25@ 39.50 ...cccccccce cocccccccece 88.75 Sd. wormy.. 29.50@ 30.25 ...........2 ceccccccecce ceveseuce 
Pi cic: Setar CReere. eer Kaecvtatee howe na avramne 23.00 PE ss SR  «.éé§é§ KORG oReOREEO BaWiaGeDéecRwe cmdeveson 
Pin. FAS.. 42.75@ 44.75 ..... . the tecdawanaeae ne b'erew ad ne , — 
No. 1&sel. 31.75@ 33.00 |........... 36.75@ 387-75 |........... versa 
No. 2 ... 22.75@ 25.75 27.50 = = .iscccccecee 2. cceeeeeee. Pin. saps 
> nin ae £ 4 <¢*¢@eneeavasvede baveiowaceek  cearnaa ek ch et é *eereemaneneed AbeRcgSOdESe Slebeweorns 
" ee Pee Te. Bee... EMER EDO SeeKKeSewenle 8 cd oe bas 
— : a eo WG. Beinn: SEBOD BROOD  vccivncccése seesescdiesis seececess 
a, SAAD. Yi) Ae 4, BRAUER ee TUT TTT TT ee TT eee eee y 2 9 DT ae 9fF 
"No. 1&sel. 34.75@ 37.00 .....022222! ideusheewecs 37.00 ok ees See on 0 wnHSngs 
Be DMs Sasawereehes €65045K000046. Hncew an eadion 27.00 AsH— 
iets PAB scenes  hesnededsew deaneeroeeen 83.00 
— ; ee, BNE. « TRO vKedoncearess uses ENOOS RO weveaeOes 
Ged, FAR... eevee Stan Bebbuawsecak *Hendeve 16.75 @ 48.00 No. 2 30.00 
ee tt) Fee eeneneees Seshessteess sAi5@ 200 Ear aves Fe aaa, Tietsseashe ciednnteriee sberetes 
Pin. FAS.. 41.25@ 41.75 ..........00 Lol Ss Se No. . + enled TE BEM wsvnetesinrd§ <teeevarekee 0 2G0bo es 
No. 1&sel. 33.75@ 38.25 34.00 | ............ leeeeeellee! —— 
tidak Gandition No. 1&sel... 36.50 «§«-_—|-_ wicca cece cee ceccccccccss ceveccess 
Qtd. No. 1&sel. 70.00@ 80.25 ..... cc cece cece eee cece steven eeeeecs Basswoop— 
No. 2 ... 37.50 «nace ec ce cece. cuceececcece etecceeeeees No. 1&sel... .........00. 49.25 =§«§- kacccccccccs sec'ves 
Clr. face ee 33.25 Se 0 aR eendaECE -ayenseees 
ek se Se 00—i‘CNWWUCHR MGS HO FE wAHE ODENSE 8 RRR SOROS WILLOw— 
No, 1 com. _ ee Secs ME 00H Astewencee. SeedeRbenDee svinecces 
ha oe eee ae 82s ChbaeKRONEIAA SbROinenenen kenkexans 
Pin. FAS.. 87.75 Jo) Bf. Seer errr rT 124.75 at 
No. 1&sel. 46.25@ 54.50 49.75@ 56.00 62.00 70.75@ 81.25 MAGNoLIA— 
aie wk Se 6 (awe eR eeRS~S Meeeaesteeus Rakenenewees FAS ...... 54.75 eee ee ee eee nee eee eee eee nee eee 
No. 2 ... 33.00@ 35.50 ....... _... 47.00 52.75 No. 1&sel... 37.75 ie 8 =—=— ss aikeewERee DDE Hamme eas 
No, 3, fig. 28.00@ 28.50 .......0250- seuss hetes sheenve nian PECAN— 
A, ey ning, RE Abt ee aed bids MEERKETAEHSY . SUES O Km’ TD ete ee, wart te dans as a ep er ere 
CHESTNUT— . 
OAK FLOORING _APPALACHIAN HARDWOODS sas ........ 1+. 15@ 80 90@ 95 100@105 
No. 1 com 45@ 50 54@ 59 60 @65 
Following are carlot quotations, Chicago | Cincinnati, Ohio, Dec. 15.—Average whole- No. 3 com..... 22@ 28 22@ 23 22@ 23 
basis, on oak ert uxt" sx2” txt" | sale prices, carloads, Cincinnati base, on Ap- eS 30@ 33 34@ 37 38@ 40 
ist atd. wht... {x2 x 00 $88.00 $63.09 palachian “soft texture” hardwoods: No. 1 & btr. sd. 
lst qtd. red..... 3 00 +7400 68.00 63.00 | PLAIN WHITE OAkK— wormy ..... 33@ 37 35@ 38 40@ 42 
2nd qtd. wht.... 76.00 65.00 52.00 49.00 | 4/4 5x6/4 8/4 POPLAR— 
2nd qtd. red.... 65.00 68.00 52.00 60.00 | Fas ......... $90@ 95 $110@115 $120@125 Panel & No. 1, 
ist pin. wht.... 83.00 63.00 60.00 48.00 | No. 1 comé&sel. 48@ 53 63@ 68 74@ 80 13” & wdr...140 150 160 
Ist pln. red..... 71.00 63.00 68.00 652.00 | No. 2 com..... 34@ 36 Ee ogegcantete 90@100 105@115 120@130 
2nd pln. wht.... 58.00 53.00 42.00 41.00 No. 3 com..... 24@ 26 26@ 28 26@ 28 Saps | & sel.... 70@ 75 80@ 90 95@105 
2nd pin. red.... 57.00 53.00 43.00 41.00 Sd. wormy.... 43@ 45 57@ 62 63@ 88 ag peewee 50@ 55 55@ 60 60@ 65 
on We cenaus 38.00 37.00 28.00 27.00 3 No. 2-4 37@ 40 42 45 45@ 48 
8rd red ....... 38.00 37.00 28.00 27.00 | PLAIN Rep Oak— Se E wexaws 26@ 29 250 32 30@ 34 
Fourth ........ 24.00 24.00 4 15,8° mn 13.08 i. oer 75@ 80 80@ 85 90@100 Maprre— 
x2” x1 No. 1 com&sel. 45@ 48 52@ 55 58@ 62 5 
Be Woes cee eerersessenns eee UetEe No. 2 com..... 34@ 36 36@ 38 38@ 40 e's anihaat 00 35 80 10 730 73 
and atd. wht.............2...... 74.50 70:30 | No. 8 com..... 24@ 26 27@ 30 28@ 30 = No. 2 com..... 40@ 43 43@ 46 45@ 47 
a WO POGicwcasronvesws eee 24.50 71.50 
lst pin. wht....... re ...» 68.50 68.50 
i ns ies sons eke oeened de wee 63.50 63.50 e ) 
en 2, Cn, cerca eeeenweeeee 60.50 59.50 
MOE TR oie ecreccedsccwaccnes 74.50 71.50 is Re S ar e © r 
Be, Gs WR casetoreseeonecwewn 68.50 68.50 
Pe  -cinerdecdheweoers endo an 37.50 35.50 
Sa ac cahcan xs th tact de ag i as aio 20.50 19.50 


New York delivered prices may be obtained 
by adding to the above: For }#-inch stock, $3; 
for %-inch, $1.50; for %4-inch, 





MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of northern hard maple flooring as re- 
ported to the Maple Flooring Manufacturers’ 
Association, averaged as follows f. o. b. cars 
flooring mill basis during the week ended 
Dec. 132: 

First Second Third 
PGR” § 2iancedvaaan $74.65 $65.46 $40.10 


END DRIED WHITE MAPLE 


Prices on end dried white maple, f. o. b. 
mills, lower Michigan: 
FAS No. 1 & sel. 





OIG ccvevcccecrcescscenes $115.00 $ 90.00 
BFE cvecevecvecnensesees 120.00 95.00 
BPG seccccdvcvesverectous 125.00 100.00 
BIG cceweeererceracesene 130.00 105.00 
BOG cts tecvsseveisevesee 150.00 125.00 
BAPE ccccocevsecedteretoes 160.00 135.00 





BLACK WALNUT 


Cincinnati, Ohio, re 30 -—-Priece on Ameri- 
can black walnut, f. o. b, Cincinnati: 

FAS: 6-9%” wide; eae $235; 5/4, $245; 6/4, 
$255; 8/4, $265. 

Select: 4/4, $150; 5/4, $155; 6/4, $160; 8/4, 

No. 1: 4/4, $80; 5/4, $95; 6/4, $110; 8/4, $125. 

No, 2: 4/4, $35; 5/4, $40; 6/4, $45; 8/4, $50. 


| 
| 


For Editorial Review of Current Market Conditions See Page 25 
NORTHERN PINE served to pep up ‘tthe lumbermen, and keep 


them in good spirits and confident of what 
BUFFALO, N. Y., Dec. 16.—The northern’ the future months will bring, despite the 
pine market is quiet, but prices are holding generally low demand that is prevailing. 
steady, for stocks at the mills are reported Furniture buying is negligible and is ex- 
to be smaller than usual. Retailers are keep- pected to be until the shows next month 
ing down their purchases until after inven- indicate trends. Practically all purchases are 
tories, and their stocks are depleted. Sup- in mixed cars. Prices are unchanged except 
plies held by industrial buyers are also that 4/4 No. 1 basswood dropped from $46 
unusually low. to $44, 


EASTERN SPRUCE BALTIMORE, MD., Dec. 15.—Hardwood 


BOSTON, MASS., Dec. 16.—Demand for buyers hold off as long as possible, so de- 
eastern spruce frames is unusually quiet. ™and has contracted. Quotations are un- 
Production is very light. There are no really changed and exhibit rather wide differences. 
important inquiries for random lengths; sell- Curtailment of production has greatly 4 
ers are eager and quotations somewhat weak. duced offerings, and wholesalers have diffi- 
Boards are dull and easy. Lath are very quiet culty in obtaining some items. Export trade 
even at the modest prices. Quotations: Di- Conditions show no change. 
mension, 8- to 20-foot, 8-inch and under, $39; 








9-inch, $40; 10-inch, $41; 12-inch, — _Ran- CINCINNATI, OHIO, Dec. 15.—Southern 
dom lengths, 2x3- and 4-inch, $27@28; 2x6- hardwood prices continue demoralized. There 
and 7T-inch, $29; 2x8-inch, $34; ¢x16- inch, is little demand for higher grades. Some 


7 


37@38. Boards, covering, 65-inch and up, automobile inquiry is drifting in, and a few 
8-foot and up, merchantable, D1S, $30@31; small lots are being bought. Low grade 
matched, clipped 8- to 16-foot, random gum, oak, poplar and chestnut are fairly 
widths, $34; random lengths, 1x6- and 7-inch, active, and a few smal] lots of oak flooring 


$33 @34 Furring, 1x2-inch, $27@28. Lath, lumber are being solid, mostly at buyers’ 
11% -ine a 3.25@ 3.35; 15% -inch, 3.75@ 3.90. prices. Export trade is draggy, and there 
HARDWOODS ee, 


CHICAGO, Dec. 17.—Reports of several BUFFALO, N. Y., Dec. 16.—Where consum- 
good-sized orders were made this week by ing plants are in need of stock, they place 
hardwood distributers, with industrial plants orders to cover their requirements, but there 
chiefly responsible for the buying. It has is little disposition to order for future de- 
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livery. Some wholesalers report a slight in- 
crease in inquiry, but this is not being backed 
up With orders to any noticeable extent. 


DOUGLAS FIR 


CHICAGO, Dec. 17.—Widely scattered and 
small are the orders for Douglas fir, whether 
the buyers be industrial plants or retail 
yards. Some of the railroads are reported in 
the market for maintenance of way material, 
and this annual demand seems to be the 
brightest feature of the fir market right now. 


BALTIMORE, MD., Dee. 15.—Orders for 
Douglas fir call for prompt shipment, and 
there is no buying for future requirements. 
Quotations show no decided upward trend 
except in so far as the rising ocean freights 
tend to lift the list. 


KANSAS CITY, MO., Dec. 15.—Demand for 
Douglas fir is slack. Inquiry is at the lowest 
point of the year, but salesmen’s reports 
state that retail stocks are generally low 
ind are in need of immediate replenishment. 
Prices hold steady. 


NEW YORK, Dec. 15.—Douglas fir business 
has not shown any improvement to speak of. 
There is no distress lumber, and it is felt 
that with the first indications of spring buy- 
ing the market will be very quick to rally. 
Inventories here this year will be the light- 
est in ten years, it is said. 


HEMLOCK 


CHICAGO, Dec. 17.—About the only demand 
for northern hemlock is coming from the 
Wisconsin and Michigan retail yards, and the 
prevailing prices average about $7 off the 
sroughton list. 


NEW YORK, Dec. 15.—Demand for hem- 
lock is as light as it has been at any time 
this year. Regular users of eastern hemlock 
are buying strictly according to their needs, 
and usually for quick delivery. Stocks of 
western hemlock in the hands of wholesalers 
are larger than those of eastern, but demand 
for western is little if any better than for 
eastern. Prices have not been changed of 
late. 


BOSTON, MASS., Dec. 16.—Some_ western 
hemlock is being sold around $11.25 less than 
page 11%, Atlantic differentials, c. i. f., but 
an effort is being made to get $1 more. Re- 
tailers are generally disposed to postpone 
purchases. There is practically no business 
in native hemlock; clipped boards can be had 
at $28, random at $27. 


CYPRESS 


CINCINNATI, OHIO, Dec. 15.—In cypress, 
much price cutting is reported. Buyers are 
in control and are shopping for bargains. 
There are few orders, except for fill-ins. 
Some factory orders are placed when cus- 
tomers think they can make money by stock- 
ing up. Stocks here are low. 


WESTERN PINES 


CHICAGO, Dec. 17.—The western pine mills’ 
firm price policy continues to be a subject of 
considerable discussion, and all reports indi- 
cate that it is being firmly maintained. The 
mills that are abiding by this plan seem to 
be doing as well as, if not better than, those 
who elect to get whatever price they can. 
Said one representative: “If they want any- 
body’s western pine, they can get it, at prices 
we won't meet, but if they want the kind of 
pine we sell, and the service we give, they 
find they easily can afford to pay our prices.” 
Neither group, however, is getting much trade 
in this pre-holiday season, but there is ap- 
parent a general belief that the early months 
of 1931 will see a change for the better. 


BUFFALO, N. Y., Dec. 16.—The market in 
Western pines is steady, with some items 
showing increased strength, largely as the 
result of the closing down of numerous mills. 
Not much business is being done, and the 
arrival of severe winter weather increases 
the determination of the dealers to hold off 
for a while, though stocks in most cases are 
unusually small. 

NEW YORK, Dec. 15.—Prices of Idaho pine 
are holding up well in the face of weak 
demand, because stocks of most items are 
badly broken, and wholesalers are having 
difficulty ‘n filling even small orders for 
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some grades. No. 3 common Idaho has been 
marked up $1. Pondosa selects have been 
marked up $5 and are very scarce. 


KANSAS CITY, MO., Dec. 15.—Industrial 
plants are moderate buyers of western pines, 
but total sales are not of an impressive 
volume. Retail inquiry and demand are 
very poor. Prices are fairly steady. 


SOUTHERN PINE 


CHICAGO, Dec. 17 retailers, dis- 
tributers say, are seizing the present oppor- 
tunity to stock up with southern pine at 
what they are sure are rock bottom prices, 
on the theory that, in view of the fact their 
yard stocks are so low as to be inadequate 
for any quantity of business at all, more 
lumber will be absolutely necessary next 
spring when building starts . Confidence that 
it actually will start is indicated by the or- 
ders of these dealers, who prefer to buy when 
they can take their pick rather than wait 





until every lumberman and his uncle discover 
the need of more stock. The general opinion 
of lumbermen in this city is that, of those 
who do elect to wait and order with the rush, 
u “big bunch will be sure to be out of luck.” 





BALTIMORE, MD., Dec. 15.—The stocks of 
longleaf pine held here are not large, and 
frequent withdrawals make additions neces- 
sary. With mill activity largely transferred 
to Florida, longleaf pine men are finding a 
ready outlet and there are no accumulations 
of troublesome proportions anywhere. The 
range of prices is better maintained than on 
almost any other wood. Inquiry shows some 
slowing up as the end of the year approaches. 
North Carolina shortleaf stocks on _ the 
wharves here are unusually small, but de- 
mand is exceptionally quiet, even for this 
season. 


KANSAS CITY, MO., Dec. 
production has been running ahead of ship- 
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ments, and No. 2 commons, recently scarce, 
are in easier supply. Prices are holding firm. 


NEW YORK, Dec. 15.—Wholesalers report 
little activity in southern pine. They say, 
however, that mill shipments are being kept 
in relation to the demand. There are no 





large stocks in the hands of either whole- 
salers or retailers. 

CINCINNATI, OHIO, Dec. 15.—Southern 
pine prices are about holding their own, 


though business is quiet. Retailers are plac- 
ing smal] fill-in orders for urgent wants, and 
some factory lumber is moving. Wholesalers 
say they expect little buying until after in- 
ventories are taken. Very few transit cars 
are coming in to disturb the price situation. 


BOSTON, MASS., Dec. 16.—The urgency of 
southern pine sellers is having a depressing 
influence upon prices. It is difficult to secure 
more than $24 for an ordinary lot of 8-inch 
air dried roofers. Quotations on partition 
and well known makes of long-leaf flooring 
hold up fairly well. 


SHINGLES AND. LATH 


KANSAS CITY, MO., Dec. 15.—Shingles and 
lath are in poor demand, in straight or mixed 
ears, Stocks in storage here are not exces- 
sive. 











NEW YORK, Dec. 15.—Stocks of eastern 
spruce lath here are becoming less from week 
to week, with sales in excess of arrivals 
and mills making little or no efforts at ship- 
ping. Prices have not actually advanced, but 
are holding very firmly. The shingle market 
is in good condition, as far as stocks and 
shipments are concerned. 


BOXBOARDS 


BOSTON, MASS., Dec. 16.—Some large con- 
sumers of box lumber are placing contracts 
for their future requirements, but show a 


disposition to shop around for low prices. 
Many of the box and shook mills are still 
running far below normal capacity. The 


stronger boxboard producers are inclined to 
refuse low bids that might have been con- 
sidered a short time ago. Round edge white 
pine inch boxboards, log run, are $22@24.50. 


CLAPBOARDS 


BOSTON, MASS., Dec. 16.—Wholesale orders 
for clapboards are very scarce. Offerings of 
eastern spruce and native white pine clap- 
boards are light, and sellers are not inclined 
to make any radical concessions. Advices 
from West Coast producers indicate a some- 
what firmer attitude, but bargains continue 
to be offered, particularly in red cedar clap- 
boards. 








BUSINESS CHANGES, INCORPORATIONS, ETC. 








New Mills and Equipment 


ARKANSAS Eagle Mills— The Scales Bros. 
Handle Co. is reported to be planning to establish 
a hickory handle factory here. 

McDermott—W. B. Bynum reported to be plan- 
ning rebuilding of recently burned stave and head- 
ing mill. 

MARYLAND 
Co., 141 N. Kresson St., 
facturing plant on the 
Kresson Sts. 

NEW JERSEY. Newark—J. O. Kohaut (Inc.), 
117 Green St., plans erection of three-story and 
basement, 50x100 ft. woodworking plant. 

NEW MEXICO Ojo Sarco—H. G. 
mill, recently destroyed by fire, 
and ready for operation in spring. 

ORBGON, 
Co. erecting a 
$250,000. 

TENNESSEE. 
ber Co. will 
president. 

VERMONT. 
Co. is 


$20,000. 


Baltimore—American Cooperage 
Plans erection of a manu- 


corner of Fayette and 


Newby saw- 
will be rebuilt 


Clifton — Bradley-Woodard 
sawmill near here to 


Timber 
cost about 


Memphis—Ford Hardwood Lum- 
rebuild burned plant; L. ’. Ford, 


Wilmington — Deerfield 
making an addition to its 


Plywood 
Plant to cost 


BRITISH NORTH AMERICA 


BRITISH COLUMBIA, New Westminster—Bloe- 
del, Stewart & Welch (Ltd.) plan erection of 
$200,000 shingle mill here. 


New Ventures 


ALABAMA. Anniston—Anniston Lumber & Mfg. 
Co., retailer, has again entered the manufacturing 
business, having added machinery for making end- 
matched flooring and ceiling and a number of 
furniture items. 

ARIZONA, Canton—J. W. Littlejohn has started 
a planing mill. 


CALIFORNIA. Long Beach—Galleher & Co. 
have engaged in the wholesale and retail hard- 
wood flooring business at 1101 W. Broadway; B. 
S. Galleher in charge. 

Long Beach—E. K. Wood Lumber Co. will erect 
a lumber office, remodel front and install drive- 
way, etc.; cost about $3,000; 3746 E. Anaheim St. 

Oakland—oO, B. Gall has started in the furni- 
ture manufacturing business at 2227 E, 14th St. 

Oakland—C, W. Ruff has started in the furni- 
ture manufacturing business at 6800 E. 14th St. 

San Francisco—Oregon-Washington Plywood Co. 
has established a branch office at 24 California 
St., also local warehouse. 

San Francisco—Larch Street 
Shop opened at 753 Larch St. 

San Francisco—Arthur H. Meyn Co. has en- 
gaged in building specialties business at 163 2nd St. 

San Francisco—National Box Co. opened branch 
office at 24 California St. 

San Francisco—Klamath Pine Distributors open- 
ing office at 235 Montgomery St. 

San Francisco—White Lumber Co. 
in business at 1500 Noriega St. 


Cabinet & Jobbing 


has engaged 


San Francisco—Weston Basket & Barrel Co. 
added hardwood flooring and panel department. 
FLORIDA. Miami—Miami Beach Lumber Co. 


new retail and building material yard with J. E. 
Britton at the head. 

IOWA. Des Moines—Lumbermen’s Reserve Sup- 
ply Co. organized by Q. Selby, W. E. Sturges, 
jr.. and J. L. McNeill to conduct a jobbing busi- 








ness in building material specialties: 
warehouse at 207 South West Third St. 

OKLAHOMA, Lamont—New lumber yard being 
erected by Amsden Lumber Co. 

OREGON. Klamath Falls—Marie Bigham 
H. B. Rivers have engaged in business 
name of Big River Lumber Co. 

TEXAS. Wills Point. —Canton Lumber Co. has 


office and 


and 
under 


opened a branch; headquarters, Canton. 
. 
Business Changes 
ALABAMA. Falkville—Robinson & Rowe suc- 
ceeded by J. L. Rowe. 
Foley—Foley Builders’ Supply Co. now owned 


by J. A. Pilgrim. 

Forest Home—Lazenby Mill Co. succeeded by 
Lazenby & Sons Mercantile Co. 

Orrville—Akers Lumber Co., formerly making 


headquarters at Lynchburg, Va., removed to Orr- 
ville where the company owns timber, sawmill and 
planing mill; specializes in finish and trim items. 

CALIFORNIA, San Francisco—Southern Red- 
wood Corporation moving office from 1 Drumm 
St. to 240 Front St. 


COLORADO. Peetz—Enterprise Lumber Co.; 
stock formerly owned by C. N. Dietz Lumber Co., 
of Omaha, has been transferred to Rivett Lum- 
ber Co., which is now purchasing department for 
local company; no change in local name or opera- 
tion. 


FLORIDA. Monticello—J. M. 
by J. M. Henry Lumber Co. 


GEORGIA. Cordele—W. L. Roebuck & Sons 
succeeded by Cordele Sash, Door & Lumber Co. 

IDAHO. Troy—H. W. Wright has sold his stock 
of lumber to the Troy Lumber Co. 


INDIANA. Franklin—Franklin Mfg. Co. sold 
by receiver to A. Vernon Knight; plans for open- 
ing the plant are under way. 


LOUISIANA. New Orleans—Gulf States Paper 
Co. is transferring its pulp plant and bag factory 
to Tuscaloosa, Ala., where it has timber holdings. 


MAINE. Bangor—Wing & Engel Co. merged 
with G. A. Crossman & Sons Co., Portland, Me.; 
Horatio Hickok Co., Burlington, Vt., and Otis 
Allen Co., Lowell, Mass., into Colonial Containers 
Corporation with combined capacity for approxi- 
mately 50,000,000 feet of box lumber annually. 

Portland—G. A. Crossman & Sons merged in 


Henry succeeded 


Colonial Containers Corporation. 
Portland — Deering-Winslow Lumber Co. _ suc- 

ceeded by Geo. McQuesten Co. 
MASSACHUSETTS. Lowell — Otis Allen Co. 


merged in Colonial 


MICHIGAN. Mt. Clemens — Stephens Lumber 
Co. sold local branch to George A. Dewey and 
son, H. F. Dewey; will operate as Geo. A. Dewey 
Lumber Co. 


MISSOURI. Clarksburg—D. C. Hardy sold to W. 
S. Bates & Son, of Kansas City. 

St. Louis—Cherokee Lumber Co. 
Gravois-Cherokee Lumber Co. 


NEBRASKA. Albion—Albion Elevator & Lum- 
ber Co.; no change in name or operation: pur- 
chasing department Rivett Lumber & Coal Co., 
Omaha, which took over the Dietz interests in 
various yards in Nebraska and Colorado. 

Elgin—Elgin Lumber Co. (See Albion item.) 

Gering—Gering Lumber Co. (See Albion item.) 

Omaha—Hampton Lumber Co. sold to Geo. A. 
Hoagland & Co. 

Peru—Peru Lumber Co. (See 

Sidney—Thomas Lumber Co. 


Containers Corporation. 


succeeded by 


Albion item.) 
(See Albion item.) 





Waterloo—M. E. 
bion item.) 
NEW YORK. 


Dillehay Lumber Co. (See Al. 


Brewerton—Hu bard Lumber (Go, 


succeeded by E. J. Hullar. 

RHODE ISLAND. Wakefield—Wakefield Lim. 
ber Co. changing name to Clarke Lumber Co,; 
no change in ownership. 

VERMONT. Burlington — Horatio Hickok (Co, 


merged into Colonial Containers Corporation. 





VIRGINIA. Lynchburg Akers Lumber (Co, 
moving to Orrville, Ala. 

WASHINGTON. Tacoma—J. L. Davis has given 
a bill of sale to a part interest in the Tacoma 


Millwork Supply Co., 
Davis. 


3001 Alaska St., to M. 4A, 


Incorporations 


ARIZONA. Phoenix — Consolidated Roofin & 
Supply Co., incorporated; capital, $100,000; build- 
ing supplies; J. R. Halstead, 202 W. Rooseve 

CALIFORNIA, Los Angeles—Arcadia Sash & 
Door Co. (Ltd.), incorporated; capital, $25,000, J, 
R. Griffiths, director. 

Fillmore—Fillmore Lumber Co., 

CONNECTICUT. 


incorporated 
Torrington—New City Lumber 
Co., incorporated; capital, $50,000; Barry L. Mor- 
gan, Watertown, et al. 

FLORIDA. 
incorporated; 

ILLINOIS. 
incorporated; 


Samsula—Samsula 
capital, $20,000. 
Chicago—W. G. Johnson & Sons, 
capital, $10,000; millwork, 
MICHIGAN, Detroit—Rader & Berg Lumber Co., 
incorporated; 1,000 shares, $20,000 each; 13111 W, 
Warren Ave.; Hugh H. Rader, et al. 

Mt. Clemens—Lakeside Fuel & Supply Co., incor- 
porated. 


NEW YORK. 


Turpentine Co,, 


New York—Empire Wood Products 
Corporation, incorporated; capital, $20,000; toys, 
woodenware, novelties; R. Kaplan, 276 ith Ave, 

WASHINGTON. Seattle— Premier Shingle & 
Mfg. Co., incorporated; capital, $50,000; logging 
and sawmill; A. Duncan McDowell. 
Seattle—Flying Circus Toy Co., 
capital, $40,000; toys and novelties. 


Casualties 


FLORIDA. Sebring—The sawmill of A. J. 
has been destroyed by fire. 

IOWA. Jamaica—Trulin 
fire, $12,000. 

MISSISSIPPI. Waynesboro—The planer mill of 
the Cole Lumber Co. damaged by fire; loss about 
$20,000. 

NEBRASKA, Lincoln — Nebraska 
Millwork Co., loss by fire, $40,000; 
and offices destroyed. 

NEW YORK. Brooklyn—Brooklyn Consolidated 
Lumber Co., loss by fire in sheds, $25,000. 

North Tonawanda—Lumber storage shed of Batt 
Bros. lumber yard damaged by fire; loss $30,000; 
six delivery trucks and 5,000 feet of lumber de- 
stroyed. 

TENNESSEE. Alexandria—Eaton Pin & 
ber Co., loss by fire, $20,000. 

TEXAS. Red Rock—Wilbarger Lumber Co., loss 
by fire; sheds destroyed; this is the second fire 
within a few months and the sheds destroyed had 
just been rebuilt., 


incorporated; 


Lutz 


Lumber Co., loss by 


Lumber & 
planing mill 


Lum- 





Hymeneal 

BEHREND-WILSON. Announcement of the 
engagement of Gilbert David Behrend, of 
Chehalis, Wash., and Miss Louise Margaret 
Wilson, of Tacoma, was made Dec. 7 by the 
parents of the bride-to-be. Miss Wilson is 
the daughter of Mr. and Mrs. Samuel Wil- 
son. Mr. Wilson is secretary-treasurer of the 
Pacific States Lumber Co., one of the larger 
mills in the Tacoma @istrict. Mr. Behrend 
is the son of the late T. R. Behrend, of 
Chehalis, is a graduate of Washington State 
College and is now in business at Chehalis. 
Miss Wilson is in her senior year at Wash- 
ington State. The wedding has been set for 
Dec. 31 and will take place at the Wilson 
family residence in Tacoma. 





Tindbor nar Prices 


Bid \sked 
Algoma Lumber Co. 6s 1937.......... 95 98 
Bloedel Donovan Lumber Mills 6% 

Wabes 1986 ccc viccnsecocacevcesvevces 95 98 
W. P. Brown & Sons Lumber Co. 54% 

Maas TONE inde ccs secunecssespeces 961% 98% 
Carlisle Lumber Co. 6s 1937.........+- 95 98 
Connor Lumber & Land 6s 1941..... . 94% 97% 
Dierks Lumber & Coal Co. 6s 1941.... 94 97% 
W. F. Ingham Ist 6s 1936..........+. 96% 98% 
Lamar Luiaber Co. 6s 1934........++- 97 100 
McGowin-Foshee Lumber 6s 1938...... 94% 97% 
Clayton & Anson Mark 6s 1931....... 99% 100% 
Munising Paper Co. 5%s 1939......... 91 94 
Oregon White Cedar Co. 6s 1933...... 99 100 
Owen Oregon Lumber 5%s 194U....... 88 92% 
Saginaw & Manistee 6s 1936........-. 95 97% 
Trask Timber Co. 68 1936......+..+6- 95 98 
Virginia Hardwood Lumber Co. 6s 1941 93 96 
Western Timber Co. 6s 1938........... 93% 97% 

Note: The above securities maturing within two 
years are offered to yield 5% to 6 percent, Lid 6% 


per cent basis or better. 


(Quoted by Baker, Fentress & Co., Dec. 12%, 1930) 
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ments, and No. 2 commons, recently scarce, 
are in easier supply. Prices are holding firm. 


NEW YORK, Dec. 15.—Wholesalers report 
little activity in southern pine. They say, 
however, that mill shipments are being kept 
in relation to the demand. There are no 
large stocks in the hands of either whole- 
salers or retailers. 


CINCINNATI, OHIO, Dec. 15.—Southern 
pine prices are about holding their own, 


though business is quiet. Retailers are plac- 


ing smal] fill-in orders for urgent wants, and 
some factory lumber is moving. Wholesalers 
say they expect little buying until after in- 
ventories are taken. Very few transit cars 
are coming in to disturb the price situation. 


BOSTON, MASS., Dec. 16.—The urgency of 
southern pine sellers is having a depressing 
influence upon prices. It is difficult to secure 
more than $24 for an ordinary lot of 8-inch 
air dried roofers. Quotations on partition 
and well known makes of long-leaf flooring 
hold up fairly well. 


SHINGLES AND. LATH 


KANSAS CITY, MO., Dec. 15.—Shingles and 
lath are in poor demand, in straight or mixed 
ears. Stocks in storage here are not exces- 
sive. 





NEW YORK; Dec. 15.—Stocks of eastern 
spruce lath here are becoming less from week 
to week, with sales in excess of arrivals 
and mills making little or no efforts at ship- 
ping. Prices have not actually advanced, but 
are holding very firmly. The shingle market 
is in good condition, as far as stocks and 
shipments are concerned. 


BOXBOARDS 


BOSTON, MASS., Dec. 16.—Some large con- 
sumers of box lumber are placing contracts 
for their future requirements, but show a 
disposition to shop around for low prices. 
Many of the box and shook mills are still 
running far below normal capacity. The 
stronger boxboard producers are inclined to 
refuse low bids that might have been con- 
sidered a short time ago. Round edge white 
pine inch boxboards, log run, are $22@24.50. 


CLAPBOARDS 


BOSTON, MASS., Dec. 16.—Wholesale orders 
for clapboards are very scarce. Offerings of 
eastern spruce and native white pine clap- 
boards are light, and sellers are not inclined 
to make any radical concessions. Advices 


from West Coast producers indicate a some- 
what firmer attitude, but bargains continue 
to be offered, particularly in red cedar clap- 
boards. 








New Mills and Equipment 


ARKANSAS. Eagle Mills—MThe Scales Bros. 
Handle Co. is reported to be planning to establish 
a hickory handle factory here. 

McDermott—W. B. Bynum reported to be plan- 
ning ae of recently burned stave and head- 
ing mill. 


MARYLAND. Baltimore—American Cooperage 
Co., 141 N. Kresson St., plans erection of a manu- 


facturing plant on the corner of Fayette and 
Kresson Sts. 


NEW JERSEY. Newark—J. O. Kohaut (Inc.), 
117 Green St., plans erection of three-story and 
basement, 50x100 ft. woodworking plant. 


NEW MEXICO. Ojo Sarco—H. G. Newby saw- 
mill, recently destroyed by fire, will be rebuilt 
and ready for operation in spring. 


OREGON. Clifton— Bradley-Woodard Timber 
Co. erecting a sawmill near here to cost about 
$250,000. 


TENNESSEE. Memphis—Ford Hardwood Lum- 
ber Co. will rebuild burned plant; L. W. Ford, 
president. 


VERMONT. Wilmington — Deerfield Plywood 
Co. is making an addition to its plant to cost 
$20,000. 


BRITISH NORTH AMERICA 


BRITISH COLUMBIA. New Westminster—Bloe- 
del, Stewart & Welch (Ltd.) rlan erection of 
$200,000 shingle mill here. 


New Ventures 


ALABAMA. Anniston—aAnniston Lumber & Mfg. 
Co., retailer, has again entered the manufacturing 
business, having added machinery for making end- 
matched flooring and ceiling and a number of 
furniture items. 

ARIZONA. Canton—J. W. Littlejohn has started 
a planing mill. 

CALIFORNIA. Long Beach—Galleher & Co. 
have engaged in the wholesale and retail hard- 
wood -flooring business at 1101 W. Broadway; B. 
8S. Galleher in charge. 

Long Beach—E. K. Wood Lumber Co. will erect 
a lumber office, remodel front and install drive- 
way, etc.; cost about $3,000; 3746 E. Anaheim St. 

Oakland—oO, B. Gall has started in the furni- 
ture manufacturing business at 2227 E. 14th St. 

Oakland—C. W. Ruff has started in the furni- 
ture manufacturing business at 6800 E. 14th St. 

San Francisco—Oregon-Washington Plywood Co. 
has. established a branch office at 24 California 
St., also local warehouse. 

San Francisco—Larch Street Cabinet & Jobbing 
Shop opened at 753 Larch St. 

San Francisco—Arthur H. Meyn Co. has en- 
gaged in building specialties business at 163 2nd St. 

San Francisco—National Box Co. opéned branch 
office at»24, California St. 

San Francisco—Klamath Pine Distributors open- 
ing office at 235.Montgomery St. 

San Francisco—White Lumber Co. has engaged 
in business at 1600 Noriega St. 

San Francisco—Weston Basket & Barrel Co. 
added hardwood flooring and panel department. 

FLORIDA. Miami—Miami Beach Lumber Co. 
new retail and building material yard with J. E. 
Britton at the head, 

IOWA. Des Moines—Lumbermen’s Reserve Sup- 
ply Co. organized by R. Q. Selby, W. E. Sturges, 
jr.. and J. lL. McNeill to conduct a jobbing busi- 


ness in building material specialties; office and 
warehouse at 207 South West Third St. 

OKLAHOMA. Lamont—New lumber yard being 
erected by Amsden Lumber Co. 

OREGON. Klamath Falls—Marie Bigham and 
H. B. Rivers have engaged in business under 
name of Big River Lumber Co. 

TEXAS. Wills Point. —Canton Lumber Co. has 
opened a branch; headquarters, Canton. 


Business Changes 


ALABAMA. Falkville—Robinson & Rowe suc- 
ceeded by J. L. Rowe. 

Foley—Foley Builders’ Supply Co. now owned 
by J. A. Pilgrim. 

Forest Home—Lazenby Mill Co. succeeded by 
Lazenby & Sons Mercantile Co. 

Orrville—Akers Lumber Co., formerly making 
headquarters at Lynchburg, Va., removed to Orr- 
ville where the company owns timber, sawmill and 
planing mill; specializes in finish and trim items. 


CALIFORNIA. San Francisco—Southern Red- 
wood Corporation moving office from 1 Drumm 
St. to 240 Front St. 


COLORADO. Peetz—Enterprise Lumber Co.; 
stock formerly owned by C. N. Dietz Lumber Co., 
of Omaha, has been transferred to Rivett Lum- 
ber Co., which is now purchasing department for 
— company; no change in local name or opera- 
tion, 


FLORIDA. Monticello—J. M. Henry succeeded 
by J. M. Henry Lumber Co. 


GEORGIA. Cordele—W. L. Roebuck & Sons 
succeeded by Cordele Sash, Door & Lumber Co. 

IDAHO. Troy—H. W. Wright has sold his stock 
of lumber to the Troy Lumber Co. 


INDIANA. Franklin—Franklin Mfg. Co. sold 
by receiver to A. Vernon Knight; plans for open- 
ing the plant are under way. 


LOUISIANA. New Orleans—Gulf States Paper 
Co. is transferring its pulp plant and bag factory 
to Tuscaloosa, Ala., where it has timber holdings. 


MAINE. Bangor—Wing & Engel Co. merged 
with G. A, Crossman’ & Sons Co., Portland, Me.; 
Horatio Hickok Co., Burlington, Vt., and Otis 
Allen Co., Lowell, Mass., into Colonial Containers 
Corporation with combined capacity for approxi- 
mately 50,000,000 feet of box lumber annually. 

Portland—G. A. Crossman & Sons merged in 
Colonial Containers Corporation. 

Portland — Deering-Winslow Lumber Co. suc- 
ceeded by Geo. McQuesten Co. 


MASSACHUSETTS. Lowell — Otis Allen Co. 
merged in Colonial Containers Corporation. 


MICHIGAN. Mt. Clemens—Stephens Lumber 
Co. sold local branch to George A. Dewey and 
son, H. F. Dewey; will operate as Geo. A. Dewey 
Lumber Co. J 

MISSOURI. Clarksburg—D. C. Hardy sold to W. 
S. Bates & Son, of Kansas City. 

St. Louis—Cherokee Lumber Co. succeeded by 
Gravois-Cherokee Lumber Co. 


NEBRASKA. Albion—Albion Elevator & Lum- 
ber Co.; no change in name or operation; pur- 
chasing department Rivett Lumber & Coal Co., 
Omaha, which took over the Dietz interests in 
various yards in Nebraska and Colorado. 

Elgin—Elgin Lumber Co. (See Albion item.) 

Gering—Gering Lumber Co. (See Albion item.) 

ha—Hampton Lumber Co. sold to Geo. A. 
Hoagland & Co. 
Peru—Peru Lumber Co. (See Albion item.) 
Sidney—Thomas Lumber Co. (See Albion item.) 


Waterloo—M. E. Dillehay Lumber Co. 
bion item.) 


NEW YORK. Brewerton—Hubbard Lumber Co, 
succeeded by E. J. Hullar. 

RHODE ISLAND. Wakefield—Wakefield " 
ber Co. changing name to Clarke Lumber Co.: 
no change in ownership. Sy 

VERMONT. Burlington — Horatio Hickok Co, 
merged into Colonial Containers Corporation, 

VIRGINIA. Lynchburg — Akers 
moving to Orrville, Ala. 

WASHINGTON. Tacoma—J. lL. Davis has given 
a bill of sale to a part interest in the Tacoma 
Millwork Supply Co., 3001 Alaska St., to M. fs 


Davis. 4 
Incorporations 


(See AL. 


Lumber @p, 


ARIZONA. Phoenix— Consolidated Roofing @ 
Supply Co., incorporated; capital, $100,000; build. 
ing supplies; J. R. Halstead, 202 W. Roosevelt, 

CALIFORNIA. Los Angeles—Arcadia Sash & 
Door Co. (Ltd.), incorporated; capital, 25,000; J 
R. Griffiths, director. : 

Fillmore—Fillmore Lumber Co., incorporated, 

CONNECTICUT. Torrington—New City Lumber 
Co., incorporated; capital, $50,000; Barry L. Mor. 
gan, Watertown, et al. 

FLORIDA. Samsula—Samsula Turpentine Co, 
incorporated; capital, $20,000. ; 

ILLINOIS. Chicago—W. G. Johnson & Sons, 
incorporated; capital, $10,000; millwork. 

MICHIGAN. Detroit—Rader & Berg Lumber Co, 
incorporated; 1,000 shares, $20,000 each; 13111 W, 
Warren Ave.; Hugh H. Rader, et al. 

Mt. Clemens—Lakeside Fuel & Supply Co., incor- 
porated. 

NEW YORK. New York—Empire Wood Products 
Corporation, incorporated; capital, $20,000; toys, 
woodenware, novelties; R. Kaplan, 276 5th Ave 

WASHINGTON. Seattle— Premier Shingle @ 
Mfg. Co., incorporated; capital, $50,000; logging 
and sawmill; A. Duncan McDowell. 

Seattle—Flying Circus Toy Co., 
capital, $40,000; toys and novelties. 


Casualties 


FLORIDA. Sebring—The sawmill of A. J. Lutz 
has been destroyed by fire. 


incorporated; 


IOWA. Jamaica—Trulin Lumber Co., loss by 
fire, $12,000. 
MISSISSIPPI. Waynesboro—The planer mill of 


the Cole Lumber Co. damaged by fire; loss about 
$20,000. 

NEBRASKA, Lincoln — Nebraska Lumber € 
Millwork Co., loss by fire, $40,000; planing mill 
and offices destroyed. 

NEW YORK. Brooklyn—Brooklyn Consolidated 
Lumber Co., loss by fire in sheds, $25,000. 

North Tonawanda—Lumber storage shed of Batt 
Bros. lumLer yard damaged by fire; loss $30,000; 
six delivery trucks and 5,000 feet of lumber de- 
stroyed. 

TENNESSEE. Alexandria—Eaton Pin & Lum- 
ber Co., loss by fire, $20,000. 

TEXAS. Red Rock—wWilbarger Lumber Co., loss 
by fire; sheds destroyed; this is the second fire 
within a few months and the sheds destroyed had 
just been rebuilt. 





Hymeneal 


BEHREND-WILSON. Announcement of the 
engagement of Gilbert David Behrend, of 
Chehalis, Wash., and Miss Louise Margaret 
Wilson, of Tacoma, was made Dec. 7 by the 
parents of the bride-to-be. Miss Wilson is 
the daughter of Mr. and Mrs. Samuel Wil- 
son. Mr. Wilson is secretary-treasurer of the 
Pacific States Lumber Co., one of the larger 
mills in the Tacoma district. Mr. Behrend 
is the son of the late T. R. Behrend, of 
Chehalis, is a graduate of Washington State 
College and is now in business at Chehalis, 
Miss Wilson is in her senior year at Wash- 
ington State. The wedding has been set for 
Dec. 31 and will take place at the Wilson 
family residence in Tacoma. 


Timber Bond Prices 





Bid Asked 
Algoma Lumber Co. 6s 1937........-+- 95 98 
Bloedel Donovan Lumber Mills 6% 

Sees SOS 202 c00skscedees setuns cues 95 98 
W. P. Brown & Sons Lumber Co. 5%% 

ONE. BOGE taaaiavesescaox ee, | 
Carlisle Lumber Co. 6s 1937....... alee 98 
Connor Lumber & Land 6s 1941...... 94% 97% 
Dierks Lumber & Coal Co. 6s 1941.... 94 97% 
W. F. Ingham ist 6s 1936............ 96% 98% 
Lamar Lumber Co. 6s 1934.........-- ow 100 
McGowin-Foshee Lumber 6s 1938..... . 94% 91% 
Clayton & Anson Mark 6s 1931....... 99% 100% 
Munising Paper Co. 5%s 1939......... 91 94 
-Oregon White Cedar Co. 6s 1933...... 99 100 
Owen Oregon Lumber 5%s 1940....... 88 92% 
Saginaw & Manistee 6s 1936........-. 95 97% 
Trask Timber Co. 6s 1936.......+.. .. 95 98 
Virginia Hardwood Lumber Co. 6s 1941 93 96 
Western Timber Co. 6s 1938.......... . 93% 9% 


Note: The above securities maturing within “ 
years are offered to yield 5% to 6 percent, bid 
per cent basis or better. 


(Quoted by Baker, Fentress & Co., Dec, 13, 1980) 
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